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How Lowest-Priced ‘59s Compare 


PLYMOUTH RAMBLER 


Savoy Deluxe 
Six Six 


$2,283 $2,098 
2,232 a 
2,143 


Belvedere 
Six 


2,440 
2,389 
Fairtane 


500 Six Plymouth 


2,530 Has No <2 


2,602 parable 
Fury | 


V-8 | 
2,691) 
2,771) 

' 
Wag 
Deluge 
St 


2,574) 
2,641. 


°59 Price Increase Held 
iTo Average of 2.6 Pet. 


@ recession- industry, is 
the smallest of recegt years, Last 
year, prices rose 3.35 percent. The 


; "57 boost was a staggering 7.17 
ted last week as eight manufac: | percent, and 1956’s was 8S 
disclosed their °59 figures. | percent. abou 


Automotive News analysis 
ed that the ‘59 models ase} By corporations, the 59 hikes 


“iced 2.65 percent above compa-| Were: American Motors, 1.48 per- 
s 58s. cent; General Motors, 1.79 percent; 
The increase, though sizable for (Chrysler Corp., 3.09 percent; Ford 

iz - — | Motor Co., 3.37 percent, 
A portion of this year’s jump may 


; —S A 
1 | be attributed to th ti f 
GM Output Nil, | extra-cost siete og de aan 
- |}equipment class. Another factor 
But Others Gain 


| was an increase in the suggested 
| dealer preparation charge. 

°58 Car Total Limps 

To 3 Million Mark 


| By Martin L. Whitmyer 
4 Staff Writer 

. XCEPT for General Motors, 
i which was idled again last week 
iby localized labor difficulties, car 


gutput was showing signs of re- "57 mode 
turning to normalcy last week. | when the 'S7 ls arrived. 


; .| Announcing prices last week 

aw a fT ccough local | Were Ford, Mercury, Edsel, Lin- 

contracts can be ratified with |©°!m, Plymouth, DeSoto, Chrysler 

UAW. and Imperial. All other makers ex- 

Heavy overtime schedules at Ford | €Pt Studebaker posted their fig- 
on and Rambler, plus acceler-| Utes earlier. 

output at Plymouth, helped| Studebaker does not figure in this 

U. S. car assemblies to an/| year’s price-increase pattern’ since 

Hmated 45,343 units last week, | (Continued on Page 67, Col, 1) 

ting not only a 10,509-unit hike 

er the 34,834 cars turned out a 

Week earlier, but highest produc- 

n of cars in this country since 

f week — a 16. -* 

* Although last week’s output 

‘Was well below the 72,180 units 

Folled from the lines during the 
comparable week a year ago, 

“ealendar-year car output stands 
within 25,791 units of the three- 

Gmiiltion mark—a milestone U. S. 
‘makers should surpass this week. 

. The three-millionth car of 1958, 
0 er, will roll from the lines 
pme 18 weeks behind its counter- 

' of 1957, built June 8. 

” 


=) AMBLER, despite the fact that 
| it was faced with a strike at 
» time, scheduled record-break- 
performances for the second 
ronsecutive week last week and 
9» scheduled its second straight 

: work week. 
AMC unit turned out an 
pd 6,170 cars last week to 
its former high of 5,861 
a week earlier and marked 


FORD 


Custom 
300 Six 


$2,273 
2,219 
2,132 
Fairlane 
Six 
2,411 
2,357 


CHEVROLET 


Super 
Six 


2,268 


Custom 
Six 


2,383 


Faliriane 

500 V-8 
2,648 
2,720 


Custom 
v-8 
2,513 
2,588 

Wagons 

Super 
Six 


2,562 


-* By John K. Teahen, Jr. 
+ Staff Writer 
ZE auto industry’s annual round 
of price increases was com-| 


£ 


|FForRD MOTOR, Chrysler Corp. 

and AMC all boosted their prep 
fees this year, bringing them close 
to the GM charges. 

An example: The Ford and 
Plymouth dealer-prep figure now 
is $40. Chevrolet began suggest- 
ing this amount to its dealers 


“© "(Continued on Page 71, Col. 3) 
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Impala 4-Door Hardtop Joins Chevrolet Lineup for ‘59 


With the addition of a four-door sedan and 
time in the last six | hardtop has a fiat roof, thin rear pillars and a 
glass area and many mechanical improvements. Dealers put” 


GM Again Urges | Vote This Week 
OK of Potter Bill | On Factory Idea 


Gordon Seek Steps ‘Area of Responsibility’ 
For Dealer F ory he Faces Abandonment; 
Hedges on $mall Car Dealer Views Sought 
By William Uliman 
e new president | 
otors has urged 


Washington Bureau Chief 
a law which would 


Top Cars 


New-car registrations for eight 
months, plus two states for Sep- 
tember: 


1957 

Pos. 
974,795— 2 
Ford 1,024,273— 1 
Plym. 429,983— 3 
Olds. 256,783— 5 
Buick 279,255— 4 
Pontiac 223,976— 6 
Rambler 72,123—12 
Mercury 190,915— 7 
Dodge 183,519— 8 
Cadillac 96,231— 9 
Chrysler 74,335—10 
DeSoto 73,582—11 
Stude. 43,576—13 
Edsel 
Lincoln 
Imperial 
Met. 


1958 
Pos, 


1— 


Make 

882,329 Chev. 
668,970 
271,500 
214,934 
173,989 
156,501 
111,581 
95,544 
90.909 
88,228 
42,339 
33,940 
27,390 
26,318 
18,360 
10,512 
8,094 


ASHINGTON.—NADA’s Indus- 

try Relation committee has 
recommended abandonment of the 
concept of “areas of sales and 
service responsibility,” and has 
come around to the factory-en- 
dorsed idea of protected territories 
for dealers, it was learned last 
week. 

NADA’s Executive committee will 
vote on the recommendation at its 
meeting in Washington this week 
(Oct. 23-24). 

Under the protected territory 
| plan, a dealer who sells a car 
| outside the territory assigned in 
| his franchise must pay a cash 
penalty to the dealer whose ter- 
ritory he has invaded. 

The Department of Justice is of 
the opinion that protected territory 
arrangements are illegal under 
present law. Since no one cares to 
test the matter in court, auto mak- 
jers have suggested that the laws 
might be amended to make pro- 


of General 
Congress to 


vious support for the principles of 
the Potter Bi ’ 


25,078—14 

23,681—15 

7,771—16 
2,089 Packard 4,168—17 

221,167 Misc. 118,318 
Total All Makes 


nesday on &® closed-circuit telecast 
3,145,674 4,102,488 


to 40 ci 
Donner 
press co 
not reac 
ing a s 


also told a Motorama 
erence that GM still has 

a decision on market- 

er car. Donner forecast 
1959 sales of 5% million cars, while 
Gordon mated “a minimum” of } 
5.2 millifn sales. 

Gorddn admitted that dealers are 
divid on the territory security 
issue. He said: “We (GM officials) 
are cofvinced that territory secur- 


Scarcity of ’59s 
After ‘Cleanout’ 


Grieves Dealers 
By Robert M. Lienert 


Associate Editor 


FEW '58s, a few '59s and a lot 








ity it existed in. the past in of prospects and orders. tected territories clearly legal. 
Gener&l Motors would go far to-| That pretty well summed up | NADA, until now, has been back- 
ward /preserving the franchise sys-| the new-car selling situation |ing a plan of areas of sales and 
tem dnd strengthening the quality| across the nation last week as the | service responsibility, under which 
dealef program.” | industry moved deeper into the |a dealer gets a bonus from his 
° 59 season. | manufacturer for selling a new car 
, Dealers for the most part were|to a customer in his assigned ter- 
{2 CAUTIONED that territory | spewing their nails and fretting. | Fitory. He would get no bonus for 
urity “should not be con-| 1, anticipation of “hot” ’59 mod-| selling outside that area. 
fuse@ with closed territories because | 21. and aided by curtailed produc- | Se es 
a customer must still have the right | iio, throu ghout the summer! A UTO makers opposed that idea 
to purchase an automobile wher-| Fonths they had completed one of as too burdensome. 
ever he chooses. the cleanest sweeps of outgoing|- In effect, the NADA switch 
The GM president commended the | models achieved in postwar years. |}amounts to endorsement of the 
prige-label law, saying that it will |  -. o | principle embodied in the last auto 
have a “stabilizing effect” on the| ITH the decks cleared for| bill introduced by Senator Charles 
entire industry and ‘should encour- | heavy action on ’59s, new mod-|E. Potter, Michigan Republican. 
(Continued on Page 70, Col. 1) (Continued on Page 4, Col. 3) |The bill’s language was suggested 
. ; . 24 | by General Motors attorneys. 
It was also learned that NADA 
Fn a a has strongly urged its members 
SR eT AR te to decide which they favor—the 
ag am ° . bonus plan or the penalty plan— 
alt and to communicate their wishes 
é to NADA’s regional vic e-pres- 
Y é idents before the meeting this 
SO =, ra é f week. ve 
o 3 Sos The Potter bill limits the terri- 
” a : , Ta: (Continued on Page 4, Col. 1) 
Inside 
Auto News 
@ Dealer mortality in Chi- 
cago, Cleveland. Page 3. 
Highway safety to be 
major legislative issue. 
Page 25. 
GM’s new owner protection 
policy. Page 28. 
Turnings, Page 46. Used-car auctions, 
Page 54. New-car prices, 
Page 62. 


p,. the Impela becomes’ a full Chevrolet series for 1959. The 
window. Chevrolet's 14 models feature a new body, increased 
@ cars on display last week. (Story on Page 16.) 
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Chevrolet Gets the Credit... 





Tyrex Tire’s Success 


Slows Nylon ‘Invasion’ 


By Joe Kuebler 

Staff Correspondent 
AKRON.—With a newly named 
super-supercord, rayon companies 
have staved off nylon’s attempt to 
invade the original-equipment tire 
market, at least for another year. 


A few months ago the producers 
felt that since the super-strong 
material was so different from 
previous rayons, it deserved a 
distinguishing name. The result 
was “Tyrex,” which has won con- 
siderable public attention since 
its introduction. 

The bulk of the 1959 cars will roll 
on tires reinforced with this new 
cord. 

Helping Tyrex to score its im- 
portant victory was the enthusiastic 
endorsement it received from Chev- 
rolet. 

At one time Chevrolet considered 
nylon tires for 1959 and even in- 
stalled some 200,000 on new cars 
earlier in 1958 to test autoists’ re- 
action. 

The marketing test didn’t go 
the way it was expected, and then 
along came the Tyrex firms with 
their product. Extensive testing 
of the tires convinced E. N. Cole, 
Chevrolet general manager. 

At the 1959 Chevrolet press pre- 
view, he hailed the Tyrex-built tires 
as “the best we know how to put 
on the car, barring none.” 

Since Chevrolet is the biggest 
buyer of tires in the industry, any- 
thing Cole has to say on the subject 
is significant. 

His decision to adopt Tyrex 
forced the rayon companies to hur- 
riedly convert their plants to the 
new material so tire makers would 
have sufficient supplies of the ma- 
terial. 

Tyrex tires are credited with 

giving a 10 percent improvement 
in tread wear over previous 


Seles Total 
Shows Big Drop 
During Month 


A SHARP drop in unemployment 
highlighted business news of 
the last week. 

The Departments of Commerce 
and Labor reported that the num- 
ber unemployed fell by 600,000 in 
September to 4.1 million. The num- 
ber employed also fell. Those with 
jobs in September totalled 64.6 mil- 
lion, down 700,000 from the August 
figure. 

The employment report noted 
that the number of industrial 
workers went up in September 
while the number working on the 
farms fell. Meanwhile, large num- 
bers of younger persons left the 
labor force to return to school. 
The Federal Reserve Board last 
week increased the stock margin 
requirement from 70 to 90 percent 
in a move designed to curb the use 
of credit in buying stocks. The 
margin is the amount of cash a 
stock buyer must put up to make a 
purchase. The increase means that 
only 10 percent of any purchase 
price can be borrowed money. 

= © oa 


increase was the second of 
the year and came after the 
market began turning downward 
after a sustained rise to record 
highs. The margin requirement is 
the highest since the figure was 
100 percent for three months in 
late 1946 and early 1947. 

FRB officials noted that bor- 
rowing to buy stocks is now at 
its highest level since the board 
began keeping records in the 
early 1930s. 

Meanwhile, there was another 
round of %-cent boosts in copper, 
zine and lead prices and two alumi- 
num producers, Alcoa and Rey- 
nolds Metals, announced plans to 
increase output of the light metal. 

Major department store chains 
and mail order houses reported 
September sales were 6.3 percent 
ahead of the year-earlier total. 
These firms reported sales in the 
first nine months of this year were 
8.5 percent ahead of those in the 
like period of 1957. 


rayons without increasing the 
thickness of the tread. 

This is achieved, it is said, be- 
cause the new cord is substantially 
stronger and thinner, making it 
possible to build a lighter and 
cooler-running tire. Since the tire 
runs cooler, its safety at turnpike 
speeds is greatly improved. 

The reduction in heat is what 
helps to cut down the rate of wear. 

Actually, the new rayon was 
introduced by duPont, longtime 
producer and champion of nylon, 
in the fall of 1955. It was offered 


for sale in 1956 and until early 
(Continued on Page 6, Col. 5) 


Nine-Month Output—'58 vs. "57... 


Each Truck 


Total Trucks, U. S. 608,762 


Maker's Share 


Pet. of 
9-Month 
Output 

32.33 
0.66 
0.33 
6.71 

25.59 
721 

11.34 
1.80 
Lil 
2.03 

10.31 
0.58 


100.00 


Pet. of 
9-Month 
Output 

31.46 
0.51 
0.28 
7.22 

32.23 
6.17 

11.34 
1.66 
0.90 
1.79 
6.05 
0.39 


T 
Output, 
1957 
256,815 

4,181 


100.00 


** Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, 


etc. 


*** Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 


in Mack totals. 





Medium-Priced Lines Hail Debuts 


though the dealers’ stocks were | similar meeting is scheduled today 


DETROIT. — Dodge and Pontiac 
last week reported “unprecedented” 
response to their 1959 lines ag the 
M-E-L division announced that its 
dealers had already placed $143 mil- 
lion in orders for the cars the divi- 
sion will soon introduce. 

With sales “more than double 
last year’s,” Dodge dealers started 
a buy new now and drive later” 
campaign. The dealers asked cus- 
tomers to take delivery later on 
their new cars so the dealerships 
could hang on to models on hand 
for display purposes. 

The response to the new Dodge 
was disclosed by M. C. Patterson, 
general manager, following a check 
with dealerships in all parts of the 
country. 

Every effort has been made to 
meet these dealer demands for more 
cars, Patterson said. 

“Many Dodge dealerships sold out 
their entire stock within 72 hours 
after their doors opened, forcing 
them to ask customers to leave 
their cars on display while new 
shipments are en route,” Patterson 
said. 

“Although announcement day 
floor traffic was larger in all sec- 
tions of the country as compared 
to last year, the significant factor 
as reported by our dealers lies in 
the type of people who have been 
coming in. Not only are there 
more ‘lookers,’ but more actual 
buyers.” 

Pontiac dealers reported 2,561 on- 
the-spot sales and more than 18,000 
orders after the first three days of 
selling. 

S. E. Knudsen, general manager, 
said, “Customer reaction to our new 
line substantiates confidence that 
1959 will be a year of opportunity 
for Pontiac. 

“Customer orders were 250 per- 
cent more than a year ago even 


limited by strikes. 

“Dealers report enthusiastic ac- 
ceptance of Pontiac’s styling and 
great interest in Pontiac’s revo- 
lutionary wide track.” 

However, Knudsen told a Motor- 
ama press meeting that strikes had 
cut Pontiac dealer stocks of '59 
models to rockbottom. 

Ford officials headed by President 
Henry Ford I, William C. Ford, 
product planning vice-president, 
and Ben D. Mills, M-E-L division 
general manager, last week met 
with M-E-L division dealers from 
across the South at meetings in 
Washington and Dallas. The deal- 
ers previewed the 1959 Mercury, 
Edsel, Lincoln and Continental. A 






DETROIT.—Imports of new pas- 
senger cars into the U. S. in the 
first six months of this year total- 
led 194,835, according to the Auto- 
mobile Manufacturers Assn. 

In the same period, AMA said, 
7,603 new trucks, buses and chas- 
sis and 4,001 used cars were 
brought in. 

Values placed on imports were 
$217.2 million for new cars, $8.8 
million for commercial vehicles, $5 
million for used cars and $13.5 mil- 
lion for automotive parts. 

Imported passenger cars by coun- 
try of origin were listed as follows: 
United Kingdom, 71,243; West Ger- 
| many, 64,085; France, 37,572; Italy, 
10,578; Sweden, 9,200; Eire, 1,232; 


Business Barometer 


Automotive News Economic Index — 


98.6 Percent of 
96.5 Percent of 


Paperboard Production—Tons ... 
Soft Coal Output—tons 

Oil Output—Boarreis .... 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 

U.S. Government Spending 

—Fiscal year to date 


Oct. 15 Oct. 8 
221% 


1958 Range 
24%,- 8 
58Y2 59%_-44 
47% 484,-37% 
49% 50 -33% 


$24,843,652,000 


Commercial and Industrial Loans $29,649,000,000 
$28,235,000,000 


Last Week “ 
Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 


101.1 

11,867 82.8 
3,145,674 osee 
478,829 
1,933,000 
253,817,000 
308,795 

8 415,000. 
47,178,000 
383,913 
146 

378.6 


101.7 
96.8 
100.0 
947 
95.5 
102.0 
107.4 
101.7 


- 


99.8 
99.9 
102.5 
90.0 


$935 
271 


Oct. 15 Oct. 8 
38% 


1958 Range 
3944-27 

15%- 7% 
314%%-21% 
11 - 2% 
54% -40¥2 


*Kaiser Industries, parent firm of Willys Motors. 
(Oct, 20, 1958) 





U. S. Totals for First Half... 
England Dominates Imports 





(Oct. 20) in New York. 

Speaking in Dallas, Mills put the 
division’s advance orders at $143 
million and told the dealers: 

“We have gone all out to make 
our new cars the finest and most 
attractive automotive products 
available to the public. This invest- 
ment represents approximately $65,- 
000 per dealer in developing the 
M-E-L 1959 car lines. 

“Our backlog of dealers’ orders 
actually is more than we can build 
through November. This deluge of 
dealer orders is causing us to re- 
view our production schedules, 
which already include overtime 
work, to make sure we build all 
the cars we can in the introductory 
period.” 





Canada, 253; Czechoslovakia, 216; 
Belgium, 211; Japan, 139; East Ger- 


many, 99; The Netherlands, 3; 
Switzerland, 2; Australia, 1, and 
Spain, 1. 


West Germany was credited 
with shipping the lion’s share of 
commercial vehicles, however, 
with 6,616 units in the first half. 
A total of 880 came from the 
United Kingdom, 74 from Canada, 
13 from France, 13 from Sweden 
and seven from Italy. 

Most of the used cars imported 
also originated in West Germany, 

which shipped 3,648. Other ship- 
ments: United Kingdom, 174; Can- 
ada, 83; Italy, 54; France, 33; East 
Germany, 5; and Belgium, Cuba, 
Japan and Spain, one each. 

Major shippers of automotive 
parts included West Germany, 
United Kingdom, France, Canada, 
Italy and Sweden, in that order. 


Three Promoted 


On Ford Dealer 
Policy Board 


DEARBORN.—Benson Ford, 
chairman of the Ford Dealer Policy 
Board, has announced three promo- 
tions in the board’s organization. 

Duane D. Freese has been named 
as a full member of the Dealer Pol- 
icy Board; F. J. Spittle, as secre- 
tary, and Felix T. S. Adams, as 
analysis manager of the staff of 
the board. 

Freese, formerly executive secre- 
tary of the board, joined Ford in 
the legal department in 1946. He 
became a staff attorney in the 
newly-created office of the general 
counsel in 1947 and served in that 
position until joining the Dealer 
Policy Board as executive secretary 
in June, 1956. 

Spittle, who has been analysis 
manager for the board since Au- 
gust, 1956, previously served as 
manager of the dealer organization 
department, sales and advertising 
staff. He joined Ford in 1950. 

Adams, formerly of the staff of 
the analysis manager, also came to 
the board in August, 1956, from the 
sales and advertising staff, where 
he served as a sales analyst. He 
joined Ford in 1949. 


Truck Production 
At 18-Year Low; 
25% Below 57 


Seven Makes Boost 
Shares of Industry 
As Ford Nosedives 


By Martin L. Whitmyer 
Staff Writer 
a. assemblies for the first 
nine months of this year hit ap 
18-year low, falling 25.4 percent 
below the January-September per. 
iod of a year ago. 

With only Willys and the mis- 
cellaneous group showing numer- 
ical imcreases over a year 
commercial-car output for the 
first nine months of this year 
totalled 608,762 units, compared 
with 816,207 assemblies during the 
1957 period. 

This year’s nine-month total was 
the lowest since 1940, when the 
makers turned out 434,672 trucks 
during the first three quarters. 
Only other years in the last 2 
that showed lower output than 
1958 were 1939 with 504,052 assem- 
blies and 1938 with 351,673. 

* . = 


Aas Willys and the mis- 
cellaneous group—Corbitt, Mar- 
mon-Herrington, Federal, Four 
Wheel Drive, etc.—were able to} 
chalk up both numerical and per-| 
cent-of-industry gains over a year) 
ago, seven other makers were able! 
to show percentage-point improve-| 
ments despite unit losses. 

Ford, with a 6.64 percentage- 

point loss, and Dodge, with a 

0.51 point decline, were the only 

manufacturers to show percent- 

of-industry drops from 1957, while 

International remained on par 

with its percent-of-industry tally | 
for the first nine months of a | 
year ago. | 

Makers that showed percentage-| 
point gains over a year ago were 
Willys, up 4.26 points; GMC, up 
1.04; Chevrolet, up 0.87; White, up| 
0.24; Studebaker, up 0.21; the mis-| 
cellaneous group, up 0.19; Diamond | 
T, up 0.15, and Divco, up 0.05. 

> > * 


= independent makers, of 


those who are not also in the 
business of building cars, turned 


out 208,559 cars for 34.26 percent 
(Continued on Page 6, Col. 1) 


Refinancing Plan 
For S-P OK’d 
By Stockholders 


SOUTH BEND.—Studebaker- 
Packard Corp. stockholders have 
approved a comprehensive refinanc- 
ing plan, involving conversion of 
$54.7 million in indebtedness to in- 
surance companies and banks into 
$16.4 million in secured notes and 
165,000 shares of convertible pre 
ferred stock. 

President Harold Churchill said 
the plan would enable S-P to con- 
centrate on the small-car market 
and a “program of acquisition and 
diversification designed to bring 
new earnings to the company.” 

Sam Sonnabend, Boston financier, 
will be elected to the S-P board 
directors to head an acquisitio’ 
committee. He will be permitted 
to buy up to 500,000 shares of S-P 
stock, depending on the success of 
his acquisition efforts. 

The stockholders also voted ap- 
proval of the diversification pro- 
gram to merge profit-making com- 
panies within its corporate struc- 
ture. Sonnabend said only con- 
versations and no negotiations have 
taken place so far. 


Two companies that make phono-| 


graph records are among those 
mentioned as merger candidates. 


New Address, 
New Phone for 


Automotive News 


Starting this week, Automotive 
News has a ‘new address and 
phone number in Detroit. 
-Please address all material to 
965 East Jefferson Ave., Detroit 
7, Mich., and phone WOodward 
3-9520. 











CH 
mobil 


| vice + 


knotti 
the p 


tax is 
actior 


advic 
conf 
ment 


NAI 
a qu 
issued 


“2 


and i: 
the le 
a 
in the 
to an 
the n 
who 
capac 
remov\ 
‘ultim 


‘new : 
the la 
“Q. 


‘comp 








Four! 
ble to! 
id per-| 
a year 
re able| 
iprove- | 


itage- 
ith a 
: only 
rcent- 
while 
par 
tally | 
of a 


4 mobile Trade Assn. has offered ad- 


AUTOMOTIVE NEWS, OCTOBER 20, 1958 








On the House... 


What's the next big trend in American cars? A 


change to four- and six-cylinder 


Big Three expert. With lighter engines (either 
aluminum or magnesium) and other weight-saving 
factors in the offing, he says, there'll be no need for 
. Salesmen seem to be 


the high-powered V-8s . . 
selling “fit” on the 1959 cars; one 


astically the other day over the fact that one of 
our tall staffers could “sit up” in his car, not in a 


sister make... 


Bill Robertson, Chevrolet dealer of Joplin, was 


paid high tribute the other day with the appear- 
ance of his photo on the cover and a big story 


inside of the Missouri Good Roads 


to good roads cause for many years . 


mugg doesn’t like his new one in 


engines, says a 


waxed enthusi- 


Wemhoff 





publication; praised his devotion 
. . Speaking of photos, this 
this column either. But I had to 


do something after 10 years of using the old one, and what can a 
photographer do with a face like this? ... 

North Carolina dealers association has moved into new quarters in 
the Sir Walter Raleigh hotel, next door to the Raleigh chamber of 


commerce ...F. V. Garrabrant ( 


Chevrolet), Hood River, has been 


appointed Oregon district director, succeeding Ray Ford, resigned. 


—Pete Wemuorr, Editor, 
Automotive News 





Chicago Assn. Offers Rule 
For ‘De-Stickering’ Demos 


CHICAGO.—T he Chicago Auto- 





vice on how to solve one of the 
knottiest problems arising under 
the price-labelling law. 

The problem: How can the 
price stickers legally be removed 
for demonstrators and personal 
cars used by dealers and their 
salesmen? 

The CATA emphasized that the 
sticker may not be removed so iong 


car. 


To remove it, the trade group 
said, “It is first necessary to secure 


| registration and license plates (not 
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dealer plates) in the company name. 

“In order to avoid payment of 
the use tax, an application for tax 
exemption must be filed with the 


amond| Llincis Department of Revenue. 
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The department will issue an ex- 
emption on the dealer’s statement 
that the car will remain in com- 
inventory and the use tax 
will be paid when it is sold to the 
ultimate consumer.” 

Illinois has no sales tax. The use 
tax is 3 percent and is charged on 
the cash difference in the trans- 
action. 

A CATA spokesman said the 
advice in the association bulletin 
conforms with NADA pronounce- 
ments on the demonstrator ques- 
tion. 


NADA's advice was included in 
a question-and-answer newsletter 
issued recently. It read: 


“Q. Are demonstrators considered 
‘new automobiles’ under the law 
and is the dealer required to leave 
the label on such vehicles? 

“A. Yes. Generally a demonstrator 
in the strict sense has not been sold 
to an ‘ultimate purchaser’ within 
the meaning of the law. A dealer 
who purchases new cars ‘in his 
capacity as a dealer’ is specifically 
removed from the definition of an 
‘ultimate purchaser.’ Hence a dem- 
onstrator -would be considered a 
‘new automobile’ under the law and 
the label would have to be retained. 

“Q. Do the same rules apply to 
‘company cars.’? 

“A. No. If such cars are actually 
Tegistered and titled in the name 


as dealer plates are used on 
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of the company or the dealer and 
are held primarily for company or 
individual use (not primarily for re- 
sale in the general course of busi- 
ness) the label can be removed.” 

Some observers have asserted 
that a weakness of the sticker law 
is the fact that it does not specify 
how long such company cars must 
be held by the dealer or salesman 

The law does note, however, that 
“it is not intended that legitimate 
purchases of automobiles by dealers 
or their families or employes pri- 
marily for their own use should 
remain within the requirements of 
the act.” 

Most factories and dealer associa- 
tions are refraining from issuing 
specific instructions to their dealers 
on demonstrators and company 
cars until the Federal Government 
clarifies the issue. 





Coast Dealers to Answer 


Trust Charges Oct. 28 


SAN FRANCISCO. — Three 
automobile dealer associations 
with headquarters in northern 
California will enter pleas Oct. 
28 to charges of fixing car prices 
and advertising fictitious dis- 
counts in violation of anti-trust 
laws. 

U. S. District Judge Edward P. 
Murphy set the date following 
arraignment on the charges pre- 
ferred by a Federal grand jury. 
The associations, representing 
Ford, Chevrolet and Plymouth 
dealers, have denied the charges. 








Wider Jurisdiction Covers Dealerships .. . 





NLRB Branches Out 


By Frank Gawronski 
Staff Writer 


HE National Labor Relations 

Board has cut down the “no- 
man’s land” in labor relations by 
broadening its jurisdiction over 
thousands of smaller business con- 
cerns, including hundreds of dealer- 
ships, that previously were denied 
use of board machinery. 

These business concerns and their 
employes whose 
labor disputes were 
regarded as too 
minor to warrant 
board attention are 
now eligible to use 
the NLRB and the provisions of 
the Taft-Hartley Law. 

Meanwhile, further settlements 
were reported in numerous labor 
disputes at General Motors and 
Chrysler Corp. plants. 

The NLRB proposed a change in 
its standards last July and invited 
suggestions by interested groups 
before a final decision was made. 
One of the changes from the July 
recommendations was in the stand- 
ards to be used for dealerships. 

Formerly, a dealership was re- 
quired to have a direct inflow of 
$1 million, an indirect inflow of 
$2 million or direct outflow of 
$100,000 before the board would 
consider its labor disputes. 


In July, the board proposed to 
accept dealerships with $250,000 
annual gross volume of business. 

As finally determined, the new 
standards permit dealerships to 
qualify with $500,000 gross volume. 

Although the new standards will 
not eliminate the “no-man’s land” 
completely, it will be a big help 
to dealers in their fight against 
organizational picketing—picketing 
whereby a union tries to persuade 
a dealer to sign a contract even 
though the union does not represent 
a majority of the employes. 

The 1947 Taft-Hartley Law gave 
the NLRB jurisdiction in labor 
matters involving companies in 
interstate commerce, except rail- 
roads and airlines. 

+ a 


Board Sets Standards 


UT the board decided to limit 
itself to cases with a pronounced 
impact on commerce. To determine 
whether a labor case should be 
accepted, the board set up stand- 
ards a concern would have to meet 


LABOR 
FRONT 


Oregon Forms Combined 


PORTLAND, Ore.—Oregon auto- 
mobile dealers have won a point in 
their feud with the Oregon motor 
vehicle department over excessive 
paper work. The department has 
combined two forms — application 
for title and dealer's report on 
transfer of unregistered vehicles. 





Chevrolet Rewards Winners— 
Top dealer winner in Chevrolet's recent “ '58 Men in Action" campaign was F. A.| month, the association noted. 


Sheetz, Sheetz Motor Co., Norton, Kans. Sheetz bagged $5,000 in cash and $5,000 
in prizes by making the closest dealer estimate to a ranking of buyer preference 
of 12 car features compiled by an independent survey. To qualify for entry each 
dealer had to attain a new car and truck sales objective and a pre-set minimum 
supply of used vehicles in May and June. Pictured at the award ceremony are Edward 
L. Penet, Wichita, assistant zone manager; F. T. Hopkins jr., zone manager; Merritt 
Jennings, sales manager; Rey Hughes Chevrolet, Bartlesville, Okla.; Sheetz; Thomas 
Skinner, sales manager, Skinner Chevrolet Co., Inc., Clay Center, Kans.; and Melvin 
Lewis, Chevrolet Co., Burden, Kans. Jennings, Skinner and Lewis won lesser prizes.| Packard, one each. 





before the NLRB would accept its 
case. 

This meant the firms doing less 
business than the board specified 
could not get their disputes con- 
sidered by the board. This also 
allowed smaller firms and unions 
to commit unfair labor practices 
without fear of NLRB action. 

In 1954, the NLRB raised its 
standards and a few states, with 
their own labor machinery, at- 
tempted to take over jurisdiction 
in cases rejected by the board. But 
in 1957, the Supreme Court ruled 


that rejection by the NLRB did 
not necessarily mean that the state 
involved could assume jurisdiction. 

This created what the court called 
a “vast no-man’s land, subject to 
regulation by no agency or court.” 

In July, Congress added $1.5 mil- 
lion to the NLRB budget to permit 
the board to broaden its jurisdic- 
tion. The board responded by re- 
ducing the amount of business vol- 
ume a concern must have to qualify 
for board review. 

In addition to dealerships, the 

(Continued from Page 69, Col. 2) 








Auto Show at Texas Fair— 


A visitor to the automobile show at the State Fair of Texas in Dallas, Tennessee 
Ernie Ford shows off the La Galaxie, a full-sized futuristic experimental car developed 
by Ford Motor Co. The show was sponsored by the Authorized New Cor Dealers of 


Dallas, Inc, 





Dealer Total in Chicago 
Is Steady for Quarter 


CHICAGO.—Twelve Cook County| totals for Buick, 
dealers resigned or were cancelled | 


during the third quarter of this 
year, and nine new franchises were 
awarded, the Chicago Automobile 
Trade Assn. reported. 

The changes left the county 
with 497 domestic-car franchises 
compared with 500 on July 1. 
After allowing for duals, there 
were 420 dealerships, down five 
from the midyear figure. 

The CATA reported that 283 of 
the franchises were held by 244 
dealerships in the City of Chicago. 
The other 214 franchises were held 
by 176 dealerships outside the city. 

The city franchise total was five 


below the July 1 count, since eight} 


Mapped by BBB 


selling agreements were discontin- 
ued during the quarter and only 
three were added. 

The out-county franchise total 
rose as four contracts ended and 
six new ones were put in force. 

Studebaker was the only make to 
increase its franchises during the 
quarter, climbing from 26 to 31. 
DeSoto lost two outlets, and Chev- 
rolet, Edsel, Lincoln-Mercury, Olds- 
mobile, Pontiac and Rambler 
dropped one each. 

There was no change in the 


Dealera Month 
Closes Doors in 


Cleveland Area 


CLEVELAND.— The number of 
new-car dealerships in Cuyahoga 
County has been reduced by 22 
since January of last year, accord- 
ing to the Cleveland Automobile 
Dealers Assn. 

In that period, 31 dealers went 
out of business, but nine were re- 
placed. The net loss of 22 represents 
a reduction of one dealership per 


Since January, 1957, Rambler 
added one dealership, while Cadil- 
lac and Dodge held even. 

Lines showing losses were: Lin- 
coln-Mercury, five; DeSoto, four; 
Oldsmobile, three; Buick, Edsel, 
Ford and Pontiac, two each, and 
Chevrolet, Chrysler and Studebaker- 











Cadillac, Chrys- 
ler, Dodge, Ford, Plymouth and 

Willys. 

The CATA said the following 
number of selling agreements were 
in effect in Cook County on Oct. 
1: Buick, 33; Cadillac, 14; Chevro- 
let, 51; Chrysler, 28; DeSoto, 23; 
Dodge, 30; Edsel, 11; Ford, 55; 
Lincoln-Mercury, 26; Oldsmobile, 
32; Plymouth, 75; Pontiac, 32; Ram- 
bler, 45; Studebaker, 31, and Willys, 
26. 


Plans to Support 
FTC Price Guides 


NEW YORK.—The Assn. of Bet- 
ter Business Bureaus has urged its 
100 member bureaus throughout the 
country to rally business, press and 
public support behind the new Fed- 
eral Trade Commission guides 
against fictitious price and value 
claims. 


The association said it will at- 
tempt through local bureaus to get 
all advertising media to adopt the 
advertising guides set forth by the 
FTC as the common yardstick of 
acceptability for all price advertis- 
ing. 

This step will be an effort to 
overcome the possible competitive 
advantages of stores engaged in 
purely local commerce as against 
those engaged in interstate com- 
merce which is subject to FTC jur- 
isdiction, the association said. 


Local bureaus have been urged 
to call meetings of retailers, adver- 
tising media, wholesalers and dis- 
tributors to review the guides and 
ae their voluntary adherence to 

em. 


To give added weight to the ef- 
forts of the bureaus, the national 
organization is recommending that 
they encourage the public to regis- 
ter complaints on deceptive price 
advertising not only to the bureaus, 
but to advertisers and advertising 
media. It is felt that the direct 
weight of public opinion will en- 
courage compliance. 
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NADA Eyes Protected Territories 


(Continued from Page 1) 


tory-infringement payments to 5 
percent of the suggested retail 
price or, if there is no such price, 
to 5 percent of the price at which 
the products were sold by the 
dealer. 

Factories are permitted to ter- 
minate the franchises of any deal- 
ers who fail to reimburse dealers 
in whose areas they have sold 
products. The antitrust, FTC and 
good-faith laws are specifically 
amended to permit effectuation of 
the territory-security plan. 

> * * 
——— from the proposal 
are sales to Federal, state and 
municipal governments. 

The Department of Justice de- 
clared itself as flatly opposed to the 
sales-area bonus proposals a year 
ago. Assistant Attorney-General 
Victor R. Hansen voiced the opinion 
at a special NADA board of direc- 
tors meeting that it would be illegal 
either to rebate dealers or pay them 
bonuses for in-territory sales. 

A direct bonus of 5 percent of 
suggested retail price had been 
the proposal of the Authorized 
Dealer Survival Assn., a group 
founded by NADA Director Mead 
Norton, of Oklahoma City. The 
ADSA program has been on the 
shelf this year in the light of 
Hansen’s legal denunciation of 
both the NADA and ADSA ideas. 


NADA had sought a factory- 


Salesmen Fight 
Factory Retailing 


Mich. Group Wants 
Licensing Law 
By John K. Teahen, Jr. 
Staff Writer 
DETROIT.—Michigan’s salesmen 
are just as anxious to eliminate fac- 


tory retailing of new cars as are 
the auto dealers who employ them. 


r proposal was discussed 
at a meeting of the Mich- 
Automobile Salesmen’s Assn. 
The group seeks a law which would 
require all new and used-car sales- 
men to be licensed by the State. 

It would strike at factory retail- 
ing by stipulating that a new-car 
registration may not be issued un- 
less the State-assigned number of 
the selling salesman appears on the 
application. 

This would also knock out 
“house” deals, a feature which 
dealers would certainly fight. 


The licensing measure would ex- 
clude bird dogs. Licenses would be 
issued only to full-time salesmen— 
persons whose primary occupation 
is selling automobiles. 

The salesmen’s association was 
formed last February and has 
about 400 members, most of them 
in the Detroit area. Directors of 
the group hope to expand to in- 
clude 10,000 Michigan new and 


men’s Assn. are Ike Haitaian, Cliff 
Cannon Ford, Ferndale, president; 

Henry, Lewis F. Brown, 
Inc. (Ford), Detroit, first vice- 
president; Merl Alvey, Park North- 
west (Lincoln-Mercury), Detroit, 
second vice-president; Jack Al- 
bright, Stark Hickey East (Ford), 
East Detroit, treasurer, and Rod 
Clancy, Dexter Chevrolet, Detroit, 
secretary. 


ew Potter-Bill Plan Winni 











Favor... 


administered fund, with rebates 
going to dealers at the end of the 
calendar year. 

The Justice Department has re- 
peatedly expressed itself in oppo- 
sition to closed-territory proposals, 
as well. These would restore, in 
principle, the out-of-territory-sales 
penalties in effect in the auto in- 
dustry prior to 1948. 

+ * * 
AST June, at a Senate subcom- 
mittee hearing on an earlier 
version of the Potter Bill, the 
Department said the “competitive 
impact” would be the same whether 
dealers paid a penalty for cross- 
selling or got a bonus for in-selling. 

FTC Chairman John W. Gwynne 
objected to the bill as an indirect 
violation of the antitrust laws, say- 


ing it would create a double-pricing | 


system. 

General Motors and Ford ex- 
pressed willingness to accept a 
clearcut territory-security pro- 
posal, but both complained that 
the terms of the first Potter bill 
were too vague and confusing. 
Chrysler said it doubted whether 
legislation was needed in this 
area. 

Their objections led to drafting 


journment of Congress in August. 
A. F. Power, assistant general coun- 
sel of GM, reportedly helped with 
the rewriting of the bill. 


ONE Government department to 
endorse territory security was 
Commerce, whose spokesman before 
the June hearing commended 
“established trading areas as de- 
sirable to the orderly and well- 


planned distribution of higher- 


priced commodities.” 


NADA witnesses, led by President 
Dean Chaffin, outspokenly advo- 
cated territory security. They 
viewed the proposal as a “quality 
dealer” concept needed to restore 
dealers to a profit position. 

The new Potter bill meets two 
original objections—one from the 
industry and one from the Justice 
Department. The industry had 
wanted a specific exemption of a 
territory-security setup from the 
Clayton and Sherman antitrust 
laws. Justice Department attor- 
neys complained that the old 
Potter bill constituted “class leg- 
islation” in that it was confined 
to motor vehicles. 


The antitrust law exemption is 
written into the new bill, which also 









sor may have to be found for the 
territory-security bill in January. 
Senator Potter faces what is re- 
garded as a tough reelection chal- 
lenge Nov. 4 from his Democratic 
rival, Michigan Lt.-Gov. Philip A. 
Hart. 

The Republican member of the 
Monroney auto trades subcommit- 
tee, Senator Frederick G. Payne, 
of Maine, was unseated at the polls | 
last month by Gov. Ed Muskie. His | 
replacement will be selected from | Station Wagon for Citroen— 








































































is broad in application and does | 


not limit itself to vehicles or vehicle 


the Republican members of the) 
Senate Interstate and Foreign Com-| pgris Auto Show. 


merce Committee. 


vehicle. 


Long-rumored station wagon for Citroen ID-19 turned out to be a reality at the 
In the Citroen tradition, the new wagon is basically a utilitarian 











Dealers Fret Over Lack of ’59s | 


(Continued from Page 1) 


els in many lines just weren't 
coming through last week. 

A series of “local” labor diffi- 
culties has tied production in 
knots. With the first eager pros- 
pects most showrooms have seen 
in months trying to buy ’59 mod- 
els, dealers are clamoring for 
cars. 


In many dealerships, field reports 


of @ new pro 1 just before ad- indicate, the only new cars on hand 


are those “nailed to the floor” in 
the showroom. Dealers have no 
stock and most have no idea when 
they will receive more cars. 

* > > 
ORTUNATELY, the situation is 
not one which should continue 

for long. As grievances in the na- 
tion’s auto plants are settled at the 
local level, production should slowly 
gain momentum. 

Dealers complain, however, 
that by the time cars start ar- 
riving in volume at their estab- 
lishments, some of the year’s best 
selling weeks will have passed. 
As of last week, only American 

Motors, Ford, Plymouth and Dodge 
had anything approaching normal 
production. 

Plymouth and Ford introduced 
new models at week's end, and 
dealers in those lines said they an- 
ticipated no serious car shortage. 

> as as 

HEVROLET, which also intro- 

duced ‘59s last week, is suffer- 

ing production difficulties because 
of GM labor squabbles. Chevrolet 
dealers were unhappy. 

Dealers contacted by Automo- 
tive News said that they had 


2 Bogus Titles 





dealers, as does the Monroney price- | Found in Texas 


7 > 7 
A POLITICAL sidelight concerns 
the possibility that a new spon- 


Oklahoma Dealers 
To Discuss Profit 


OKLAHOMA CITY.—A sales- 
profit clinic will highlight the 25th 
annual convention of the Oklahoma 
Automobile Dealers Assn. here Oct. 
26-27. 

Elson Sims, Vincennes (Ind.) 
Ford dealer, and Vince Baker, a 
sales manager from Pueblo, Colo., 
will speak at the clinic which will 
be held Oct. 27. 

NADA ,President Dean Chaffin 
will also address the convention. 





Late Report... 


AUSTIN, Tex.—Police, State of- 
ficials and dealer associations have 
warned dealers that two counter- 
feit Texas title certificates and 


| registration receipts were detected 


during August. 

The stolen automobiles sold on 
these titles have been recovered. 
They were a '58 Chevrolet which 
was stolen in Texas City and sold 
in Dallas and a '58 Ford which was 
stolen in Dallas and sold in Hous- 
ton. 

The Texas bulletin said one of 
the “unknown subjects” used the 
names “Walter Hansen” and “Ray- 
mond S. Easley,” and the other 
used the name “Calvin C. Burns.” 
The subjects were described as 
“deliberate good shoppers who tell 
of family sickness, forcing sale.” 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
$23 to $935, according to Automotive News’ index. 

moved upward after weak performances in the preced- 

amounted to $166 on 58s, $19 on "55s, $14 on ’56s, $10 


On ’52s, $6 on ’53s, and $4 on ’51s. 


Only models to continue the downward trend were ’57s, which de- 


clined $18 


te a new low, and ’54s, which dropped $14. 


At a group of representative auctions last week, the average con- 
signment was 218.4 units, compared with 227.8 a week earlier. The 


sales ratio was 68.2 percent, compared with 67.2 


Auction reports start on Page 54. 





percent the previous 





about 20 percent as many new 
Chevrolets as they had on hand 
for new-model showings a year 


ago. 

“We've got a half-day supply,” 
said a Detroit dealer last week as 
he prepared to unveil his new mod- 
els. “It’s a damn shame and there 
is nothing we can do about it.” 

Most GM-line dealers were hope- 
ful of getting more cars within two 
or three weeks, however. 

Another Chevrolet dealer, who 
had 28 new cars for introduction 
day last year and was scheduled 


for 40 this year, actually had seven | 





400 Testers 


Ford Consumer Panel 


Drives New ’59s 


DEARBORN.—Four hundred rep- 
resentative auto buyers across the 
nation received ‘59 Ford cars 
Thursday in a unique consumer 
road test. 

The 400 persons will drive the 
new Fords under normal conditions 
for 31 days, making extensive re- 
ports to Ford Motor Co. research- 
ers on what they like and dislike 
about the car. 


A 





last week as he took off the wraps 
on the new line. 

“I had 17 orders on the books 
before introduction day,” he said, 
“and I don’t think I'll get any more 
ears till Nov. 1. I simply can’t de- 
liver any of those seven or I'll have 
nothing left to show. 

“Fortunately, I’ve got 20 ’58s left 
over and I think we can write some 
pretty good deals on those.” 

= > + 


FORD dealer said he had only 
one-third as many new models 
for introduction this year as he had 
a year ago, adding that he thought 
he was in better shape than many 
of his neighboring Ford dealers. 

Although Ford division assem- 
bly lines were running last week, 
most Ford dealers were upset by 
rumors that supplier strikes and 
parts shortages might interrupt 
"59 output. 

One Ford dealer said, “We'll 
probably be in a bind for 60 days.” 

“It’s the same old story,” said 


another dealer last week. “In this 
business you always need what you 
don’t have. All year long—plenty 
cars, no customers. 

“Right now, it’s the other way 
around.” 





By John E. Walsh 
Staff Writer 
DETROIT.—The recession had a 
“healthy influence” on the salesman 
and sales management, Ray Eppert, 
Burroughs Corp. president, said last 
week. 

“It promoted efficiency and 
stimulated renewed efforts,” he 
told the fourth annual sales man- 
agement conference of the De- 
troit Sales Executives Club. 


Salesmen and sales management 
achieved greater confidence from 
the recession experience of hard 
sales, Eppert continued. 

“We have been, as someone has 
said, dieting,” he added. “We went 
into training and nothing but good 
has come of it. On sounder lines we 
can now build for the return to a 
healthy, expanding economy.” 

Although the emphasis during 
the slump was on the “hard sell,” 
Eppert said, there is no substitute 
for it at any time, and partic- 
ularly now. 

He called a “warmly enthusiastic 
and coldly analytical” marketing 
management an inspiration to the 
sales. force. 

“The salesman may be personally 
effective, but he will be hobbled un- 
less previously the right decisions 
have been made in research and 
development, product planning, 
market analysis, sales training, ad- 
vertising and so on,” Eppert said. 

Robert J. Eggert, Ford Motor Co. 
marketing research manager, told 
the sales executives that the com- 
pany has been studying small-car 
possibilities continuously since 1954. 

“When the market gets big 
enough, and that time is getting 
closer, we'll be ready with an 
entry in the field,” he said. 

Studies show that multiple-car 
families, young couples and retired 
folks will be the principal buyers 
of the small car, he added. The 
number of two-car households has 


Slump ‘Aided’ Salesmen 





risen 33 percent since 1955, he said. 

He said the importance of the 
multiple-car family to the small-car 
market can be found in a survey 
showing that Americans prefer the 
comfort, styling and safety features 

of the domestic car and the econ- 
omy of the import. 

“When the U. S. industry gets 
into the small-car field these 
families can have both,” Eggert 
said. “They can have the comfort, 
styling and safety of the conven- 
tional car and economy in their 
second auto, the small car.” 
Eggert called the market re- 

searcher the customer’s representa- 
tive at the management conference 
table. 

“We find out what the customer 
wants in the way of styling, color, 
engineering, prices and other fea- 
tures and make strong recommen- 
dations to management.” 

He said Ford Motor’s first small- 
car study was made in 1951 and 
the Thunderbird was the result of it. 

Les W. Piot, Chrysler Corp. sales 
training director, spoke on “Edu- 
cating and Training Sales to Sell 
for Profit.” 





Auto Power Controls 


Foreseen by Clarke 


KEENE, N.#44.—A limitation on 
the power of automobiles was 
predicted by Frederick N. Clarke, 
New Hampshire motor vehicle 
commissioner, in an address be- 
fore the Keene Business and Pro- 
fessional Women’s Club. 

“I think we will see controls,” 
Clarke declared. “There are some 
needs for horsepower. I don’t care 
if horsepower is high, as long as 
the gear ratio is right. But we 
can take off the speedometers 
that read more than 100 miles an 
hour. There are some people who 
like to see that needle go up.” 
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ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 


a 


heres ‘top drawer selling! 


Top selling tactics nowadays call for complete selling. 


You not only sell the desirability of the car but you sell its immediate 
availability through financing. 


You not only sell the convenience of power steering but you sell the 
convenience of financing the car purchase. 


You not only sell the safety features of power brakes but you sell the 
safety features of adequate insurance coverage. 


Associates Pleasant Purchase Program can help you do a more complete 
selling job with one of the most comprehensive and flexible, financing- 
insurance plans in the business. Better listen to the man from Associates 
... he’s got full details on the Associates Pleasant Purchase Program. 


Thi Old Mae 
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Seven Makes Boost Shares of Total... 


Truck Output Lowest Since 1940 


(Continued from Page 2) 

of total industry output during the 
first nine months of this year, com- 
pared with 230,027 or 28.18 percent 
of total output a year ago. Although 
their combined numerical output 
was off 21,468 units from a year 
ago, the independents picked up 
6.08 percentage points. 

Willys, with an output of 62,- 
778 trucks and Jeeps during the 
first nine months, showed a 27.2 
percent in output over 


the same period of a year ago, | 


and also picked up 4.26 points in 
overall production. In 1957, Willys 
grabbed 6.05 percent of total out- 
put on 49,340 assemblies, while 
this year’s production was good 
for 10.31 percent. 

The miscellaneous group, with a 


10.9 r t in in numerical out- | 
leeotel Gan 4 - | 000 tons in 1955, of which 373,000 


put, collected 0.58 percent of total 
industry output on 3,488 assemblies 
this year, compared with 0.39 per- 
cent on 3,146 units a year ago. 

> . oa 


LTHOUGH all four car-truck 
producers of commercial cars 





suffered numerical output declines, 
heavy dips in truck assemblies at 
Ford and Dodge chopped their 
combined share from 71.82 percent 
of total output in 1957 to 65.74 per- 
cent this year. The 400,203 trucks 


No Zinc Shortage Due, 


Consumers Assured 


NEW YORK.—Consumers of 
special high-grade zinc need 
have no fear of shortages of this 
metal, the American Zinc Insti- 
tute said in commenting on the 
Government's decision to impose 
import quotas of zinc of foreign 
origin in the U. S. 

John L. Kimberley, institute 
executive vice-president, the rec- 
ord U. S. consumption was 431,- 





tons were produced in this coun- 
try. Since 1955, he said, U. S. pro- 
duction capacity hag been in- 
creased by more than 100,000 tons 
a year. 





produced by Ford, Chevrolet, Dodge 
and Studebaker this year repre- 
sented a 31.7 percent decline from 
the 586,180 units rolled from the 
lines during the first nine months 
of 1957. 


Ford’s 6.64 percentage-point loss 
resulted from a production of 
155,751 trucks good for 25.59 per- 
cent of total industry output this 
year, compared with 32.23 percent 
on 263,026 assemblies during the 
same period a year ago. Dodge’s 
0.51 point decline resulted from a 
production of 40,877 units good 
for 6.71 percent of total output 
this year, compared with 7.22 per- 
cent on 58,966 units a year ago. 

Chevrolet boosted its percent-of- 
industry standing 0.87 points with 
a production of 196,795 units and 
32.33 percent of total output this 
year, compared with 31.46 percent 
on 256,815 units during the first 
nine months of last year. 

Studebaker, the smallest maker of 
the four, turned out 6,780 units, 
good for 1.11 percent of total in- 





Top DKW Dealer— 


Dietrich Kijora presents the DKW-Auto 
Union golden emblem to Doug Rambo, 
Rambo Motors, Portland, Ore., for 600- 
plus sales record to become top DKW 
dealer in the U. S. Kijora is wholesale 
manager for Peter Satori Co., Ltd., western 
distributor for DKW-Auto Union. 





dustry output this year, compared 
with 0.90 percent on 7,373 units last 
year. 
> - = 
PR TSRs ASTON AL the only 
maker to remain even with a 








One-man bands are dandy... BUT 


If you want to make music that’ll move millions, you 
need more men. Not only musicians, but behind-the- 
scenes people, too. WJR has got ‘em—well over 


a hundred—including 


musicians, singers, arrangers, 


directors, producers, writers and such. Now all these 
folks cost more to maintain than a couple of “disc 
jockeys,”” but when you cater to the musical whims of 
an audience as large as WJR’s you find they’re very 


necessary. 


For instance—W4JR’s music motto is “‘ Music for every 
taste’—and planning a musical menu for its many 
listeners requires experts in the classics, choral arrange- 





WJ 


Radio Programs with Adult Appeal 
4 


ments, folk songs, religious music, band music and other 
kinds, as well as the current favorites. And WJR’s got 
the experts. Furthermore, WJR’s audience appreciates 
the variety and quality of music that they get. 


We know this by their letters—advertisers know it by 
the results they get. You can find it, out by checking an 
Alfred Politz survey, which shows WJR as the No. 1 
radio station in the Detroit-Great Lakes area. If you’ve 
got a product or service to sell, call your Henry I. 
Christal man, he’ll show you how WJR can help you 
make music that will have your sales department danc- 


ing circles around competition. 


eng DETROIT 


50,000 WATTS CBS 





year ago on a percent-of-industry 
basis, turned out 69,042 trucks for 
11.34 percent of total industry out- 
put this year, compared with the 
same percentage on 92,559 assem- 
blies during the first nine months 
of 1957. 

GMC showed the second largest 
percentage-point gain with a 1.04 
point advance over the first nine 
months of 1957. The increase re- 
sulted from a 7.21 percent share 
of total industry output on 43,876 
assemblies this year, compared 
with 6.17 percent on 50,365 units 
@ year ago. 

White picked up its 0.24 points 
on 12,335 assemblies, good for 2.03 


, -_percent of total industry output 


this year, compared with 1.79 per- 
cent on 14,578 units during the first 
nine months of 1957. 
am * = 
MACE captured 1.80 percent of 
total industry assemblies on 
10,984 units this year to pick up 
0.14 points from a year ago, when 
it took a 1.66 percent slice on 13,- 
581 assemblies. 


Diamond T captured 0.66 percent 
of total industry output on 4,044 
assemblies this year, compared with 
0.51 percent on 4,181 units a year 
ago. 

Divco’s 2,012 assemblies this year 
were good for 0.33 percent, com- 
pared with a year ago, when it 
captured 0.28 percent on 2,227 units. 


Fader, Lander, 
Pozzi Reelected 
To NADA Board 


WASHINGTON.—NADA has an- 
nounced the reelection of three 
state representatives to the Board 
of Directors. 


They are John R. Fader, Newark, 
Del.; John H. Lander, Atlanta, and 
Archie Pozzi jr., Carson City, Nev. 
They will begin their three-year 
terms in December. 


An NADA member for 13 years, 
Fader serves on the public relations 
committee. He is a former NADA 
regional vice-president and an ex- 
president of his state association. 

Lander is chairman of the NADA 
budget review committee and a 
former president of his state and 
local dealer associations. He was 
vice-chairman of NADA’s 1958 con- 
vention committee. 


Pozzi was first elected last spring 
to serve out the term of the late 


|J. A. Hinote, Reno. A member of 


the Nevada Legislature since 1955, 
he became a partner in his father’s 
dealership three years ago. 


Advent of Tyrex 
Slows Swing to 


Nylon Tire Cord 


(Continued from Page 2) 


this year, the bulk of the cord 
was produced by duPont, 

DuPont calls its super-strong 
rayon “Super Condura, type 272.” 
Since it is convinced that nylon 
will eventually appear on most new 
cars, duPont didn’t join with five 
other firms to form American 
Tyrex Corp. The latter is a non- 
profit organization to promote the 
use of the yarn in tires. 

In the last few years, nylon has 
captured a big segment of the tire 
business. Today all airplane tires, 
most of the giant off-the-road tires, 
truck casings and many premiere 
passenger casings are nylon rein- 
forced. 

Rayon’s last stronghold was the 
original-equipment tires and this 
was being threatened until Tyrex 
came along. The Tyrex producers 
are American Enka Corp., Ameri- 
can Viscose Corp., Beaunit Mills, 
Inc.; Courtaulds (Canada) Ltd., and 
Industrial Rayon Corp. 


Ford to Double 
Import Dealers 


DALLAS.—Howard O. Lund, 
imported-car sales manager of the 
M-E-L division, told newsmen here 
last week that a nationwide dealer 
expansion program is under way 
which will more than double the 
number of dealers selling the Eng- 
lish Ford line and the German-built 
Taunus cars by the end of 1958. 

Approximately 900 dealers will 
have been named by Jan. 1. 
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A new “nerve-center”’ 


for America’s most vital 


In a bold step reflecting confidence in the vital auto- 
motive industry, AUTOMOTIVE NEWS moved 
into its new headquarters this fall—shortly after its 
33rd Anniversary as the weekly Newspaper of the 
Industry. 


Designed specifically as a “news-gathering center” 
for the industry it serves, the new AUTOMOTIVE 
NEWS building in dynamic Detroit’s modern “Civic 
Center” is the most up-to-date and complete pub- 
lication “facility” in the automotive field. Our 
entire operation—editorial, advertising, business and 
mechanical departments—will benefit from modern 
equipment and a floor plan tailored to newspaper 
operations. 


To keep pace with the fast-moving auto industry— 
whether it’s at the factory, dealership, service or 
supplier level—is to be aggressive and capable; to 
be flexible and efficient; to be equipped for today’s 
demands, as well as for the needs of tomorrow; to 
know the who, what, why, where and when of the 


happenings of the busy world of wheels—and to 
know it fast, while it’s still news. 


Because our livelihood depends on things automo- 
tive, these are our responsibilities, too. But more 
than that, it’s our job—our measure of leadership 
in this exacting field—to keep the key men through- 
out the industry informed. As surely as the indus- 
try’s decision-makers have relied on AUTOMOTIVE 
NEWS in the past, so can our readers and adver- 
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industry 


tisers expect even greater things to come in the 
future from this great new news-gathering center. 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 


The most influential publication in the automotive industry. 
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Survey Finds 
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Shun Imports. . . 


Americans Like U. 


NEW YORK.—The bulk of 
American consumers agree with 
just about all the nice things U. S. 
car manufacturers say about their 
products and would not consider 
buying an imported car. 

That was one of the findings of 
a nationwide survey of 1,387 
adults, conducted for Newsweek 
magazine by the business analysis 
firm of Sindlinger & Co. 

The consumers were high on the 
styling and comfort of U. S. cars 
and rated the Americans products 
as the most safe. Imported makes 
got the nod for economy of opera- 
tion. 

When asked whether they pre- 
ferred the styling of American or 
imported cars, 83.4 percent voted 
for the U. S. makes and 5.5 percent 
favored imports. (As is usual on 
such questions, there was a group 


2 of 3 Attracted 
To Import Cars 


Survey Finds VW 
Tops Preferences 


WASHINGTON. — Two of three 
persons contacted in a small-car 
survey said they will consider for- 
eign makes the next time they 
buy, U. 8. News & World Report 
announced. 

One of two said they will con- 
sider domestic makes, said the 





Among those leaning toward do- 
mestic cars, a third said they prob- 
ably would buy a low-price model. 
Medium-price cars were preferred 
by 21.5 percent and the high-price 
lines by only 3.1 percent. 

Three-fourths of those returning 
questionnaries said their next car 
would be new, 3.7 percent favored 
a used car and 19.8 percent were 
undecided. 

Among those who said they 
would consider a new car the 
Volkswagen ranked first at 27.8 
percent. Chevrolet was the top 
choice of 19.7 percent, Ford, 16.6 
percent and Plymouth, 10.3 per- 
cent. 

Other makes high on the list 
were Rambler, 8.9 percent; Renault, 
1.9; Mercedes-Benz, 6.1; Oldsmobile, 
5.8; Volvo, 5.3; MG and Porsche, 5 
percent. 

Other highlights of the survey 
were: 

Three of five small-car families 
own at least two cars, compared 
with 41 percent for domestic-car 
buyers. Of these two-car families, 
70 percent own two cars bought 
new. 

Lower operating cost was the 
major reason cited for foreign-car 
purchases. 

Average income of the domestic- 
car buyer is $11,100 and that of a 
small foreign car buyer, $10,399. 
This compares with the national 
average of $5,637. 

Families with incomes of $5,000 
or more account for more than 
four of five of all new cars sold 
today, domestic or foreign. Three 
of four buyers in both fields are 
either managerial or professional 
people. 

Almost two of there small-car 
families have one or more college- 
educated members. This compares 
with 45 percent for buyers. of 
domestic cars. , 

U. 8. News & World Report said 
the sample of 1,300 foreign-car 
buyers and the sample of 2,167 
domestic-car buyers were selected 
by R. L. Polk & Co., auto industry 
statistician, from its file of new-car 
registrants. 


Sports Deal in Salt Lake 


-A new imported-car dealership, 
Sports Car Centre, has opened at 
Main and Sixth South in Salt Lake 
City. The firm handles MG, Morris 
and Austin-Healey. 


offering noncommittal answers such 
as “I don’t know” or “I like both.”) 


For comfort, 74.1 percent rated 
U. S. cars best while 2.3 percent 
favored the imports. The U. S. 
makes are rated best for extended 
trips by 77 percent while 7.8 percent 
favor an import. 


On the question of which offers 
higher quality workmanship, 40.8 
percent said U. S. makes and 13.5 
percent voted for imports, leaving 
a rather large noncommittal 
group—40.7 percent. 

The results on which cars are 
the more mechanically reliable, the 
results were just about the same 
as on the previous question—45.2 
percent for U. S. cars, 12.8 percent 
for foreign makes and 42 percent 
noncommittal. 


When it comes to economy of op- 
eration, only 7.9 percent rated U. S. 
cars tops while 73.5 percent said 
imports were the more economical. 

The safer cars are made in 
America in the opinion of 64.2 per- 
cent while 5.5 percent see the im- 
ports in the lead. Larger size and 
better construction were most often 
mentioned as reasons for feeling 
U. S. cars are safer. Better work- 
manship and ease of handling were 
the most often mentioned reasons 
for favoring the imports. 


Economy of operation and ease 
of handling were the most often 
mentioned advantages of import 
cars over U. S. makes. Lower 


GM Substitutes 
Gas for Air Cells 
In New Shocks 


DETROIT—A shock absorber 
that substitutes a pliable gas bag 
for air cells in the cushioning of 
road jolts has been developed by 
the Delco Products division. 


The component is called Pliacell, 
a pliable cell enveloping the reser- 
voir gas. The result of two years of 
extensive laboratory and highway 
tests, the design reportedly adds 
riding ease and stability. 

In the Pliacell shock absorber, 
conventional air reservoirs are re- 
placed by Freon 13 gas sealed in a 
nylon bag immersed in the shock 
absorber fluid. As fluid is displaced 
in accordance with. movements of 
the shock absorber piston, the gas 
is alternately compressed and ex- 
panded within the bag, eliminating 
possible mixing of gas and fluid. 

The complete separation of fluid 
and gas is said to permit optimum 
valving for ride smoothness, elimi- 
nates aeration and sludging of 
fluid, and enables units to operate 
satisfactorily in any mounting posi- 
tion. 

Advantages claimed for Freon 13 
over air include greater resistance 
to permeation through the bag, 
controlled stability under changing 
weather conditions, and greater 
elasticity for improved “springing” 
action. This gas filled cell also 
tends to increase very slightly in 
volume with age, automatically 
compensating for minute losses of 
oil caused by evaporation from the 
piston rod. 








S. Cars 


original price was in third place 
but well behind the first two ad- 
vantages. 

Too small for comfort, difficult to 
get parts and service and too small 
for safety were the most often 
mentioned among the disadvantages 
associated with imports. 

When asked whether they would 
consider buying a foreign car, 22.6 
percent said yes but 67.5 percent 
said they would not consider an 
import. 

In addition to economy of opera- 
tion and ease of handling, those 
who would consider buying a for- 
eign car most often mention ap- 
pearance and prestige plus the 
suitability of the import for a sec- 
ond car as reasons for considering 
the purchase. 

Those who would not consider 
buying and import most often 
mentioned these reasons for their 
decision: too small, prefer Amer- 
ican products, cost too much for 
what you get and just don’t ap- 
peal to me. 

Willingness to consider the pur- 
chase of a foreign car is highest 
in the lowest age group covered in 
the survey, those between 18 and 
24. The willingness to consider im- 
ports falls off as the age of the 
group questioned goes up and those 
in the upper age brackets are the 
most solidly allied with U. S. prod- 
ucts. 


The willingness to consider a 
foreign car is lowest among those 
earning less than $4,000 a year, in- 
creases in the $4,000-$6,999 income 
group, hits its peak among those 
earning $7,000-$9,999 and then falls 
off among those who earn $10,000 
or more. 

When asked whether they plan 
to buy a car before the end of 1958, 
a total of 49 percent said they 
planned to buy a U. S. make and 
0.4 percent said they were in the 
market for an import. 


Arkansas Dealers 
To Hear Address 
By McClellan 


LITTLE ROCK.—The 24th annual 
state convention of the Arkansas 
Automobile Dealers Assn. will be 
held in Hot Springs, Ark., Oct. 26- 
27, preceded by hospitality in Little 
Rock Oct. 25. 

Senator John L. McClellan, Ar- 
kansas Democrat, will be the prin- 
cipal speaker. He will review labor 
problems of interest to the auto 
industry at a luncheon Oct. 27 at 
the Arlington Hotel, Hot Springs. 

NADA President Dean Chaffin, 
will discuss dealer problems, Other 
speakers will include John Mur- 
dock, president of Murdock Accep- 
tance Corp., Memphis, on finance 
problems, and Tom Harper, Fort 
Smith (Ark.) attorney, on legisla- 
tive aspects of auto finance prob- 
lems. 

The AADA board of directors will 
meet Oct. 26 after a joint breakfast 
for area chairmen and directors. 
Officers will be installed at the 
annual banquet Oct. 27. 





Bag-Type Shock Absorber— 
Shown above is a cutawcy drawing of 


the Pliacell shock absorber developed by 


Delco Products division. The unit features a pliable gas bag as a substitute for air 


cells in the cushioning of road jolts. 


Conventional air reservoirs are replaced by 


Freon 13 gas sealed in a nylon bag immersed in the shock absorber fivid. 
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Used-Car Dealers Organize— 

Officers of the recently organized Jackson (Miss.) Used Car Dealers Assn. are, from 
left, B. B. Graves, director; Seeb Holmes, secretary-treasurer; Howard Wilson, pres- 
ident; Allen Vaughn, vice-president; Bill Langly, director, and Horace Slay, director. 





Dealers Urged 


to Fight 


Outsiders’ Leasing ‘Grab’ 


FORT LAUDERDALE, Fila.—A 
showdown between new-car dealers 
and certain segments of the auto- 
motive rental and leasing industry 
is in the making, in the opinion of 
the men who are pulling the deal- 
ers together in their own lease- 
rental organization. 

The dealer must fight to hold 
a business that is rightfully his, 
said James S. Hunt, chairman of 
the board of Cars Rental System, 
Inc. 

“Giant billion-dollar finance cor- 
porations are making ready to 
gobble up the dealer and snatch 
control of the highly lucrative 
lease-rental field,” he declared. 

Hunt, who has been both a 
dealer and a rental operator, is 
head of the organization of new- 
car men which in 10 months has 
enlisted some 300 dealers in 287 
cities and towns from Boston to 
Seattle and into Canada and Mex- 
ico. 

Only authorized new-car dealers 
are eligible to join the group, which 
calls itself CARS, and ultimately 
the members will be the principal 
owners of the system, holding 60 
percent of the stock, Hunt said. 

The “giant corporations,” Hunt 
contended, evidently referring to 
finance companies, “want us to 
sell the lease-rental deal to our 
customer, then let them take it 
over. They want to hand us a 
pittance of from $25 to $100 and 
keep the big profit themselves.” 

If they succeed in such proposals, 
he added, “they'll take away our 
heritage and all the good profits 
from the transaction and the re- 
peat business.” 

Hunt and a group of associates 
founded CARS last year on the 
premise that the new-car dealer is 
“the rightful parent” of the grow- 
ing rental-leasing business. 

Operating an owner-managed 
firm, said Hunt, the dealer has the 
ears, the service department to 
keep them running, stocks the 
parts, and has the used-car depart- 
ment through which to dispose of 
his units after taking them out of 
his lease fleet. 

“Refuse to sell your heritage— 
your right to a profit instead of 
a handout in the automobile- 
leasing field,” CARS declared re- 
cently in an advertisement ad- 
dressed to all dealers. 

“Don’t be throttled by monopolis- 
tic enterprise. Be ware of subter- 
fuge. A glib tongue and an unfav- 
orable contract could rob you, the 
new-car dealer, of thousands upon 
thousands of dollars in the leasing- 
rental business. 

“Large companies striving for a 
monopoly offer such inducements 
as ‘no investment, no tax problem, 
no risk.’ They promise to handle 


Chassis Given to School 


DALLAS. — Three Buick dealers 
presented a cutaway chassis cost- 
ing about $20,000 to the Dallas in- 
dependent school district for use 
in the mechanical shop of Crozier 
Tech High School. The dealers are 
Orand Buick Co., Town North Mo- 
tors, Inc., and Strayhorn-Lacey 
Buick Co. 


financing, insurance and the like. 

“They are trying to keep you, 
the dealer, from making a fair and 
just profit. They do insist, however, 
that you drum up the business. 
Then you, once under contract, 
must accept a pittance as your 
share of the new lease-rental deal, 
but with no assurance of future 
business.” 


VW Dealer Sues 
Five Concerns 


For $3.7 Million 


BRIDGEPORT, Conn.—A Bridge- 
port Volkswagen dealer has filed a 
$3.75 million suit in Federal Court 
against five corporations, charging 
restraint of trade and monopoly in 
the sale and distribution of VWs 
in Connecticut and New York. 


The complainant was Reliable 
Volkswagen Sales & Service Co. 
The defendants were: 

Worldwide Automobile Corp.; 
Volkswagen of America, Inc; 
Volkswagen United States, Inc.; 
Fifth Avenue Motors, Inc., and 
Queensboro Motors Corp. 

The dealer charged that in 1955 
the defendants conspired to dis- 
criminate against Reliable and 
other VW dealers in the two states. 

“Preferential treatment” was 
given to certain dealers, including 
the Fifth Avenue and Queensboro 
firms, which were in competition 
with Reliable, the suit said. 

Reliable said that between April, 
1954, and December, 1957, it had an 
agreement with Worldwide, exclu- 
sive VW wholesale distributor in 
Connecticut and New York, under 
which Reliable was the designated 
authorized dealer in Bridgeport. 

The suit asked $1.5 million from 
all the defendants and an additional 
$2.25 million from Worldwide. 

Volkswagen of America also is a 
defendant in an antitrust suit en- 
tered by the Federal Government 
at Trenton, N. J. The firm and its 
distributors are accused of enforc- 
ing closed territories and of price 
fixing. 





U. S. Population Passes 
175-Million Mark 


WASHINGTON—The esti- 
mated population of the U. S. 
reached 175 million last Thursday 
(Oct. 16), according to the Cen- 
sus Bureau. The figure flashed on 
an electric chart in the Com- 
merce Department which keeps 
an up-to-the-second population 
estimate. 

Timing flashers on the chart 
flash a blue light every 7% sec- 
onds denoting a birth, a purple 
light every 20 seconds denoting 
a death, a green light every 1% 
minutes denoting the arrival of 
an immigrant and a red light 
every 20 minutes denoting the 
departure of an emigrant. Every 
11 seconds, a numbering dial in- 
dicates a net increase of one in 
the total population. 
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Conceived, designed and produced by Rockwell-Standard 
Corporation, the remarkable new Swivel Seat* is available on 
some of America’s finest 1959 model cars. It’s another impor- 
tant seating development for the automotive industry from 
chart ROCKWELL | Rockwell-Standard Corporation. *Potents Pending 
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“The CBS Television Network 
commands 6% larger average 
nighttime audiences than last year: | 
27% larger than the second network;| 

29% larger than the third... 
reaches the largest audiences 
5 out of 7 nights a week... 
broadcasts 6 of the top IO 
nighttime programs... 
delivered 7 of the 10 
biggest audiences for new™ 
program premieres. ..”’ 
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(Muliti-City Arbitron in general agrees 
with Trendex, but credits CBS Television 
Network with bigger audiences, bigger 

leads over other networks, 7 of top 10) 
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You can draw any number of conclusions from the earliest reports 
on the new season, and each of them would make a delightful 


success story about the CBS Television Network. 


You could say the audiences for the Network’s programs are larger 


this year because the total television audience has grown. 


You could say the reports are the result of sound program planning 
coupled with an unprecedented drive to make the audience aware 


of the Network’s program schedule. 


You could say the Network is merely reaping the rewards of a 
long-established reputation for creative program leadership and 


that the audience tunes first to its programs out of sheer habit. 


You could also say it is far too early in an intensely competitive 


season to spot a decisive trend in network leadership. 
Or you can call it all a happy accident. 


It must be very reassuring to CBS Television Network advertisers, 


however, that it is an accident that happens with such frequency. 
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Capsule Comment 


Big Three auto manufacturers and UAW wrap up three- 
year contract settlements. 


Lifting one of the darkest of the recession-year 
Cc b 
* * » 


Dealer stocks of new cars near alltime low, barely 
seven months after mounting to nearly 900,000 units. 
For all the stability talk, it’s still a business of either 


feast or famine. 
> - . 


Chrysler Corp. has no present plans to make replacement 

, and Chevrolet promises to stay out of special body 

and truck-equipment field. 

Good news for suppliers 

+ * + 
Editorial Director Bob Finlay reports Paris Auto Salon 
visitors bypass Buick and Studebaker Lark, prefer gawking 
at French products. 
Only in America are imports of import. 
* * - 

Wisconsin dealers are counselled to become “better 
merchants” in order to stay in business during coming 
months. 

It’s time to rediscover a lost art. 


A growing number of European car producers is intro- 
ducing model changes during the U. S. industry’s fall intro- 
duction season. 


Recognition for the undeniable sales value of “some- 
thing new.” 








Coming 
Events 


Dealer Conventions 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 

Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 

Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 9%—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—Nationa! Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May 17-19 — idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon 
Assn. Salem. 

Aug. 7-6— Montana Automobile Dealers 
Assn., Butte. 


* * * 


Auto Shows 


Oct. 22-Nov. I—Motor Show, Earis Court, 
London. 
Nov. 5-ié—Turin Auto Show, Turin, Italy. 


Automobile Dealers 


Nov. 13-22—Burlingame-San Mateo Auto 
Show, Hillsdale Shopping Center, San 
Mateo, Calif. 


Nov. 1423—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles, 

Nov. 21-30—St. Louis Auto Show, St, Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia. 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 25-30—Phoenix International Automo- 
bile Show, Phoenix, Ariz. 

Nov. 25-30—Spokane Auto Show, Spokane 
Coliseum, Spokane, 

Nov, 26-30—St. Paul Auto Show, Municipal 
Auditorium, St. Paul. 

Nov. 26-Dec. I—Sioux Falls 
Coliseum, Sioux Falls, S. D. 
Nov. 29-Dec. 7—Houston Auto Show, Sam 
Houston Coliseum, Houston. 

Dec. 10-14—Omaha Auto Show, 
Municipel Auditorium, Omaha. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, Nationa! Guard 

Armory, Washington. 

Jen. 17-25—Chicago Auto Show, 
national Amphitheatre, Chicego. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

Jan. 23-2%5—Birmingham Auto Show, Birm- 
ingham, Ala. 

Jan. 25-Feb. |—international Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 7-14—Milwautee Automobile Show, 
Arena and Auditorium, Milwaukee. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque. 

Feb. 27-March 8—'959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Apr. 6I!!—Denver Auto Show, Denver 
Auditorium, Denver. 

* * * 


General 

Oct. 16-22—GM. Motorama, 
toria Hotel, New York. 

Oct. 21—Automotive Old Timers, Annual 
Meeting and Luncheon, Waildort-Astoria, 
New York. 

Oct. 22-24—i3th Annual Technical Conven- 
tion, American Society of Body Engi- 
neers, Rackham Memorial Bidg., Detroit. 

Oct, 27-29 — National Lubricating Grease 
Institute's 26th annual meeting, Edge- 
water Beach Hotel, Chicago. 

Nov. ive Wa se Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 8 16—GM Motorama, National Guard 
Armory, Boston. 

Nov. 16-2i—American Trucking Assn. An- 
nual Convention, Miami Beach, Fia. 
Jan. %-2—Truck Trailer Manufacturers 
Assn., Hollywood Beach Hotel, Holly- 


wood, Fla. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn.. Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories Manu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 
Coliseum, N. Y. 


Auto Show, 


Omaha 


Inter- 


Waldorf-As- 


20 Years Ago... 








Automotive Cartoon 


Of the Week 





“Now | can understand why you wanted to rush down 
here and see the new models.” 


Letterbox 











‘But One Dream ... 


This is an open forum for the discussion of any subject of interest to 


readers, and your letters are welcomed. No attention is given to unsi 
letters but you may sign your name with the assurance that it 
used, if you so request. Address Editor, Automotive News, Detroit 





Early Closings Urged 

Many remedies have been ad- 
vanced for the betterment of the 
retail automobile industry, some 
good, some not so good, but nearly 
all impractical in their application. 

I have but one dream for this 
industry of ours, which I firmly 
believe can be realized, which will 
result in the financial betterment, 
and mainly the attainment of the 
better life for people in our in- 
dustry. 

Very simply my plan is this: 
Close every last new and used-car 
establishment for the purpose of 
sales by no later than 7 p.m. every 
week day and 3 p.m. on Saturday. 

Stop! Think for a minute. Do any 
of you really believe that if this 
plan went into effect that over the 
course of a year that one new or 
used-car sale would be lost? Of 
course not. It’s just a matter of 
educating the public to your new 
hours like so many other industries 
have done before us. 

Now think of the benefits to be 
derived by the dealer and his per- 
sonnel and then ask yourselves if 
this isn’t a goal we should all strive 
for. 

Think of all the shorter shopping 
hours left to the customer so he 


The Big Stories 


This week in 1938, Dodge, Nash, Cadillac and LaSalle announced 
price reductions on its 1939 models, while Chrysler held prices at the 
1938 level. Dodge announced price reductions ranging as high as $55, 
Nash dropped prices $68, Cadillac, $100 and LaSalle, $77. 

In an effort to provide riding comfort for motorists, the Pennsyl- 
vania Highway Department Laboratory this week in 1938 announced 
the discovery of a joint-sealing compound, which avoided unpleasant, 
though minor, jars to vehicles crossing expansion joints. 

Larger automobiles, capable of carrying at least four persons, re- 
placed “bantam” types in France, Belgium, Germany and other Euro- 
pean countries in 1938. The bigger models were favored for military 
reasons, Governmental authorities, requisitioning private automobiles 
for troop movements during the 1938 mobilization, were said to have 
found the small models impractical. 


—From the files of Automotive News. 





, Mich. 


can whittle away at your deal at 
his leisure time. Now if he had to 
invest an afternoon of his own 
time from his job or business, how 
much more anxious he will be to 
close a deal somewhere. 


Think of those expensive light 
bills in the showrooms which can 
be money saved. The unecessary 
telephone bills that the salesmen 
and hangeronners use up in the 
course of an evening. Of course 
we will all be ahead financially. 
Mainly though, aren’t we God's 
children as well as our friends and 
neighbors? Why shouldn’t we be 
free evenings to devote to our fam- 
ily, friends and pursuit of hobbies? 
I can now hear some dealers say- 
ing to themselves, well, the sales- 
men can be on in the evening while 
I'm off. 


Think Mr. Dealer, while your 
place of business is open in the 
evening, are you really off? Are 
you really relaxed? Or wouldn’t 
you be better off being at the show- 
room than constantly worrying and 
phoning about this and that while 
the showroom is open? 

Well, I've made my arguments. 
Unfortunately, ’'m not a big wheel 
in this business. My hope in writ- 
ing this letter is that it may come 
to the attention of some people 
with influence in this industry who 
see eye-to-eye with me in this mat- 
ter and will do something about 
getting the ball rolling in the proper 
direction.—_BrookLtyN Deaer. 

. - > 
Dry Liners 

My engineering story in the Sept. 
22 issue should not have said that 
Mercedes-Benz engines have wet 
cylinder liners. This error came 
from a different type Daimler-Benz 
engine. Please correc t.—Gegorce 
GLASER. 

* * © 
Service Issue Praised 


I’ve been an enthusiastic reader 
of Automotive News since 1929. The 
integrity of your reporting has al- 
ways commanded my respect. Find- 
ing valuable information and stories 

(Continued on Page 63, Col. 1) 
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AUTOMOTIVE WASHINGTON 


Glass, Auto Makers 
Deny Dealer Charges 


By William Ullman 







Washington Bureau Chief 


- several years, dealers and merchants in various prod- 
uct lines have been complaining to the Senate Small 
Business Committee about a practice called “dual distribu- 
tion.” This is a marketing technique in which manufacturers 
and wholesalers compete at the resale level with their own 


customers. 

A Senate monopoly su b- 
committee, headed by Sena- 
tor Russell B. Long, Louisiana 
Democrat, had just decided to in- 
vestigate dual distribution and was 
jooking for someplace to start when 
it received an application for hear- 
ings from the National Auto and 
Fiat Glass Dealers Assn. That ap- 
plication made up the subcommit- 
tee’s mind for it. 

The glass association, through its 
general counsel, James W. Cassedy, 
charged Pittsburgh Plate Glass Co. 

: and unnamed 
glass manufac- 
turers with “un- 
fair monopolistic 
and unlawful 
acts, practices, 


competition, caus- 


injury and de- 





William Uliman 


creation of a 
monopoly at the retail level in the 
glass industry.” In an accompany- 
ing brief, 69 out of 72 dealers 
responding named Pittsburgh Plate 
Glass as a supplier which is or is 
about to become a competitor. 
Senator Long’s probers heard 
from 16 auto and flat-glass deal- 
ers and their representatives at 
the end of July, and they all 
complained of competition by 
certain of their suppliers; they 
were worried about Pittsburgh 
Plate Glass, about the expansion 
of retail operations by jobbers 
and distributors, and by the ac- 
tion of Chevrolet and Cadillac in 
cutting the net prices of replace- 
ment auto glass to their fran- 
chised new-car dealers last July 1. 


and methods of | 








ing substantial) 


struction of com-| 
petition and the| 


This month the glass and auto | 
makers got a chance to reply. As| 


the second round of hearings 
opened, Senator Long said that he 
personally hadn’t taken any posi- 


tion on whether dual distribution 


is evil or not. 


Chances are that he still hadn't | 
made up his mind when hearings | 


ended two days later, because the 
second batch of witnesses denied 
just about every charge leveled by 
the independent dealers and pro- 
duced pretty substantial evidence 
to support their statements. 

> 


Mixed Preference 


GENERAL MOTORS witness, 

William F. Hufstader, vice- 
president in charge of the distribu- 
tion staff, said that some GM deal- 
ers “apparently see no advantage 
in handling glass.” 

On the other hand, he continued, 
a substantial number do handle 
glass and actively solicit work in- 
volving glass parts replacement. 

is no set pattern in the 

industry.” Hufstader explained, 
“and each car dealer himself 
determines whether or not he 
will handle and sell glass or 
whether he will procure the ma- 
terial and services from independ- 
ent glass retailers.” 

The GM executive said that he 
was “satisfied” that the price re- 
duction on replacement glass parts 
for Chevrolets and Cadillacs “will 
not have the effect of putting all 
GM dealers in the glass replace- 
ment business. Nor was such an 
effect ever intended. As was in- 
tended, however, the GM net prices 
to GM dealers are now more com- 
petitive with the prices offered by 
glass distributors.” 

Since the price drop took effect, 
however, Hufstader said a Chevro- 
let dealer had told him that he 
could still buy windshields $8 
cheaper from a manufacturer’s 
company-owned store. 

General Motors is not in the glass 
manufacturing business, the wit- 
ness stated, but purchases most of 





its needs from Libbey-Owens-Ford 
Glass Co. 


* * * 
Ford Is Pro-Profit 


Ant witness, Irving A. 
Duffy, group vice-president of 
Ford Motor Co., said that his firm 
seeks to make a profit in the busi- 
ness of selling replacement auto 
glass and tries to assist its dealers 
to make a profit in their sale and 
installation of glass. 

Pointing out that Ford manufac- 
tures much of its own glass, Duffy 


This will 


help you 






PAIR 
RRDER 
% REPAIR 
= # akRa, ORDER 
Ay) el 
- one \ pid ) fr : s 
ReAve a PAL 


NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 


AUTOMOTIVE NEWS, OCTOBER 20, 1958 
said that he could not accept the 


premise that the independent glass 


dealers who had testified “are bet- 


ter qualified, or have a better right, 
to replace glass in Ford-produced 
automobiles” than franchised car 


dealers carrying one of the Ford 


cars. 


The company which bore the 
brunt of glass dealer charges, Pitts- 
burgh Plate Glass Co., was repre- 
sented by Felix T. Hughes, vice- 
president in charge of its 
merchandising division. 


Hughes ripped into the testi- 
mony and brief of the glass 
dealers’ association. His firm, he 
said, analyzed the financial posi- 
tion of 73 of the dealers who 
complained by checking with “a 
reputable mercantile credit 
agency.” It found that in 24 cases, 
sales were going up; in 36, sales 
were holding steady, and that 
sales were reported down in only 
13 cases. 

“Even in these 13 cases,” added 
Hughes, “the reasons given for the 
downward trend did not involve 
PPG—not once. The reasons were 
personal illness, strikes, changes in 
policy.” 

The glass company witness stated 
flatly that his firm “has no inten- 







Oceans of Fuel? 


Sea Water for Auto Use 
Reported Under Study 


ATLANTIC CITY.—EHarl D. John- 
son, executive vice-president of 
General Dynamics Corp., said the 
possibility of using sea water as a 
source of auto fuel now is under 
study. 

The former Army undersecretary 
told the 35th annual convention of 
the Life Insurance Office Manage- 
ment Assn. the average U. S. motor- 
ist uses 900 gallons of gasoline a 
year. 

He said the same amount of 
energy can be found in three gal- 
lons of sea water. 


tion of expanding in the distribu- 
tion of auto glass or any other 
product by driving its customers 
out of business.” 

In 1946, he said, 32 percent of his 
company’s shipments of flat glass 
passed through PPG’s own 
branches. By 1957, he pointed out, 
this figure had declined to 19 per- 
cent. He said further that of the 





his company has only about one 

percent of that business, but serves 

as a supplier to many of the 10,000 

“- dealer establishments in the 
. 8. 


* * * 


Volume Reduced 


DMITTING that PPG has added 

to its number of company- 

owned outlets, Hughes insisted that 

each outlet does less business than 
formerly. 


“The reason for more outlets dis- 
tributing less glass is that, in order 
to give adequate service to our cus- 
tomers, we have been forced to 
decentralize our distribution system 
—that is, to have smaller units 
more widely dispersed,” he said. His 
firm has had to follow the move- 
ment of population outside cities, he 
explained. 

Hughes also pointed out that 
curved windshields have forced 
many changes in glass distribu- 
tion and retailing. The 1959 
curved windshield, he claimed, 
will occupy as much storage space 
as 114 old style divided flat wind- 
shields. As a result, said Hughes, 
“about 20 percent of our inde- 


$220 million of annually installed| Pendent glass jobbers have thus 


auto replacement glass business, | 


(Continued on Page 66, Col. 3) 
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Pennzoil’s service selling program helps you to 
reach your money-making point faster, because 
it builds profitable service traffic that absorbs 
overhead faster. 


It develops repeat customers who will come 
back to you for all their car maintenance. It 
helps you keep all phases of your service opera- 
tion busy, increases the number of repair orders 
and the number of items per R. O. And the 
extra profits you realize put you in a better 
position to deal on new and used cars. 


Firm. 


This program works two ways to increase 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Let's see you prove the claims you make for your program. 


Nome__ 





customers satisfied. 


absorption. First, with motor oils and lubri- 
cants that support your good service by keeping 


Second, with a customer relations system that 


to coast—the most painless 


makes customers want to come in for the serv- 
ices they need when they’re needed. This is the 
exclusive Pennzoil Kontax System®—4 to 1 
favorite over any other with car dealers coast 


way yet developed 


to get customers to. ask for needed services. 


Your Pennzoil Distributor has the proof. 


Name of system | use now 


Title 


Call him or mail the coupon now. 
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SCIENCE FINDS 


From many leading makes in 1959 will come cars that are factory- 
equipped with new tires containing TYREX certified 
yarn—the remarkable science discovery that makes 
driving safer than ever before! Millions of dollars and 


years of research produced this ideal yarn for tire cord. 


color advertisements in 40 newspapers across the 
country have already announced TYREX certified yarn 
to more than 29,200,000 readers. And the excitement 
is building! An even larger audience will see unusual 
ads like the Chevrolet spread on the right, which 
appears in this week's Life magazine, and in Time, 


Look, and Farm Journal in the near future—a com- 


bined readership of more than 76,900,000! 


TYREX dealer aids will soon be available from many ¢ar man- 
ufacturers — ask for them. And be sure to watch for ads 


featuring your car and tires made with TYREX yarn. 


AMERICAN TYREX CORPORATION Tyrex certified yarn fo 
350 Fifth Avenue, New York 1, N. Y. 


*Tyrex is the certification mark of American Tyrex Corporation. NEW IN IRE S O 
Aa aS oe eS 


Tyrex is also produced and available in Canada. 






DD ea mete 





! 


WAY TO MAKE TIRES SAFER, LONGER WEARING... 





av 


this ideal yarn for tire cord, to make driving safer than ever before. 
4 } 
AMERICAN TYREX CORPORATION, 350 Fifth Avenue, New York 1, N.Y. 
e *TYREX Ws the coertificetion mark of Americen Tyrex Corperetion ee pers ts alee produced and eveileblie im Coneda 
‘eit aaa 


The exciting 1959 Chevrolet is one of many new cars leaving the 
, he tire cord of the fu ture factories with tires containing tire cord made of TYREX yarn as 
, standard equipment. Millions of dollars and years of research produced 

| Test after test proved TYREX certified yarn best. 
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°59 Models Have Greater Glass Area... 





Chevrolet Adds 4-Door Impalas 


What's New: 

New body ... Impala four-door 
sedan and four-door hardtop... 
increased glass area ... acrylic 
lacquer standard . . . lower head- 
lights . . . rear-facing third-seat 
in station wagon ... larger brak- 
ing surfaces . . . more-economical 
six-cylinder engine .. . improve- 
ments in steering, suspension, 
radiator, tires, Turboglide. 

> * + 
mee new for the second time in 
as many years, the 59 Chevrolet 
went on display last Thursday (Oct. 
16) in dealer showrooms. 


Dealers were happy with last 
year’s model which enabled them to 
regain first place in registrations. 
They’re confident that their '59 of- 
ferings will keep them in the top 
spot. 

The new line consists of 14 
models (plus the Corvette) in 
four series—Impala, Bel Air, Bis- 
cayne and station wagon. The 
Delray series has been discon- 
tinued, and the Bel Air and Bis- 
cayne each have been moved 





wy 


WHEN IT COMES TO DRIVES 





down a notch by removing cer- 


wraps around the sides of the car 


tain equipment items that were (from pillar to pillar. 


standard in 58. 

Last year, Chevrolet dealers 
yearned for a four-door companion 
to the popular Impala two-door 
hardtop and convertible, This year, 
they have a pair of four-doors— 
sedan and hardtop—making the 
Impala a full series. 

+ + = 
7 oo Impala four-door hardtop 
follows General Motors’ new 
“flattop” design. The roof is flat; 
there are slim pillars behind the 
rear doors, and the rear window 


Tennessee Independents 


Name Smith President 


NASHVILLE, Tenn.—E. B. Smith 
jr.. Nashville, has been elected 
president of the Tennessee Inde- 
pendent Automobile Dealers Assn. 

Other new officers are: Raymond 
Norris, Knoxville, vic e-president; 
Joe Corley, Nashville, secretary, 

j}and Harry Chase, Cleveland, Tenn., 
| treasurer. 


All medels have wrapover wind- 
shields and larger rear windows. 
Four-door sedans have 604.7 
square inches more windshield 
glass than last year, and total 
glass area has been increased 1,- 
189 square inches. The overall vis- 
ibilty area has been increased 50 
percent, Chevrolet said. 


Headlights have been lowered) 


seven inches and are set into the 
grille. Above the headlamps are air 
intakes, which are coupled with 
parking and turn-signal lights in- 
side an anodized aluminum border. 


The most striking feature of! heen 


Chevrolet’s new body is the rear- 
quarter and deck treatment. Wide 
wings, which are almost horizontal, 
sweep across the deck to form a 
slight “V” at the center of the car. 
Large teardrop-shaped tail lights 
are set below the wings. 
* = = 
TANDARD on all models is GM’s 
new acrylic lacquer which is 





YOU START 


BETTER WITH BENDIX 


For over fifty years Bendix* Starter Drives have been the recognized standard drive for all types 
of internal-combustion engines. Besides their more than 125,000,000 automotive installations, 
these units have also been given top preference in such diversified fields as aircraft, earth movers, 
outboard motors, submarines, and others. The reason has to be that Bendix drives deliver 


superior performance and are more reliable. In other words you can start better with Bendix. 
*REG. U.S. PAT. OFF. 


Bendix-Elnira | ay 


ECLIPSE MACHINE DIVISION 
ELMIRA, NEW YORK 





| Chevrolet's Lowest-Priced 4-Door— 


Chevrolet's lowest-priced series for ‘59 is the Biscayne, which is offered in a four- 
| door sedan, two-door sedan and utility sedan. All models have a 119-inch wheelbase 
and are 210.9 inches long. Acrylic lacquer, a new gloss-retaining finish, is standard 
throughout the line. 





* * x 


lance for as long as three years in| This is said to afford an adequate 
| normal climates. 
Chevrolet’s engineers also have | long traffic waits on hot days. 


margin of cooling safety during 


| contributed several new features for! Chevrolet’s six-cylinder engine 





1959. Coil-spring suspension has| the standard powerplant on all 
improved to afford a more/ models except the Corvette, has 
comfortable ride, and the optional) heen redesigned for greater econ- 
Turboglide transmission has been omy and will be merchandised as 
strengthened. 

Braking surfaces have been en- 
larged; steering has been made 
easier by adding a second uni- 
versal joint in the steering col- 
and new tires are said to 
give up to 7 percent more wear. 
Tube-on-center radiators have 
said to keep its showroom appear-| been boosted 30 percent in area.) 


the “Hi-Thrift” engine. 
* * oa 
T IS a 235-cubic-inch unit which 
develops 135 horsepower. Com- 
pression ratio is 8.25 to 1. The cam- 
shaft has been redesigned to reduce 
|lift and the carburetor metering 
changed, which reportedly gives 10 
percent more mileage and more us- 
able horsepower at normal driving 
| speeds. 
The greater economy is credited 
to a shorter “valve overlap.” This 
overlap, involving a time when 


| (Continued on Page 17, Col. 1) 
| * = * 





|More Glass Area— 


The rear window of the '59 Impala two- 
| door hardtop projects high into the roof. 
| Slim pillars and the increased glass area 
| contrast sharply with the "58 Impala in the 
background. 





| 
| 
| 
| 


Two Views of Impala— 


| Chevrolet has lowered its headlights 
seven inches and has set them at the 
extremities of its new grille. Air intakes 
above the grille include the parking and 
turn-signal lights. The rear of the car fea- 
tures wide wings set over large teardrop- 
shaped tail lights. 





Impala Door Release— 


A feature of the '59 Impala is a paddle- 
type door release. Other standard items 
on Chevrolet's top series are deep-pile 
carpeting on closed ‘models, twin-contact 
safety horn ring and extra-long front arm- 
rests on sport models. 
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More Glass in °59 Models . 


ee 





Four-Door Impalas 
Added by Chevrolet 


(Continued from Page 16) 


both exhaust and inlet ports are |new El Camino, a stylish pickup 
open, is a cause of gasoline waste | truck with passenger-car lines. It 
at lower speeds. The waste is re- | will carry an 1,150-pound load in 
duced by shortening the interval. lits 33.8-cubic-foot box. 


Chevrolet offers 283-cubic-inch | 
and 348-cubic-inch V-8s. Horsepower | 
ranges from 185 to 315, depending 
upon number of carburetors and 
type of camshaft. Fuel injection is| 
again available. 

Five station wagons are offered | 
this year, including a new nine- 
passenger Kingswood which has a} 
rear-facing third seat. This seat} 
may be folded flush with the floor | 
to increase cargo space. 

* od * 


HERE is Chevrolet’s model lineup 


for ’59: 


Biscayne—four-door sedan, two- 
| door sedan, utility sedan. 
Bel Air—four-door sedan, two-| 


door sedan. 


Impala—four-door sedan, four- | 
door hardtop, two-door hardtop, | 


convertible. 


Station Wagons 
seat Brookwood; four-door two-seat | 
EDANS are an inch lower than| Brookwood; four-door two-seat) Nomad Heads Wagon Series— 
last year; hardtops, two inches,| Parkwood; four-door three-seat 
but headroom has not been de-| Kingswood; four-door two-seat No- 


creased, Chevrolet said. Station/| mad. 


wagons now are no higher than the| 
56-inch sedans. 

Wheelbase is 119 inches, and | 
overall length is 210.9 inches. Last | 
year’s figures were 117.5 and 209.1, | 
respectively. 

This year’s Corvette has smooth, | 
unornamented hood and rear-deck-| 
surfaces. Seats have a more pro-| 
nounced “bucket” effect; the pas-| 
senger-assist bar has been padded, | 
and a storage shelf has been added | 
below the assist bar. 


Chevrolet also has introduced its 
* * * 





| 
} 
} 





Mechanical Changes— 


Chevrolet chassis improvements include 
{A) new rear suspension upper control arm 
@ttached to rear axle housing which guides 
the vertical movements; (B) new frame 
cross-member attached to side rails; (C) 
@ second suspension control arm designed 
fo control lateral movement of the axle; 
(D) new brakes with greater lining area | 
and improved cooling of drums, and (E) 
@ resonator installed between muffler and | 
tailpipe on V-8s with dual-exhaust system 
to soften the exhaust sound. 


Buyers Urged | 
Not to Yield | 
To False Fears 


ALBUQUERQUE, N. M.—“Busi- 
ness is good in Albuquerque; let’s 
not create any economic bogey men 
in our own minds,” three dealers 
advised in an open letter to “Mr. 
and Mrs. Consumer-Buyer.” 


The letter was a full-page ad in 
the Albuquerque Journal and the 
Tribune. The authors were Knox 
Converse, Converse Motor Co. 
(Plymouth); Don Jones, Jones 
Motor Co. (Ford), and Ed Black, 
Oden Chevrolet, Inc. 


“One way to avoid the hazard of 
thinking and talking ourselves into 
economic difficulties is to maintain 
our confidence in the future of our 
city and its expanding economy— 
and to show this confidence by buy- 
ing the things we need and want 
now,” they said. 

The dealers cited figures which 
they said bear out their claim that 
business here is good and will 
continue to expand if buyers do 
not yield to “false fears.” 

“With business good and payrolls 
high, there’s no reason why we 
should not buy, and buy wisely,” 
they added. 





Goliath Distributor Named 

Country Cars, Inc., Mequon, Wis., 
has been appointed a distributor 
for Goliath for Wisconsin, Minne- 
sota, North Dakota, South Dakota 
and parts of Michigan, Iowa and 
Nebraska, 


Corvette—two-door sports car 
| (hardtop or con 
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-two-door two-| 
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wagon series. Its interior and exterior appointments are similar to those of the| 


Car Salesman 
Says He’s Sold 
10,000 Since 718 


MILWAUKEE.—Frank L. Cava- 
naugh has been selling cars for 40 
years but he says he doesn’t have 
any special tricks of salesmanship. 

“I always like to leave the im- 
pression that I’m the man to buy 
from,” he says, 

Cavanaugh, 74, who has been 
with Northwestern Motor Car Co. 
(Ford) since 1918, estimates he has 
sold well over 10,000 new and used 
autos, 

In 1924, he recalled, he was 
ranked second or third nationally 
among Ford salesmen with 606 
cars, trucks and tractors delivered. 
He said he topped 500 sales a year 
for many years. 

“IT never knew there was a de- 
pression as far as selling cars,” 
Cavanaugh said. But he admitted 
things are tougher today. 

“In the early days there were no 
finance companies, so we arranged 
with the banks for loans for cus- 








The Nomad, a four-door two-seat unit, is the luxury model of Chevrolet's station tomers,” he said. “If they knew the 


fellow, and he owned his own prop- 
;erty and had $10,000 in the bank, 


Impala series. Other wagons are a two-door and four-door Brookwood, a four-door|they would loan him $250 for a 
Parkwood and a four-door Kingswood with a rear-facing third seat. | Car. 











Frank Ribant, Parts Manager, Race Motor Sales, Edsel dealership in the 
Detroit area, is pleased with the simplified adjustments of Republic 








© new wa 
PLANNED STORAGE WITH REPUBLIC PARTS BINS 


y to control service parts... 


Control stock turnover and keep your capital circulat- 
ing and growing by utilizing available storage space 
to maximum efficiency. 

Planned storage is the answer. You can tell at 
a glance what to order, when to order, through 


engineered inventory control that uses Republic 
Flexi-Bilt Parts Bins. 


Shelves can be completely rearranged in seconds 
to meet changing needs. Simply lift, pull, and reposi- 
tion. No tools required. 

Let Republic’s factory-trained experts design bins 
and shelving to your specific needs and services. Call 
your Republic-Berger representative, or write direct. 


Flexi-Bilt Parts Bins that make it easy to rearrange shelving to take 


care of new parts. This flexibility saves considerable time and effort. 


REPUBLIC STEEL 


BERGER DIVISION 


Canton 5, Ohio 


ee ee eee te eee 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-6166-8 

1078 BELDEN AVENUE + CANTON 5, OHIO 


Please send additional information: 
O Republic Flexi-Bilt Parts Bins 
O Have representative call 


I iliac ilgriticrahitleaesiilbiesianstranaithiciaieaiithaniticiailpitia tienen ay 
OI aarti cecil ete Sis alla 
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To Chrysler Motors Corporation Dealers 
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HELP FROM EXPERIENCED PARTS SPECIALISTS 


Wherever you are on the map, two kinds of MoPar Parts 
Specialists are near. 


Both have a single aim: to help you make the largest pos- 
sible return on your parts and accessories investment. 


2k The factory-trained MoPar Field Representative contributes 
many ways. He’ll help you develop the correct inventory bal- 
ance for your dealership. He’ll plan with you to get the fastest 
parts turnover and highest profit at lowest cost per square 


Mo Par 








foot of floor space. He aids with displays and valuable mer- 
chandising ideas. 


He’s interested in building the sales of your entire parts 
and accessories operation—that’s his only job. 


>* Your MoPar Wholesaler Salesman helps in many of the 
same ways, and more. He’s on hand to make sure your parts 
department is ready for seasonal surges that come in parts and 
accessories. He’ll see that you have exactly the right parts and 
accessories for your needs—and he’ll see you get prompt delivery 
for all your orders. 








Cr 








Your MoPar Field Representative keeps in close touch with 
you and your parts and service managers. He brings news 
of new developments and helps put them to work for you. 


a 
=a 


How’s your inventory situation? The MoPar Wholesaler 
Salesman helps his dealers keep their inventories in balance 
with local service requirements. His frequent visits help 
you get a maximum return on your parts and accessories. 


These men give specialized help to every Chrysler Motors 
Corporation dealer. It’s available to you—a service you get 
only from MoPar. 


Call your MoPar Wholesaler today. Get the facts on how 
the MoPar Field Representative and Wholesaler Salesman can 
help make your parts and accessories business even more profitable. PARTS & ACCESSORIES 


Sell the line that keeps your customers sold 
on you... genuine Chrysler Corporation Parts MoPar Division, Chrysler Motors Corporation, Detroit 31, Michigan 


and Accessories 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 


New-car registrations in the 
Pittsburgh area increased counter 
to the seasonal pattern during the 
week ended Oct. 4, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s index of general 
business activity rose to 97.9 per- 
cent of the 1947-49 average during 
the week. It had been 86.6 percent 
a month earlier and 89.4 at the 
start of August.—(Leon M. Leffing- 


well.) 
= an 


> 
Clevelan 

Sales of new cars in September 
numbered 3,411 in the Cleveland 
area, a decline of 19 percent from 
the 4,237 registrations counted in 
the previous month. 

Nine-month totals were down 
33 percent, from 62,162 a year ago 
to 41,529 this year. 

September new-car sales by 
makes were: Chevrolet, 843; Ford, 
727; Plymouth, 317; Buick, 256; 
Mercury, 165; Oldsmobile, 165; 
Dodge, 156; Pontiac, 140; Cadillac, 
100; Rambler, 85; Volkswagen, 8&4; 
Chrysler, 54; English Ford, 38; 
DeSoto, 37; Lincoln, 24; Volvo, 22; 
Renault, 20; Metropolitan, 16; Edsel, 
13; Imperial, 13; Triumph, 13; Opel, 
12; Studebaker. 10; MG, 9: Morris, 
8; Lioyd, 7; Simca, 7; DKW, 5, 
Mercedes-Benz, 5, and miscellane- 
ous, 32. 

New-truck registrations dropped 
from 289 in August to 269 in Sep- 
tember. By makes, they were: Ford, 
67; Chevrolet. 52; International, 51; 
GMC, 22; Willys. 20; Volkswagen, 
19; Dodge, 15: Mack, 10 White, 10; 
Autocar, 1; Divco, 1, and Goliath, 
1—(Sanford Markey.) 

* > = 


Washington, D. C. 


A total of 1,218 new cars were 
sold in the National Capital area 
during September, compared with 
1,510 a month earlier, for a decline 
of nearly 20 percent. 

By makes, September registra- 
tions were: Chevrolet, 264; Ford, 
225: Plymouth, 176; Oldsmobile, 53; 
Dodge, 50; Mercury, 48; Buick, 46; 
Rambler, 34; Pontiac, 33; Chrysler, 
28: Volkswagen, 26; Cadillac, 25; 
Fiat. 24; English Ford, 17; Hillman, 
17; Renault. 12; Vauxhall, 12; De- 
Soto, 10; MG, 10; Lincoln, 9; Metro- 
politan, 9; Simca, 8; Volvo, 8; 
Imperial. 7; Mercedes-Benz, 7; Mor- 
ris, 7; Studebaker, 6; Austin, 5; 
Opel, 5; Edsel, 3, and miscellaneous, 
34. 

New-truck registrations amounted 


to 175, compared with 172 a month | 


earlier. By makes, they were: Chev- 
rolet. 60; Ford, 56; GMC, 26; Dodge, 
12: International, 6; Diamond T, 5; 
Willys, 5; Divco, 3; Mack, 1, and 
miscellaneous, 1—(William UIlIl- 


man.) 
* . = 


Minneapolis 

New-car registrations in Henne- 
pin County (Minneapolis) during 
September totalled 1,640, according 
to Finance and Commerce, business 
newspaper. 

This was a decline of 22 percent 
from the previous month’s total 

of 2,094 and 39 percent from the 
year-earlier count of 2,689. 

Registrations for the first nine 
months amounted to 23,499, about 
15 percent below the comparable 
1957 period. 

Chevrolet continued to lead in 
new-car sales in September with 
439 registrations. Other makes: 
Ford, 272; Plymouth, 196; Buick, 
121: Pontiac, 101; Rambler. 82; 
Oldsmobile, 72; Dodge, 63; Mer- 
cury. 60; Chrysler, 42; Cadillac, 
35; DeSoto, 26; Volkswagen, 15; 
Studebaker, 12; Packard, 10; Lin- 
coln, 7; Edsel, 4, and miscellane- 
ous, 83. 

New-truck registrations during 
September totalled 147, compared 

with 205 in August and 210 in Sep- 
tember, 1957. By makes, registra- 
tions were: Ford, 47; Chevrolet, 38; 
International, 30; GMC, 9; Volks- 
wagen, 7; Dodge, 4; Willys, 4; Dia- 
mond T, 1; Mack, 1; Studebaker, 1; 
White, 1. and miscellaneous, 4.— 
(Donald M. Lyons.) 
” ” 


Houston 
September saw 2,439 new cars 














registered in Houston, or 17 per- 
cent fewer than the 2,948 counted 
a month earlier. 


New-truck registrations, mean- 
while, dropped 7 percent, from 477 
to 444, 

By makes, new-car registrations 
in September were: Chevrolet, 707; 
Ford, 591; Oldsmobile, 187; Buick, 
164; Plymouth, 155; Pontiac, 106; 
Cadillac, 69; Renault, 54; Mercury, 
53; Rambler, 51; Dodge, 38; Stude- 
baker, 29; Chrysler, 21; Volkswagen, 
20; Metropolitan, 19; MG, 19; De- 
Soto, 17; English Ford, 16; Volvo, 
16; Edsel, 14; DKW, 10; Hillman, 
10; Opel, 8; Vauxhall, 8; Willys, 
7; Lincoln, 6; Triumph, 6; Imperial, 
5; Peugeot, 5; Packard, 3, and 
miscellaneous, 25. 

New-truck registrations were: 
Chevrolet, 164; Ford, 157; Interna- 
tional, 65; Dodge, 17; GMC, 12; 
White, 9; Mack, 4; Volkswagen, 
4; Willys, 3; Reo, 2 Diamond T, 


1; Kenworth, 1, and miscellaneous, 
5.—(Ruby Fenoglio.) 
* * * 


Cincinnati 

A drop of 14 percent featured 
new-car registrations in Hamilton 
County (Cincinnati) during Septem- 
ber, according to figures compiled 
by the Cincinnati Automobile Deal- 
ers Assn. 

The month’s total was 1,890, com- 
pared with 2,206 a month earlier. 

By makes, registrations were: 

Chevrolet, 577; Ford, 395; Plym- 
outh, 173; Oldsmobile, 163; Buick, 
92; Mercury, 89; Pontiac, 69; 
Rambler, 67; Dodge, 38; Cadillac, 
29; Chrysler, 23; DeSoto, 18; 
Studebaker, 12; Edsel, 11; Lincoln, 
8; Imperial, 2; Willys, 1; Checker, 
1, and miscellaneous, 122. 

New-truck registrations num- 
bered 194 in September, up slightly 
from the August count of 167. 

By makes, registrations were: 


Ford, 59; Chevrolet, 56; Interna- 
tional, 35; Volkswagen, 12; GMC, 
11; White, 6; Willys, 5; Divco, 4; 
Mack, 3; Dodge, 2, and Reo, 1.— 
(Frank Kappel.) 
= 


* * 


Omaha 


Chevrolet regained first place in 
new-car sales in Omaha during 
September with 197 deliveries. Ford 
was second with 179. 

Other top sellers included Plym- 
outh, 60; Pontiac, 41; Oldsmobile, 
29, and Dodge, 28. 

The month’s total was 635, a 
decline of 21 percent from the 
previous month’s total of 868. 
Imports took nearly 10 percent of 
the total market with 64 sales. 

New-truck sales in September 
amounted to 88, a loss of nearly 24 
percent from the August total of 
115. Top sellers were Ford, 24; In- 
ternational, 22, and Chevrolet, 21. 


Dealers reported that customer | 


traffic has been unusually heavy in 
showrooms with ’59 models on deck. 
—(Arthur R. Oleson.) 

am = = 


Detroit 
A total of 5,403 new cars were 
sold in Wayne County (Detroit) in 
September, a decline of nearly 29 





— 


percent from the 7,589 registrations 
listed a month earlier. 

It was the lowest sales month in 
Wayne County since the early post- 
war month of June, 1946, when reg- 
istrations numbered 5,152. 

By makes, new-car registrations 
(with percent of market penetra- 
tion in parentheses) were: Chevro- 
let, 1,355 (25.08); Ford, 1,330 (24.62); 
Plymouth, 530 (9.80); Mercury, 347 
(6.42); Oldsmobile, 308 (5.70); Buick 
248 (4.59); Rambler, 201 (3.72); 
Dodge, 186 (3.44); Pontiac, 182 
(3.37); Cadillac, 156 (2.89); DeSoto, 
110 (2.04); Edsel, 67 (1.24); Chry- 
sler, 61 (1.13); Lincoln, 43 (0.80); 
Continental, 18 (0.33); Studebaker, 
13 (0.24); Imperial, 10 (0.19), and 
foreign, 238 (4.40). 

New-truck registrations num- 
bered 420, compared with 423 a 
month earlier. Registrations (and 
penetration) by makes were: 
Ford, 181 (43.10); Chevrolet, 93 
(22.14); Dodge, 40 (9.52); Inter- 
national, 22 (5.24); GMC, 21 
(5.00); Mack, 13 (3.10); Willys, 7 
(1.67); Autocar, 5 (1.19); Diveo, 3 
(0.71); White, 3 (0.71); Diamond 
T, 1 (0.24); Studebaker, 1 (0.24), 
and miscellaneous, 30 (7.14). 


For the first nine months, new- 
(Continued on Page 62, Col. 1) 





MORAINE PRODUCTS VITAL PARTS FOR AUTOMOTIVE 
PROGRESS. For almost a quarter of a century, Moraine Products 
Division of General Motors has served the automotive industry 
with key parts in many important areas. With better bearings, 
sintered metal parts, brake fluid and complete brake assemblies, 


Moraine engine bearings 
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Moraine porous metal filters 


Moraine sintered metal parts 
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Dealers Honor S-P Executive— 





Los Angeles zone Studebaker-Packard dealers gathered recently to say farewell 
to Corl V. Waltzer, zone sales manager who has since assumed a similar position in 


Portland, Ore. Gathered around the table, from left, are W. 


1. Simonson, Santa 


Monica; Bob James, Long Beach; Hans Yon Wasmer, Mercedes-Benz field representa- 
tive; Frank French, Los Angeles; Larry Wright, Monrovia; Lloyd Pearson jr., Pasadena; 
V. P. Schoetzow, S-P field service; Joe Nickertz, Newport Beach; Fred Brandt, Los 
Angeles; Lloyd Pearson sr., Pasadena; J. D. Morris, Bakersfield; Henry Mich, Huntington 
Pork, president, Los Angeles Metropoliatn Dealers Assn.; Lovise Keller, S-P zone 
executive secretary; Waltzer, Los Angeles zone manager; Mrs. Waltzer; Frank Afton, 
Inglewood; not identified; Noel Culpepper, zone administrative manager; John 
Schiada, car distribution manager; W. W. Appleby, Culver City; les Wood, South 
Gate; R. J. McPeak, Compton; E. L. Strop, El Monte; John Garrett, zone district sales 
manager; D. C. Knowles, Hollywood; Richard Moon, Hollywood; leo Schactmayer, 


Santa Monica and Ed James, Los Angeles. 








Across the Nation .. . 


Auto Dealer Changes 


Hanley Taylor, president of Tay- 
lors’, Inc. (Dodge-Plymouth), 19711 
Livernois, Detroit, became the first 
Chrysler Corp. dealer in Michigan 
to sign. a Chrysler Corp.-Simca 
dealer agreement. 

* 


Chevy Deals Add Olds 


New Oldsmobile dealerships in 
the Upper Midwest include Ander- 
son Chevrolet, Windom, Minn., 
headed by S. J. Anderson, and May- 
ville Motor Co. (Chevrolet), May- 
ville, N. D., headed by K. B. Fors- 


gren. 
* * 


Rootes Adds 7 Dealers 


Rootes Motors, Inc., has added 
seven dealers. They are: White Mo- 
tors, Fort Myers, Fla.; Ridge Im- 
port Motors, Lake Wales, Fia.; 
McCoy’s Garage, Lake Worth, Fila.; 
Community Motors, Mt. Holly, N. 
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N. J.; Palmetto Imports, Conway, 

S. C., and Town & Country Auto 

Sales, Inc., Parkersburg, W. Va. 
* + + 


Buick Signs Schesso-Hughes 

Schesso-Hughes, Inc. (Chevrolet- 
Oldsmobile-Pontiac), Shakopee, 
Minn., has been named a Buick 
dealership. Edward Schesso and 
Robert Hughes are partners in the 
firm. 

* = 


Goad Adds S-P Line 


Fred Goad Motors (Mercury), 
Birmingham, Ala., has acquired a 
Studebaker franchise. 

> * * 


2 Chevy-Olds Duals Named 
New Chevrolet and Oldsmobile 


| dealerships in the Upper Midwest 


are Cornell Motor Co., Cornell, Wis., 


| headed by Douglas Boles, and Han- | 


J.; Cars of the World, Newton,!son Motors Sales, LeSueur, Minn., 





to suggest but a few. One 1959 GM car alone contains 550 sep- 
arate parts supplied by Moraine Products! And the full picture is 
far wider. Last year Moraine Products produced more than two 
thousand different and distinct kinds of parts for cars, trucks and 
buses—as well as many others for non-automotive applications. 


Moraine friction materials 


Moraine power brakes 


Moraine brake fluid 
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Moraine brake assemblies 
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headed by Robert M. Hanson. Han- 
son bought out Tom Brown 
Chevrolet. 


* * * 


Dave Kirksey Opens Deal 


Dave Kirksey Motors has been 
named Chrysler-Dodge dealer for 
Bessemer, Ala. Kirksey formerly 
was associated with his brother, 
Wilson Kirksey, DeSoto-Plymouth 
dealer in Birmingham. 


* * * 


Michael Motor Adds Edsel 


Michael Motor Sales, 415 N. Main 
St., Dayton, O., has received an 
Edsel franchise and is the city’s 
only outlet for the full M-E-L line, 
according to Frank Vari, vice- 
president. 


* * * 


LaRiche Adds Rambler 


William M. LaRiche has added 
| Rambler to his Edsel dealership at 
12100 Detroit Ave., Lakewood, O. 
The company name has been 
changed to LaRiche Motors, Inc. 
LaRiche also heads a Ford and a 
Lincoln-Mercury dealership. 


= * * 


Haack Buys Bender 


Arthur C. Haack has purchased 
Bender Motor Co. (Mercury-English 
Ford), 2807 Olive, St. Louis. He has 
been associated with K. C. Bender 
in the firm for two years. Haack 
said the company name will not be 
changed. 


Summers Adds S-P Line 


Summers Edsel, Inc., Junction 
City, Kans. has been granted a 
Studebaker-Packard and Mercedes- 


Benz franchises. 
> > * 


Diamond T Adds Deal 


| Truck Sales & Service, 3226 W. 
| State, Rockford, IIL, has been 
granted a Diamond T franchise. 
> aca S. Burns heads the dealer- 
ship. 





Carroll Mercury Opens 

| Carroll Mercury Co. has opened 
| at 307-309 W. High, Mount Vernon, 
O. Carroll Solomon is president and 
| Jack Ostrander is vice-president 
j}and general manager. 

| * * * 


Berl Berry Builds 


Berl Berry Dodge expects to 
move into its new quarters at 7320 
Troost, Kansas City, by July 31. 
|The building will have 9,240 square 
|feet of floor space plus a 1,750- 
square-foot mezzanine. 
| > > > 


7 Dealers in Upper Midwest 


Add Makes to Their Lines 


Seven auto dealerships in the 
Upper Midwest have added new 
|lines. In addition, three new deal- 
erships have been set up in the 
area and two existing firms have 
| changed hands. 
| Kenneth A. Kambak, Aberdeen, 
S. D., purchased Mahlen Motors 
(Pontiac-Buick) at Webster, S. D., 
from Ed Mahlen. The dealership 
has been renamed Kambak 
Pontiac-Buick. 

Hugh Wing, operator of Wing 
Pontiac-Buick at Breckenridge, 
|Minn., has added the Vauxhall. 
Egner Johnson, owner of Johnson 
| Pontiac, also has added the Vaux- 
hall. 

C. Farr, a Buick dealer at Mar- 
|}shall, Minn. has received a fran- 
|chise to sell Pontiac also. He has 
renamed the firm C. Farr Buick- 
Pontiac Co. 

Owl Motors Co. (Ford), 201 Main 
| St., Winona, Minn., has added the 
Lincoln, Mercury and Edsel lines 
to its dealership, according to Fred 
G. Jackson, general manager. 

Wayne Nelson purchased the in- 
terests of Cap Nelson in Nelson 
Chevrolet, Inc., at Roseau, Minn. 

Ray’s Garage has been named a 
Dodge dealer at New Prague, Minn. 
Ray Mahowald is head of the firm. 

Peterson Mercury, 3815 E. Lake 
St., Minneapolis, has added the 
English Ford line. 

Goertz-Everson Motors 
(Oldsmobile-Cadillac) at Wadena, 
Minn., has added Rambler. 

Dowen Buick at Harve, Mont., 
has added the Pontiac franchise 
formerly held by Guy Stevens and 
changed the name to Dowen Buick- 
Pontiac Co. James Dowen heads 
the dealership. 

Lorenz Garage at Bowman, N. D., 
has been granted a franchise for 
Rambler. Ray Lorenz is head of 
the operation. 

Nordling and Fisher, Inc., has 
been named a Cadillac dealership 
at Havre, Mont. 














Rambler Dealers from coast-to-coast say 
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e Story Is The Same... 


“The new Rambler American Station Wagon Means An Even Greater Market Penetration For Us!” 
“Many of My Customers Asked For It. Now I Have It For Sale!”’ 
“More Than Ever, Makes Rambler The Sales Success Line For ’59!”’ 


At dealer meetings in Atlantic City—Fort Worth 
—Chicago and San Francisco, Rambler dealers 
and their sales staffs previewed the new 100-inch 
wheelbase Rambler American Station Wagon. 
And their enthusiasm was unbounded. 


They knew that here was the car that thousands asked 
for—all the world-renowned economy and han- 
dling ease of the famous Rambler American 
sedan, plus the extra room and station wagon 
utility so many growing families demand. 


They knew.that the 100-inch wheelbase Rambler 
American has the shortest turning radius of any 
American-built car—fits any parking space—yet 
carries five husky adults and has more than 50 
cubic feet of usable cargo space. 


They knew that the Rambler American offers fully auto- 
matic transmission— a real “sales plus” in the 
small car field! Thrifty, peppy 90 HP. Six-cylin- 
der engine that delivers record-breaking fuel 
economy mile-after-mile on regular grade gas. 

















y+Here’s Another Big Rambler Sales Success!” 
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Here’s Why More and More Dealers Each Month 
Are Joining the Rambler Success Parade! 


Rambler now stands ahead of all but 6 in sales . . . up 81% over last year. The 
swelling demand for the compact economy car can no longer be denied. Yet, 
almost every new model for ’59 (except Rambler) will be bigger, heavier, more 
costly than ever. Small wonder dealers are turning to Rambler to win back 
customers, to regain lost profits! 






SELL THIS CAR FOR ‘412 
AS LITTLE AS uonre 


Imagine! This 1959 Rambler American 
DeLuxe 2-Door Sedan at full suggested 
factory delivered price, equipped with 
Reclining Seats, White Sidewall Tires, and 
Windshield Washers — including finance 
charges at 6% on a 36-month contract, 
one-third down, for $41.37 a month. 

not include freight, insurance or state and 
local taxes. 


% Only Rambler dealers can sell a car for as little as $41.37 per month (see Rambler 
American 2-Door Sedan at right). 





% Only Rambler dealers have a full-range line that completely blankets the low-priced 
field: the thrifty Rambler American, the famous Rambler 6, the Rambler Rebel V-8, 
and the magnificent Ambassador V-8, plus the imported Metropolitan. 








% Only Rambler dealers have what more and more Americans want—the compact car 
with the best of both: Big-car room, small-car economy! 
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High ways & Safety eee 
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Unreasonable Laws 
Seen Accident Cause 


Unrealistic traffic controls can 
turn otherwise model citizens into 
law violators and unsafe drivers, 
according to Frederick W. Hurd, 
director of Yale University’s Bureau 
of Highway Traffic. 


Examples he cites are unwar- 
ranted traffic signals at intersec- 
tions having low traffic volume, 
arbitrarily low speed limits and 
unwise left-turn regulations. 
“Such impositions lead to driver 
impatience and, ultimately, to a cer- 
tain amount of cheating,” Hurd 
says. 

“Unreasonable traffic control 
measures are just not accepted by 
the public and obviously lead to 
unsafe practices. On the other 
hand, sensible controls developed 
by qualified traffic engineers have 


the logic and method of engineer- 
ing to traffic problems. 

His views on traffic controls 
and the story of the activity he 
directs are reported in Automo- 
tive Safety, a quarterly news bul- 
letin of the Automobile Manufac- 
turers Assn. 

Yale’s Bureau of Highway Traf- 
fic, the bulletin. states, is the na- 
tion’s pioneer graduate training 
center devoted entirely to traffic 
engineering. 

It conducts two-semester post- 


| graduate courses of classroom work, 


field projects, seminars and re- 
search designed to prepare men for 
top technical and administrative 


| positions in traffic engineering. 


Some 475 men have been gradu- 


@ proven record of promoting safe|ated in the 32-year history of the 


movement of vehicles and reducing | program and now fill 


violations.” 
Hurd said he believes in applying 





important | 


the U.S. and several foreign coun- 
tries, the bulletin adds. 

All instructors have been re- 
cruited from key traffic engineer- 
ing jobs in cities and states where 
notable progress in solving the 
complex problems of modern traf- 
fic has been made, the publication 
says. 

* > * 
Safety Council Pamphlet 
Gives Winter-Driving Tips 

Various aspects of winter driving 
—from how to prevent skids on ice 
to the value of snow tires and tire 
chains on winter roads—are pre- 
sented in a National Safety Council 
pamphlet, “How to Be a Better 
Winter Driver.” 

The pamphlet translates findings 
of the Council’s Committee on Win- 
ter Driving Hazards into easy-to- 
understand facts, the NSC said, and 
presents six tips for safe winter 
driving and a check list of what 
to do before winter sets in. 

* * * 


Pennsylvania Given Formula 
For Highway Improvement 


Pennsylvania can improve its 
highway system by keeping the 
State Highway Department out of 


traffic engineering posts in city,| politics and under administration 
state and Federal governments of | by career engineers, according to 













DRIVE CAREFUL- 
THIS ISA 

ONE HEARSE 

TOWN 


Sign seen in a Western town. 





J. Maxwell Smith, president of the 
Keystone Automobile Club. He 
urged the State to adopt policies 
recommended by the Automotive 
Safety Foundation. 


These include enactment of civil | 
service laws covering all perman-| 


ent highway department employes 


and separation of policymaking and | 





DeVilbiss Remote-Cup Method brings 
new ease and perfection to paint jobs 





Old Way cxpov 


puts over 5 lbs. of dead weight on the painter's outstretched 


THE DEVILBISS COMPANY 


combination filled with paint 


rm, testricting movement and causing fatigue. 


in cram 


-Barrie, Ontario * 


Here’s the first mojor advance in car-painting equipment in 


over a decade—the DeVilbiss Remote-Cup Method ! 


New ease—the Remote Cup lets you maintain proper gun 
angles to spray horizontal surfaces, undér rocker panels, or 
ped corners. Material supply in the idle hand reduces 
gun weight 60%. Greater capacity permits nonstop painting 
without laps from dry edges. 
More beautiful finishes — Exclusive five-way control balances 
fluid- and air-flow for all materials—lacquers, enamels, 
acrylics, primers, surfacers—to prevent orange 
spray, sandy finishes. Minimum overspray a elimination 
of rebound cut paint consumption. 


peel, dry 


Call your nearest distributor or jobber today for a demon- 
details. 


Toledo 1, Ohio 
London, England 
Branch Offices in Principal Cities 


‘ 


stration—or write direct for complete 


FOR BETTER SERVICE. BUY 


DeViLBiss 















administrative responsibilities in 
the department through a commis. 
sion-executive form of manage- 


ment. 
> 


M innesota Studies 
Proposed Changes 


In Traffic Laws 


A two-year study of Minnesota’s 
motor vehicle and traffic laws, con- 
ducted by a committee set up in 


1957 by Gov. Orville L. Freeman § 
and A. V. Rohweder, president of § 


the Minnesota Safety Council, hag 
been completed and several changes 
have been proposed. 

High on the list is an implied 
consent law which would require a 
person arrested for drunk driving 
to take a test to determine the 
alcoholic content of his blood. Re- 
fusal to submit to such a chemical 
test could lead to revocation of the 
driver’s license. 

Other proposed legislation recom- 
mended that examination be given 
upon renewal of a driver’s license, 
highway patrolmen be given further 
arrest powers following investiga- 
tion of serious offenses, garages be 
required to report vehicles which 
show evidence of having been in a 
reportable accident and drivers who 
damage fixed property be required 
to notify the property owner. 

The committee proposes to bring 
driver training schools under con- 
trol of the state department of 
education. It also recommends that 
a mandatory suspension of 30 days 
be imposed upon the first revoca- 
tion of license for all traffic of- 


| fenses. 


Periodic motor vehicle inspection 


| was recommended as well as the 


modernization of statutes covering 


| various equipment developed by the 


automobile industry. - 


Inspection Plan 


Is Recommended 


A Washington state legislative 
subcommittee has recommended 
that the vehicle safety inspection 


| program be resumed and that it be 


financed by car owners. 

The proposal calls for legislation 
to require all automobiles to be in- 
spected at private garages. The in- 
spection fee would be $1. 

This recommendation was drafted 
by the Washington highway com- 
mittee and will be presented to the 
full interim group in the near 


future. 
> > > 


Human Driver Will Test 


Safety Seat in Crashes 


A human driver will be sub- 
jected to two crashes at speeds 
of about 50 miles per hour to 
demonstrate a safety device devel- 
oped by Protect-O-Matic Corp., 
Tonawanda, N. Y. The tests will 
be staged Oct. 21 in Chicago dur- 
ing the National Safety Council 
Congress and Exposition. 

The driver will not wear a seat 
belt or harness. Protect-O-Matic 
said its safety device incorporates 
a hydraulic system that tilts the 
front seat back and slides it for- 
ward when a “trigger bar” 
mounted on the bumper is struck. 
This tilting and sliding sequence 
is said to perform a scooping mo- 
tion that prevents occupants from 
lurching forward to strike the 
steering wheel, instrument panel 
or windshield. 


MacDonald Fund Sponsors 


Include Hoover, Truman 


Herbert Hoover and Harry S&S. 
Truman, two of the seven Presi- 
dents under whom the late Thomas 
H. MacDonald served as adminis- 
trator of the Federal road program, 
head a list of 400 public figures and 
business and professional men 
sponsoring a drive to create a per- 
manent memorial to the “father of 
the Nation’s modern-day highway 
system.” 


The campaign seeks to raise $1 
million to finance the Thomas H. 
MacDonald Chair of Transportation 
at Texas A. and M. College. The 
funds will help finance transporta- 
tion research and leadership train- 
ing which he initiated at that in- 
stitution in 1953. 


Phillips Deal in New Home 

Joseph Phillips Co., Inc. (English 
Ford), has opened in its new home 
at Prince and Fairfax Sts., Alex- 
andria, Va. 
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Roundup from State Capitals... 
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Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
Of fpr safety will be one of the major issues con- 
fronting Legislatures next year. Meanwhile, it is the 
subject of study in many states by legislative committees 


and citizen groups. 


The highway safety subcommittee of the Washington 
o> 


State Interim Highways Com-¢ 
mittee recommended resump- | 


tion of compulsory vehicle | 
inspection at State-designated pri- 
vate garages. 7 

The legislation would require that | 
all vehicles pass an inspection be- | 
fore new licenses 
are issued, Cars| 
involved in acci- 
dents would have 
to be inspected 
before they could 
be used again. An 
inspection fee of 
$1 would be au- 
thorized. 

Washington) 
previously oper- 
ated an inspec- 
tion program 
through State-operated testing 
lanes, but.the program was aban- 
doned several years ago for lack 
of funds. 


i 





Bethune Jones 


* * * 


State Driving Fund Sought 
NOTHER subcommittee of the 
Washington group recom- 

mended State support for driver 

training in public schools. The plan | 
would be financed by adding $1 | 





each traffic violation fine of $10 or 
less, except parking violations. The 
fee for temporary instruction per- 
mits for student drivers also would 
be increased from 50 cents to $1, 
and students taking driving courses | 
would be required to pay a fee, 
probably $10. 

Other measures expected to come 
before the Washington Legislature 
next year include a proposal by 
State Patrol Chief Roy A. Betlach 
for a special operator's license for | 
drivers 16 and 17 years old which 
could be suspended easier than 
present permits. | 

The permit would be suspended 
until the driver became 18 upon 
the first conviction or bond for- 
feiture for a traffic violation or 
criminal offense involving the use 
of a vehicle. A serious violation or 
an accumulation of offenses is nec- 
essary for suspension or revocation 
under the present practice of li-| 
censing teenagers as adults. 

A harsher plan for young driv- 
ers has been proposed by Attor- | 
ney General John J. O’Connell. 
To curb juvenile crime, he said | 
he would seek legislation to re- 
fuse 16 and 17-year-olds the right | 
to drive. 

Recommendations drafted by a| 
committee of the League of Min-| 
nesota Municipalities for consider- | 
ation by the 1959 Legislature in-| 
Clude a proposal for a compulsory | 
vehicle-inspection law. 

Also urged by the same group | 
are an implied consent-test law for | 
drunk drivers, an increase in the 
misdemeanor fine from $100 to 
$300; revision of rules of the road 
to conform with the national uni- 
form code, and provision that ju- 
venile traffic violators be prose- 
cuted in adult courts. 


Fla. Faces Inspection Law 


LORIDA lawmakers next year 

are expected to receive a pro- 
posal for a compulsory vehicle- 
inspection law. Although such bills 
have been rejected in the past, 
State Treasurer J. Edwin Larson, 
who heads the Florida Citizens Ad- 
visory Committee on Highway 
Safety, believes the State now is 
Teady to accept such a program. 
Several Florida municipalities al- 
ready require motor-vehicle inspec- 
tion. 

The committee has made a 
number of other recommenda- 
tions, including one which would 
double the driver’s license fee to 
$2.50 to finance an expanded 
driver-education program in pub- 
lie schools and an increase in 
State Highway Patrol personnel. 
To curb drunk driving, the com- 








mittee urges enactment of an “im- 
plied consent” law under which 
every licensed driver would agree 
to submit to a chemical test if ar- 
rested on suspicion of drunk driv- 
ing. 

Other proposals by the Florida 
committee include: Legalizing use 
of radar equipment; reexamination 
of drivers involved in traffic acci- 
dents; require that all new resi- 
dents in the state pass a Florida 
driving test, and require that driv- 
ers under 18 pass an approved) 
driver-education course and exam-| 


ination before being issued a li- 
cense. 
* oe * 


N. Y. Maps Changes 
A NEW YORK Joint State Legis- 

lative Committee on Traffic Vi- 
olations has been conducting hear- 
ings throughout the state prepara- 
tory to drafting recommendations 
for the Legislature. It has heard 
proposals that driver’s licenses for 
16-year-olds be banned and that 17- 
year-olds should not be granted 
licenses unless they had completed 
driver-training courses. Junior li- 
censes in New York are now valid 
only in daylight hours and cannot 
be used in New York City. 

Other proposals suggested to 
the group would make 30 miles 
an hour the lowest maximum 
speed limit on any highway in 
the state; permit suspension of 
driving licenses for convictions 
or forfeiture of bail in other 





states; and provide that revoca- 
tion of licenses be mandatory 
after a second speeding convic- 
tion. 

Recommendations approved by 
the Pennsylvania Governor’s Traf- 
fic Safety Council for legislative 
consideration include a measure 
which would make radar available 
to the State Police and ail duly 
established full-time police depart- 
ments. 

Also advocated by the group is 
a law for adoption of chemical tests 
to determine the degree of intox- 
ication. Another recommendation 
calls for use of a uniform traffic 
ticket wherever a central traffic 
court is located or may be estab- 
lished. 

Appropriation by the 1959 Okla- 
homa Legislature of an additional 
$4 million to add 270 new highway 
patrolmen by 1963 has been urged 
by Gov. Raymond Gary’s public 


safety committee. 
* - * 


courses in every school district in 
the state. Costs would be met by 
doubling the driver’s license fee 
from $2 to $4; chauffeur’s licenses 
from $2 to $3, and instruction per- 
mits from $1 to $3. 

Gov. Loveless of Iowa has an- 
nounced he will recommend legis- 
lation for a 50-mile-an-hour speed 
limit for the state’s rural and 
secondary roads, and a 170-mile 
limit on regular highways. The 
Legislature last year enacted a 
law imposing a 60-mile night 
speed limit, but left unchanged a 
daytime limit of “reasonable and 
proper.” 

Other measures slated for con- 
sideration by the 1959 Legislature 
include a proposal by State Safety 

Commissioner Russell I Brown 
that would require teen-agers to 
pass a driver-education course to 
qualify for a driver’s license before 
their 18th birthday. Iowa teen-agers 
now can get a driver’s license as 
soon as they reach 16. 
Drieer Treinina Pond d Under Brown’s plan schools 
g& ere wouldn’t be required to offer the 

N IDAHO, committees of the! course. The State would support the 

Boise Chamber of Commerce! cost of such courses at the rate of 
have been considering proposed | $25 per pupil. State funds for this 
driver-training legislation for sub-| purpose would be raised by a spe- 
mission to the Legislature. The plan| cial “driver-education fee” of $1 
calls for mandatory driver-training (Continued on Page 41, Col, 1) 













































How’a you like to avoid customer complaints about erratic 


brakes in wet weather . . . brakes that either “grab” or lose their 





stopping power completely. Or the kind of brakes that “lock- 
up” in humid weather? You can be a hero . . . save yourself 





headaches . . . by combining your expert workmanship with the 
top quality of J-M Custom Four-Star® Linings! 


The secret of the superior performance of J-M linings is this: 
They’re made of a wet mix of metallic-impregnated asbestos 
fibres densely compounded to resist moisture.. And they’re 
patiently cured by the combination of both hydraulic pressure 
and oven baking at controlled temperatures. Result: a brake 
lining that maintains its frictional stability under any driving 
conditions. .Now’s the time to order! For the name of your J-M 
distributor write Johns-Manville, Box 60, New York 16, N. Y. 


Backed by the name known fo millions of car owners! 


JOHNS-MANVILLE 


M 

















Ad Executive Retires— 


A. Roy Barbier, vice-president and Cadillac account executive at MacManus, John 
& Adams, Inc., Bloomfield Hills, Mich., who retired after 42 years in automotive adver- 
Shown, from left, are John R. MacManus, 
senior vice-president; Ernest A. Jones, president; Barbier; W. A. P. John, advisory 
committee chairman, and Charies F. Adams, executive vice-president. 


tising, was honored by fellow workers. 


By Martin L. Whitmyer 
‘ Staff Writer 
The Saturday Evening Post is 
presenting the case for national 
magazine advertising to automobile 
dealers across the country. 

Developed by James W. Gava- 

gan, vehicle marketing manager 
for the Post, the visualscope pres- 
entation aims to explain the 
power and economy of national 
magazine advertising from the 
dealers’ standpoint. 

“We're challenging the dealers’ 
misconception that they could do a 
better advertising job locally if car 
manufacturers gave them their pro- 
rated share of national advertising 
money,” Gavagan said. 

Gavagan, who has been in the 
auto business since 1941, the past 
12 years with Buick, counters the 


| dealer objection by breaking down 


each individual dealer’s prorated 
share of an advertisement in a na- 
tional magazine. He points out to a 
Philadelphia dealer, for example, 
that his prorated share would be 


Affecting Factories and Dealers .. . 


Auto Advertising 
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$6. “How much advertising can you 
get for $6?” Gavagan asks. 

Entitled “The Automotive Busi- 
ness and the Saturday Evening 
Post,” the presentation uses a 
reverse screen projection and is 
supported by Post cartoons and 
art work. 

“This isn’t a pitch for advertising 
agencies,” Gavagan points out. “It’s 
for the automobile dealer and his 
salesmen, delivered in their lan- 
guage, so that they will have a 
better understanding of the vital 
role magazines play in this busi- 
ness.” 

The presentation is now being 
given to dealer groups in California, 
Wisconsin and Ohio. Requests for 
the presentations should be directed 
to Gavagan at the magazine’s office, 
Independence Square, Philadelphia. 


> * * 


New Dodge Ad Campaign 


A comprehensive new advertising 
and merchandising campaign for 
the 59 Dodge has been announced 
by W. D. Moore, director of adver- 














DO THE JOB RIGHT 


TO COVER THE WHOLE 
DELAWARE VALLEY, YOU NEED 





The men who pilot huge ocean liners rely on the sturdy 
tugboat to bring them home every time. Choice of the 


proper vehicle is as vital to seamanship, as it is to 


successful advertising. 


When it comes to choosing the proper vehicle for a 
heavy-duty sales message, top national advertisers 
are pretty seasoned salts. Many of them will testify 
with pleasure that best newspaper coverage of Delo- 
ware Valley's rich eastern half is offered solely by a 


power-packed pair of local papers, the CAMDEN 
COURIER-POST and the TRENTON TIMES. They sell 
best where coverage is tailored to audience (local 
papers “where all buying and selling is local") and 
where rates are trimmed to suit the most modest of 
budgets (just 63c a line for both papers). Sound 


reasonable? Let's talk. 


IT PAYS TO CROSS THE DELAWARE 





TRENTON TIMES 


Established 1883 


CAMDEN COURIER-POST 


Established 1875 


Represented nationally by GEORGE A. McDEVITT CO., INCORPORATED 
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tising and sales promotion for the 
company. 

Moore said the advertising cam- 
paign, based on the theme “The 
Newest of Everything Great—The 
Greatest of Everything New,” will 
be an all-media drive, including 
newspapers, magazines, radio, 
television and transportation out- 
lets. 

More than 2,600 daily and weekly 
newspapers will carry Dodge an- 
nouncement ads featuring art work 
showing the new swivel front seats 
and the Custom Royal four-door 
Lancer, while four-color Dodge ads 
will appear in 11 general interest 
magazines—the Saturday Evening 
Post, Life, Look, Time, Newsweek, 
U. 8. News & World Report, Sports 
Illustrated, Ebony, Farm Journal, 
Holiday and Cue, and several trade 
magazines, including Automotive 
News, Motor News, NADA and the 
Southern Auto Journal. 

Spot radio campaign will include 
approximately 200 stations in about 
131 markets, and the network radio 
campaign will include about 400 
stations in some 275 markets. The 
Lawrence Welk Saturday Night 
Dodge Show will highlight the tele- 
vision campaign. 

Transportation ads will include 
more than 1,900 showings of king- 
size posters and more than 500 dis- 
plays of two-sheet posters. 

In addition, all Dodge dealers will 
be furnished with a file containing 
basic material for them to use in 
preparing local ads to supplement 
the national campaign. The kit in- 
cludes newspaper headlines and 
copy, ad mats, scripts for radio and 
television spots and order forms for 
television films and additional mats. 

Merchandising materials for the 
"59 Dodge include numerous pieces 
of literature for dealers and sales- 
men, flasher displays, wall plaques 
and stereoviewers which show the 
car and components in three dimen- 
sions and full color. 

7 > > 


Look Focuses on Autos 


In an article picturing the 1959 
models of cars placed on the mar- 
ket this month, and giving glimp- 
ses of additional models to be 
introduced in November, Look 
magazine’s Oct. 28 issue focuses 
attention on the importance of the 
automotive industry to the eco- 
nomic health of the entire nation. 

The article, entitled “New Cars” 
and written by Siler Freeman, bus- 
iness editor of Look, sees a return 
of public confidence in the eco- 
nomic future that could boost auto 
sales in 1959. 

> 


Renault Goes on TV 


Renault, Inc., is sponsoring a 
weekly television series entitled 
“Small World” with Edward R. 
Murrow, over the CBS television 
network on Sundays. 

Renault’s entry into network tele- 
vision marks the first time that an 
imported car manufacturer has 
sponsored a national television 
show. 


> * > 
M] & A Promotes Adams 

Charles F. Adams has been 
elected executive vice-president of 
MacManus, John & Adams, Inc., 
Bloomfield Hills (Mich.) advertis- 
ing agency. Adams has been execu- 
tive assistant to the president. 

In addition to his new adminis- 
trative duties, Adams will continue 
to head up the Cadillac account 
group. Adams joined the agency 
in 1949. 


* > = 
NBC Booklet Available 

How television can help an ad- 
vertiser with a high-priced durable 
product reach and inform prospects 
and bring them to the point-of-sale 
is illustrated in a new booklet 
being distributed by the research 
department of the National Broad- 
casting Co. 

Entitled “Roadsigns to Sales,” the 
booklet outlines NBC’s 1957 survey 
of 4,500 automobile shoppers, buy- 
ers and dealers. It also shows how 
people who view television pro- 
gramg sponsored by durable-goods 
advertisers buy the advertised 
make at a higher rate than to non- 
viewers. 

Copies of the booklet are avail- 
able on request from the Research 
Department, NBC, 30 Rockefeller 
Plaza, New York 20, N. Y. 

> 


Names 


A. Jay Segal, New York advertis- 
ing manager of TV Guide maga- 
zine, has been appointed advertis- 
ing manager of regional editions 
with headquarters in Radnor, Pa. 








| Laminated 
Safety Glass 


“Conquest 





Used in all windows 
of the Cornell-Liberty 
Safety Car 


(LSG) 


The experimental Cornell-Liberty Safety Car 
incorporates a number of revolutionary safety 
features. Many of these may not appear on 
standard cars for some time to come. One feature, 
however, has long been standard equipment in 
American-made cars— Laminated Safety Glass. 
The only windshield glazing that meets the 
specifications of the American Standards Asso- 
ciation, LSG is in all the windshields of the cars 
you sell. Most U.S. makes also have side vents 
and windows of Laminated Safety Glass. The 
experimental safety car, developed by Liberty- 
Mutual Insurance Company and Cornell 
Aeronautical Laboratory together with other 
contributors, has LSG all around. Some of the 
other more unusual safety features built into 
this prototype vehicle are: 


x Driver sits in center of 
Laminated Safety Glass 
windshield with 180° unin- 
terrupted vision . .. controls 
car in much the same way 
as steering a sled. 


. Padded instrument 
panel is moved in towards 
driver to hold him snugly 
and safely in driver’s seat. 
Gear shift is controlled by 
punch buttons as are lights, 
horn and turn signals. 


3. Doors hinge like those 
on telephone booth and slide 
on track for extra crash 


safety and lateral strength 
. +. give roomy exit. 


Laminated Safety Glass has been used for many 
years by safety-conscious automobile manufac- 
turers because of its proven contribution to 
automotive safety. With its unique “‘sandwich’’ 
construction, two pieces of glass bonded together 
by a tough, transparent sheet of plastic, LSG 
resists shattering, reduces hazard of flying glass. 
LSG also “‘gives’’ with a blow, thus cushions 
shock of impact. In case doors are jammed, LSG 
can be knocked or kicked out of a window frame 
to provide emergency exit. LSG can always be 
identified by the distinctive “‘line’’ running 
along exposed window edges. The “‘line’’ is the 
plastic safety layer Monsanto supplies 

to leading glass companies for making LSG. 


NRTA 





For more information on LSG or the 


Cornell-Liberty Car, write to: 
Monsanto Chemical Company, Plastics 
Division, Room 611, Springfield 2, Mass. 
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Service Management. 
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New GM Owner Plan 
Will Combat Problems 


Of Maintaining Vehicles 


ENERAL MOTORS has taken 
a long step forward in an 
attempt to solve several of the 
problems attendant on the delivery 
of a new vehicle in the inauguration 
of an Owner Protection Policy that 
for the first time spells out in detail 
the responsibility of the manufac- 
turer, the dealer and the owner in 
the purchase of a new vehicle. 
This program will be introduced 
by all car and truck divisions 
with the delivery of their 1959 
products. A booklet which con- 
tains all elements of the program 
will be placed in the glove com- 
t of each new vehicle. 
This booklet will be in addition 
to the customary vehicle operating 
> 


> > 


Owner Protection Pian— 





manual and will outline the new 
corporation vehicle warranty and 
its new form of application. 
Starting with the 1959 models, 
the warranty of each division will 
be extended to the selling dealer 
and the dealer “as seller thereof 
and not as agent of the manufac- 
turer, gives purchaser a like war- 
ranty.” Thus the warranty, instead 
of being extended to the buyer 
direct as in the past, is now di- 


| rected to the selling dealer and by 


him to the customer. 
> . * 
HE New Owner Protection 
Policy is designed to help the 
owner protect his investment in 
the vehicle through regular care 





and maintenance and takes the load 
off the dealer’s shoulders by spell- 
ing out in twelve 1,000-mile safety 
maintenance coupons just what the 
corporation feels is the minimum 
service the vehicle should get to be 
kept in top operating condition. 


These maintenance coupons not 
only spell out to the dealer’s serv- 
icemen the things that should be 
done on the vehicle at the mileage 
shown on the coupon but also more 
importantly emphasize to the owner 
the services that the modern ve- 
hicle with its higher compression 


engines and automatic devices ac- 


tually needs. 
This should, in itself, relieve the 


dealer and his service manager | 


from any hint on the customer’s 
part of trying to sell the customer 
a “package” every time he comes 
in, a lot of service work that the 
customer doesn’t think necessary. 
Each of the 12 maintenance 


| pages also is headed by a lubrica-| 


tion. This means, to the dealer who 
endeavors to implement this pro- 
gram properly, that he will have an 
opportunity for one of his men to 
inspect the vehicle carefully for 
needed service at least once a 
month for the first year that the 
car is in the hands of the new 
owner. 
- . 7 
Educational Advantage 
ALSO means that the dealer 
will have the opportunity, again 
if he implements this program 
properly, to educate his customers 


into the habit of coming back to| 
| him for their service needs. 
But inasmuch as there is nothing | 


in the “policy” that forces the cus- 


Buyers of General Motors products in the 1959 model yeor will receive this material | tomer to come back to the dealer, 
under a new Owner Protection Policy. The program spells out roles of the factory,| it will be up to the dealer to imple- 


dealer and owner in keeping the new vehicle in top operating condition. 


Service Outlets 
Are Missing Sales 


Trend Attested 
By New Survey 


7s October bulletin of the 
American Automobile Assn. car- 
ries the results of a survey that 
indicates that the lack of selling 
needed service work may not rest 
entirely with the franchised dealers. 


The service job tickets were $10.83 
and $8.64 parts for 1958 com- 
with the 1957 record of $10.56 

labor and $8.14 for parts. Thus 
labor was up 27 cents and parts 
were up 50 cents. 

The average repair order of two 
representative dealer groups was 
$19.66 for the first six months of 
1958, as against $18.90 for the same 

in 1957, an increase of 76 


dealers’ customer labor 
average for the first half of 


| 1958 was $8.78 compared with $8.22 


(Continued on Page 35, Col. 1) 


Wheel Balancer Is a ‘Magnet’ 


yaa balancing can be added | 
to the lube hoist and tuneup) 


as an additional source of service 
business, according to a survey by 
Stewart Warner distributors who 
called on hundreds of owners of 
Alemite wheel balancers. 

These owners represented oper- 
ators of filling stations, car deal- 
ers and independent shops. 

The survey found that wheel bal- 
ancing is more than a single profit 
source; it’s an operation that re- 
sults in turning up other needed 
work. 

The survey also indicated that the 
wheel balancer is a visual selling 
tool. Car owners who see a wheel- 
balancing job being done in the 
shop may want the wheels on their 
car or truck balanced too. 

7 * * 


Results Convincing 


HILE results of the survey 
were termed “not all inclu- 
sive,” they seem to be convincing 
and do throw a new light on the 
importance of the wheel balancer 
and wheel-balancer service in both 
the shops of the dealer and in- 
dependent station. 
Dealers in 28 states are repre- 


NEW PRODUCTS 
Page 50 


(Continued on Page 31, Col. 1) 


sented in the survey tabulation. 
Despite the “upgrading” infiu- 


ence of the top 10 percent of the 


shops, the median number of 
jobs-per-month was 22. The top 
” > 


Business Booster— 


Paul A. Linton, left, parts manager, and 
Emery Kendall, center, service manager, 
Indianapolis Nash, Inc., watch George 
Cooper as he balances a car wheel. Linton 
said use of the balancer has brought the 
firm a big front-end business, The firm 
does more than 300 balancing jobs a 
month, he said. 





I GOT quite a pleasant surprise 
good dealer friends to find out how 
they were going to implement the 
new General Motors protection pol- 
icy. Due to the merry-go-round I 





| get on at this time of the year— 
| previews, conventions and other 
|weight-increasing shindigs—I had 
|to do my spot check before many 
|of the dealers I called even had 
|\the policy explained to them by 
their own divisions. And very few 
had formulated any idea as to how 
they were going to handle it in 
their shops. 

Just for the record, most of 
the dealers I called were what we 
loosely term “volume” dealers 
who for the past few years, with 
some notable exceptions, were 
not too enthused about their serv- 
ice department “take.” 

They had been doing all right on 
the vehicle-sales front, and like 
many dealers across the country 
had forgotten they were running a 

department store and thought only 
in terms of the specialty shop. 

In other words, their major at- 
tention—in fact their attention al- 
most to the exclusion of everything 
else except their “iron yard”—was 
glued to their new-vehicle sales 
| barometer. 
| The big surprise came when these 
| dealers started telling me how they 
| were putting their service depart- 
ment back into business. 

> > > 


None Singing Blues 

yas weren't singing the blues 
about the state of business. 

They were all “on the beam” and 

indicated by their enthusiasm and 

desire to tell me about their activ- 


ities that they had finally come) 


down to earth and were realizing 


| quartile, however, show an aver- 
| age of 110 jobs a month. 

The average cost to the car 
;}owner was $6.29 a job, the survey 
reported. 

The survey also showed that 71 
percent of the shops had increased 
tire sales since they bought a wheel 
balancer, 12 percent of the balanc- 
ing jobs result in an on-the-spot 
tire sale and 14.7 percent of the 
balancing jobs result in tire sales 
later, due to the need revealed dur- 
ing the balancing operation. 

These results varied widely as to 
the type of shop. Filling stations 
‘and fhdependent garages, which 
usually balance wheels on older 
cars, were highest in tire sales. 
Car dealers had lower sales because 
they balance a higher percentage of 
wheels on new cars. 

om = 7 

A mone all shops in the survey 

lubrication was the top profit- 
making service, followed by wheel 
balancing, tuneup, brake work, 
alignment, tire sales, tire repair, 
body and fender work, battery 
sales and service and car washing. 

A breakdown, however, showed 
that car dealers’ top profit 
sources were tuneup, brake work, 
body and fender and alignment, 
wheel balancing, lubrication, bat- 
tery sales and service, wash and 

(Continued on Page 34, Col, 1) 


|that they made customers or lost 
when I called a number of my|them at the back door and not on 


the showroom floor. 


Practically every one was put- 
ting pressure on his lubrication 
department, because most deal- 
ers realize that lubrication is the 
“soda fountain” or “cigar coun- 
ter” of their service business, the 
department that pulls customers 
into the shop most often. 


Too bad more dealers haven’ 
come to realize that the lube hois 
also should be the source of “plus” 
sales for the rest of the service 
|department and man the lube 
|department with a good mechanic 
trained to note needed service as 
|he goes about his job. Of course, 





|they also must have a system for 
|getting this information to both 
the customer and the service man- 
lager or order writers. 


| And too this information should 
get into the followup system, be- 
|cause many of these needed serv- 
ices will not be performed while 
|the car is in the shop when the 
needed work was noted. 
> > > 


| Acquaintanceship Renewed 


At THE Mercury-Edsel-Lincoln 
new-model introduction to the 
| press, I had occasion to renew an 
|acquaintance with Mickey Griffen, 
|the young lady employed by Mulli- 
|gan Mercury, Dearborn. She drove 
ithe “lady-driven” Lincoln in the 
|Mobilgas Economy Run. Already 
|she is looking forward to next 
|year’s run and wondering if Mel 
|Alsbury will give her a chance to 
|repeat in the “endurance contest.” 


Meeting Mickey brought to 
mind the economy contest Amer- 
ican Motors Corp. put on at its 
new-model press party. 

AMC had developed an “obstacle” 
course for the auto writers to drive 
with a standard-transmission car. 
The course included a short, steep 
incline with a full stop at the top, 
a simulated school zone and other 
speed-control areas. The car used 
was a standard four-door Amer- 
ican. 


The winners got really excep- 
tional mileage when one considers 
that practically all of them nor- 
mally drove cars equipped with 
automatic transmissions and were 
not trained for economy driving. 


The winner, August Langfelt, of 
(Continued on Page 32, Col. 1) 





Minnesota Marking 
Auto Inspection Month 


ST. PAUL.—A proclamation 
designating October as automo- 
bile inspection and repair month 
has been issued by Gov. Orville 
Freeman. Every Minnesota driver 
is being urged to give special 
attention to the need for proper 
brakes, turn signals, tires, lights 
and wheel alignment to eliminate 
defective vehicles from streets 
and highways. 

The proclamation pointed out 
that traffic accidents last year 
cost Minnesotans $82,000,000, not 
counting life loss and injuries. 
Auto dealers, the Independent 
Garage Owners of Minnesota, 
Inc., and parts jobbers are back- 
ing the campaign. 
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Aluminum hood with integral grille, 


ribs and cowl air intake louvers de- 
signed in a single aluminum stamping. 





Integrated Aluminum Hood Panels 


The Finest Products 
Made with Aluminum 





Pu 


Ta UA ELIE, 


and Deck Lids 
permit cost-saving designs... 
add beauty and reduce weight 


in tomorrow’'’s fine cars 


How and why Aluminum 
and the Integral Design Concept 
offer important advantages 
in hood panels and deck lids 


As an example of integral design possibilities, 
illustrated on the front side of this page is an 
aluminum hood with integral grille and ribs in 
a single aluminum stamping. Following stamp- 
ing, the bright areas can be brightened chem- 
ically or mechanically and the entire panel 
anodized. The bright areas can then be masked 
and the panel painted to match adjacent body 
colors. Paint films adhere remarkably well to 
anodized aluminum. The excellent forming 
characteristics of aluminum sheet permit com- 
plex stampings which result in increased 
strength as the metal is cold worked. 

Similar techniques and the same general 
design approach can be employed in the rear 
deck lid. Stamped ribs can be incorporated in 
the lid to provide additional stiffening. Script, 
V-emblems, crests or other ornamentation 
including tail lamp components and orna- 
mental wheel cover can be included in the 
stamping die. 

This integral concept provides important 
cost-reducing possibilities through the reduc- 
tion in the number of components normally 
associated with such construction. Light 
weight of the panel with simplification of hing- 
ing and counter balancing mechanisms is 


Reynolds Aluminum 


the metal for automation — 


REYNOLDS G22 ALUMINUM 


See Reynolds “Integral Design with Aluminum" display at the American Society of 


another advantage. And integration also pro- 
vides cost reduction possibilities by reducing 
amount of tooling required. 

Weight saving is another advantage of alu- 
minum in these body element applications. 
Weight saved by aluminum panels can run up 
to 50 to 65%. Aluminum body panels also 
can reduce overall body weight and lower the 
center of gravity, thus providing improved 
performance and stability. 

On this type of application and on countless 
others, Reynolds Aluminum Specialists will be 
glad to work with you to help you get the 
very most from the aluminum you use. For 
details on this service and on aluminum mill 
products and fabricated aluminum parts and 
trim, call your nearest Reynolds Office. Or 
write Reynolds Metals Company, Fisher Build- 
ing, Detroit 2, Michigan or P.O. Box 2346-MV, 
Richmond 18, Virginia. 


NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not deter- 
mine part costs. New techniques and processes—ap- 
plicable only to aluminum—can give you a better 
product at a lower final cost. 


The Finest Products 
Made with Aluminum 


Body Engineers Convention, Rackham Educational Memorial, Detroit, Oct. 22, 23, 24. 
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OQwner Plan Aids Maintenance 


(Continued from Page 28) 


ment this program by selling its 
merits to the customer at the time 
he sells him a new vehicle. 


Four Maintenance Verification 
Vouchers are also included in 
each booklet to be used only if it 
becomes necessary to make a 
warranty adjustment. After such 
an adjustment is made the owner 
of the vehicle is requested to sign 
one of these vouchers and give it 
to the dealer. 

The dealer in turn is required to 
attach this signed voucher to every 
AFA that is passed on to the fac- 
tory for credit. Unless one of these 
verification vouchers accompanies 
the application for adjustment the 
adjustment will not be passed until 
the entire transaction has been re- 
viewed by the zone service man- 


ager, in most divisions. 
* . * 


a the Owner Protection 
Policy booklet is different for 
each division, each booklet provides 
a spot on the stub of each main- 
tenance coupon for a record of 
where the service was performed, 
at what mileage, the date, repair 


order number and the name of the 
dealer representative. 


Thus the owner will have in- 
disputable proof that he has car- 
ried out his responsibility in the 
maintenance of his vehicle in 
case he has to require warranty 
service. 


Each booklet will be numbered 
and will carry the name and ad- 
dress of the buyer, the model and 
serial number of the vehicle, the 
name and address of the selling 
dealer and must be signed by either 
the dealer or his authorized repre- 
sentative. 


Thus, in case the customer needs 
warranty service, the booklet will 
identify him as the owner of a 
vehicle entitled to such service and 
show by the signed stubs that the 
owner has provided his car with 
the maintenance service it should 
have had. 


No Penalty Attached 


ILE the booklet endeavors to 
sell the owner on having his 
dealer do this maintenance service, 
there is no penalty for noncom- 
pliance. The owner can take his 
vehicle anywhere he wishes for the 
maintenance services suggested, as 
long as the owner has the servicing 
shop sign the stub and fill in the 
data requested. 
Thus, it will be up to the selling 


Tire Study Shows 
24 Million Cars 
May Be Unsafe 


WICHITA, Kans.—Almost 24 mil- 
lion autos in the U. S. are rolling 
on unsafe tires if findings in a 
study of condition of tires on Wich- 
ita’s 120,000 registered cars are 
projected to the nation as a whole. 

The study was sponsored by the 
Inter-Industry Highway Safety 
Committee and conducted by mem- 
— of the Wichita Tire Dealers 

n. 


In a check of more than 36,000 
cars in every community and in- 
dustrial parking lot in the city, 
inspectors found that four of every 
- cars checked had some tire de- 
ects. 


“The most shocking fact was 
that inspectors found 6,500 vehicles 
on which tire damage was danger- 
ous in the extreme,” said Frank P. 
Lowrey, study coordinator. 


“One or more tires on these cars 
had been so badly cut or bruised by 
impact with curbs, stones or chuck- 
holes, or had been so badly flex- 
cracked that it would have been 
unsafe to drive them at minimum 
city speed limits,” Lowrey said. 

He said the study indicated two 
things: 

1. Too many motorists are trying 
to squeeze unsafe mileage out of 
their worn tires. 

2. Too many drivers fail to 
realize the need of frequently 
checking tire conditions for signs 
of misaligned wheels resulting from 
hitting curbs and other obstacles. 








dealers to implement this program 
to get the greatest advantage from 
i 

He can do this in several ways 
that could bind the customer to 
him for the first year at least. 
He could sell the lubrications and 
other suggested services at a 
“package” price at the time the 
car is sold, agree to give the 
lubrications as long as the owner 
brought the car back to him to 
have the other services per- 
formed. 


The only service that is offered 
free in the booklet is the customary 
1,000-mile checkup. The booklet 
carefully explains that all other 
services shall be provided at the 
dealer’s reasonable rates. 

* * * 

4 gm Owner Protection Policy 

booklet leaves little to the imag- 
ination of the dealer or the new 
owner. It spells out the service that 
the owner shall expect from the 
selling dealer and tells him the 
things that he should do to keep 
his vehicle in proper condition. 

In this, it eliminates any chance 
that the owner, not knowing what 
he should do for his vehicle, might 
think that the dealer was trying 
to sell him a “package” by outlining 
the services that should be done. 

It also effectively insures that 
the customer will know whether 
any warranty work has been done 
on his car and the factory will 
have visual proof that this war- 
ranty work has been done by re- 
quiring that the signed verifica- 
tion voucher accompany each 

AFA. 


To many dealers and owners this 


No One Can Top 
U. S. Enterprise, 
Kyes Asserts 


DALLAS. — America’s system of 


policy will represent only .a slight 
change from service contracts they 
have issued or bought from deal- 
ers in the past but to many other 
dealers it is going to bring home 
that in order to live under this 
policy they will have to provide 
the type of make-ready and main- 
tenance services that make for| 
satisfactory car and truck opera- | 

| 


tion. 
* * «* 


Dealer Praise Seen 


[* IS expected that service-minded | 
dealers on the other hand will | 
hail this policy as a solid advance | 
in factory-dealer-customer relations | 
and a method of obtaining even| 
broader base for developing better | 
and more lasting sound customer | 
relations. 


The Owner Protection Policy| 
booklets for commercial vehicles | 
are similar to those for passenger | 
cars but only carry the 1,000 or| 
2,000-mile inspection and adjust-| 
ment coupons. 


No maintenance coupons are fur- | 
nished for additional mileage | 
checks but the owner is advised to 
follow the regular lubrication and} 
periodic maintenance adjustments | 
that are prescribed in the operator’s | 
manual, The truck booklets, how-| 
ever, do carry the new terms of the | 
warranty and the verification | 
vouchers. | 

Some of the divisions are add- 
ing one additional feature to the 
policy and that is a delivery 
report in which the owner admits 
over his signature that the ve- 
hicle operating instructions, op- 
erator’s manual, protection policy, 
1,000-mile inspection and dealer’s 
services available to him have 

| been fully covered and that he 
has inspected the new vehicle 
and that it appears to be in a 
| satisfactory condition. 
| The dealer’s representative also | 
| signs that he has personally in-| 
spected the vehicle with the new | 
| owner. 








dynamic enterprise would win with | 


“flying colors” over all other eco- 
nomic systems regardless of what 
might be used as a basis of com- 
parison, Roger M. Kyes, GM vice- 
president, said here. 


“No other system has contrib- 
uted more toward a better society 
and better living,” Kyes told the 
Texas Mid-Continent Oil & Gas 
Assn. convention. 

“In Moscow, a person works twice 
as long as a worker in New York 

for the same loaf 
of bread,” Kyes 
said. “He works 
five times as long 
for a pound of 


beef, six times as | 


long for a peck of 
potatoes, eight 
times as long for 
a pair of socks 
and wears them 
out walking to 
work because he 
R. M. Kyes does not have an 
automobile.” 

Kyes, a group executive in charge 
of the Dayton, household appliance 
and GMC Truck group, said one 
of the main reasons for America’s 
success was creativity. Because of 
this, Kyes asserted, Americans have 
been able to enjoy more leisure 
time. 

“More time to read, more time 
to indulge in hobbies, to play, to 
get out of town—more time, in 
short, to think of living as an art 
as well as a business,” he said. 

Using a number of statistics to 
prove his point, Kyes said the 
“leisure industry” in the U. S. had 
reached a level of $40 billion an- 
nually—equivalent to one out of 
every six spendable dollars in the 
average family budget. 

“Our people have put their leisure 
to good account,” he said. “Free- 
dom of choice has worked well in 
leisure as well as in work.” 


Ford Deal for Bolling 


David O. Bolling has purchased 
the interest of Hal C. Horner in a 
Ford dealership in Clinton, Tenn. 
The firm name has been changed 
from Morris & Horner, Inc., to 
Morris-Bolling Ford Sales, Inc. 
Bolling is president-treasurer, and 
K. C. Morris is secretary. 





Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS... 


On-the-Car Adjustments for 
Automatic Transmissions 


SEVEN BOOKS IN ONE 


This picture-story manual covers 

these seven transmissions: 

. Standard and Dual Range 
Hydra-Matic 

. Controlled Coupling Hydra- 
Matic, Jetaway, Strato-Flight, 
Flashaway 

. Fordomatic, Merc-O-Matic, 
Turbo-Drive 

. Powerglide 

. Dynafiow 


meee ; 
ee % a 4 | 


rf 
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6. PowerFlite 
7. TorqueFlite 


Only $10” 


HM-1003 Covers all Con- 
trolled Coupling Hydra- 
Matic Transmissions (Jet- 
away, Strato-Flight, Flash- 
away) 1956-1958. Over 
250 pages, 600 pictures. 


FM-1002 Covers all Fordo- 
matic, Merc-O-Matic and 
Turbo-Drive Transmissions 
thru 1958. Over 200 
pages, 450 pictures. 


Mail orders with check or money order to: 


AUTOMOTIVE NEWS, Service Training Department 
2666 Penobscot Building, Detroit 26, Michigan 4 


HM-1001 Covers all Dual- 
Range Hydra-Matic Trans- 
missions thru 1958. Over 
250 pages, 500 pictures. 


EEE 
STOP 
_  . . jf 
Have you mailed in 
your registration 
for the 1959 
NADA 
CONVENTION 


AND EQUIPMENT EXHIBITION 


Forms are on your desk now. 


NADA's 42nd Convention and 
Equipment Exhibition is a must for 
you, because its program will 

be entirely devoted to the practi- 
cal problems to which you are 
seeking answers. 


So send in your registration NOW 
and check the dates on your 

calendar for the 1959 NADA Con- 
vention and Equipment Exhibition. 


You willl want to 
BE THERE 


JANUARY 31st. TO FEBRUARY 4th. 


Fill out your Convention Registration 


and Hotel Reservation Forms 


IN CHICAGO 


and get them in the mail today! 


2000 K Street, N.W. 
Washington 6, D.C. 


anlar areata nl 
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the Cincinnati Hnquirer, not only 
got 28 miles per gallon on the ob- 
stacle course but on a straight- 
away run later at 40 m.p.h. got 34 
m.p.g. 

* 


Chicagoan Is Second 


: en guy who took second place 
was Ed DeMar, of the Chicago 
Daily News, who got 27.6 m.p.g. 
Third place went to Melbourne 
Martin, of the Houston Post, who 
hit 27 m.p.g., and fourth place went 
to Wesley Rupe, of the Corn Belt 
Farm Dailies, Chicago, with 26.9 
m.p.g. 

Your “economy-run” reporter 
did awful. We even tried to start 
the car in high gear twice. We 
have only one consolation: We 
were far from being the worst. 
It looks as if the 3,200 M-E-L 
dealers are going to be able to part 
their hair just about as they want 
to this coming year. With four 
lines of American cars and two 


* * 





be able to cover any price range 
they wish. 

Of course, they will have to prove 
to Chet Bowie that they are men 
enough to handle the lines they 
ask for, if they get too ambitious. 


NASCAR Plans 
Second Award 


DAYTONA BEACH, Fla.—The | 
second annual NASCAR award for | 


notable advance’in automotive en- 
gineering will be presented after 
tests before and during the 10th 
annual NASCAR international saf- 
ety and performance trials here 
Feb. 15-22, according to Bill France, 
NASCAR president. 


The 1958 award was presented to 
Buick for its finned aluminum 
brake drums. 

The new 2%-mile Internationl 
Speedway here will be open for 
practice Feb. 1 and the first races 


imports to choose from, many will | will be held Feb. 20, France said. 





I’m making a bet right now that 
most of them will want the Edsel 
line when they see it. 

oa * + 


Ford Pulls an Old Stunt 


| pesca pulled a stunt at its new- 
model press- preview that I 
haven’t seen worked since I went 
down to Carter Carburetor to go 
into their mechanic training meth- 
ods. That is the use of “black 
light” to get impressions firmly em- 
bedded into the minds of older 
people. When I say older, incidently, 
I am not necessarily talking about 
people my age but people over 30. 

The boys at Carter used it to 
illustrate how air and gasoline 
flow into a carburetor and the 
functions of various carburetor 
parts in properly measuring those 
flows, 

Ford used it to impress upon 
newshawks what it meant by func-| 
tional design and functional lines. 
We were huddled in a dark corner | 
of the Rotunda and a voice started 
explaining how the 1959 cars were| 
functionally designed. 


As the voice talked, a car which | 


evidently was on a turntable came 
into view—at least the lines of the 
hood, top and rear deck were seen 
in glowing lines without the car 
being visible. Then the car moved! 





| Pontiac Service Clinic— 
W. L. Holcomb, 


instructor at GM's El Paso (Tex.) Training Center and one of 10) 


| men brought in from the field to help conduct the Pontiac National Service Meeting, 





changes on the new models. 


around so that the front of the car, 
with its “eyebrows,” was empha- 
sized and then the rear. 

It was impressive, and if the re- 
sults follow the experience that 
Carter had, the impressions will re- 





For Fast, Easy Spraying 


BOBC 


All-Weather 
Enamel Reducer 





Assures faster drying and better 
flowout in all temperatures 


itzler’s new BoscaT DTE-303 All- 
Weather Enamel Reducer, using 
the exclusive W-5 formulation, gives 
you uniform control of spraying 
enamel in damp, cold weather as 
well as in dry, hot temperatures. 


@ Enamels reduced with this new 
material level out better, flow more 
smoothly and evenly and flash dry 






dust-free in 10 to 15 minutes. You 
can match colors more accurately as 
this new Boscat Reducer distributes 
metallic particles uniformly. Gloss 
is excellent, too. You'll find Boscat 
pleasant to work with as it has no 
characteristic thinner odor. 


@ No matter whether you use the 
double-coat spraying method or use 


WITH EXCLUSIVE 


work with. 





W-5 FORMULATION 


DTE-303 





a light tack coat followed with a 
heavier flow-coat, you’ll find BospcaT 
Reducer makes enamels easier to 


@ Try this new Boscat Enamel Re- 
ducer on your next refinishing job and 


see for yourself how easy the enamel 


you get for 


goes on and what a fine-looking job 


your customer. 


Ditzler Color Division + Pittsburgh Plate Glass Company + Detroit 4, Michigan 


DITZLER 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 





| explains the operation of the 1959 power steering unit to service managers, instructors 
and representatives from Pontiac's field service organization. In addition to theory, all 
| personnel were grounded in service procedures on all new mechanical and styling 


main with those who saw it for 


months if not years. 
= 





Dealers Meeting Challenge 


a dealers, and quite 
a few top factory executives, are 
beginning to awaken to the compe- " 
tition facing the car dealer from 
filling stations, which are being 
“sold” on widening their services. 
Indications of this awareness are 
popping up from many sides. 

I would like to cite two truisms 
that both factory brass and deal- 
ers should understand when they 
step up to develop methods to 
help the franchised car dealer 
meet this competition on a fairly 
equal basis. 

One is that convenience and 
courtesy are the roots of the “sell” 
by which the filling station is pull- 
ing especially the new-car owner 
away from the dealer. 

The dealer, if he is smart enough 
to be a dealer, can easily take care 
of the “courtesy” angle by insist- 
ing that every shop employe be 
courteous and by setting a good 
example himself. 

The dealer does not have to be 
at the back door to greet each in- 
coming service customer, 
should make sure that the man 
who does approaches the customer 
promptly and with a smile and a 
cordial greeting. 

> 


Convenience May Cost 


= convenience angle may take 
a little more planning and may 
cost some dealers some money. It 
is fast becoming realized that in 
order to get much of the “moving” 
service, dealers must put in a fast 
service department where the cus- 
tomer can wait for the headlamp 
to be changed, his spark plugs 


|checked or his fan belt or muffler 


replaced. 
Time dictates where many owners 
go for this type of service and they 


|avoid the dealer’s shop because of 


the time wasted getting a five- or 
ten-minute job done. 


31,000th Vehicle 
Made by Willys’ 
Argentine Outlet 


WASHINGTON. — Industrias 
Kaiser Argentina, Cordoba, Argen- 
tina, an affiliate of Willys Motors, 
Inc., has announced today it has 
manufactured its 31,000th motor 
vehicle in less than 30 months of 
operation. 

IKA, which has pioneered the 
manufacture of motor vehicles in 
Argentina, is producing 115 units 
a day on a one-shift basis. The 31,- 
000 vehicles include 14,000 Jeep %- 
ton units, 3,000 Jeep trucks, 13,000 
Jeep station wagons and 1,000 
Kaiser Carabela passenger cars. 

Production of the Carabela, first 
passenger car manufactured in Ar- 
gentina, began about midyear. IKA 
said it plans to expand production 
in 1959 by building at the annual 
rate of 36,000 units, including 3,500 
passenger cars. The Carabela is a 
six-passenger, six-cylinder vehicle 
with heavy-duty suspension to ac- 
commodate Argentine roads. 

IKA is adding a $2 million inte- 
grated forge facility to its Cordoba 
plant in anticipation of its increased 
production schedule. 

The new facility, scheduled to 
begin operation next spring, will 
permit IKA to provide many of the 
forgings for its vehicles. IKA now 
has almost 1,000 suppliers. 
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Borroughs 





comes to the aid of your parts and service depts. 


with a most efficient and most economical line 


of quality products... outstanding values! 
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Parts Bins 


Save time, space and money in arranging shelves, dividers 
and trays, with BORROUGHS BINS. They are quicker to in- 
stall, and easier to adapt to change-overs. They can ac- 
commodate all service parts, including bulky ones. Before 
you buy any bins, compare — and discover for yourself why 
BORROUGHS BINS are most outstanding in design and value. 
SLIDING SHELVES slide in and out of bins instantly, on 114” 
centers, and are adjustable without bolting. ADJUSTABLE 
DIVIDERS snap into position any place on shelf . . labels 
travel with dividers. BORROUGHS BINS are stronger . . 18 
gage shelves . . frame has separate base and top bolted 
to uprights and back. 


“Handee Andee”’ 


Sturdily constructed for long, hard use — compactly 
designed for maximum space saving. With their 
“easy-to-see”, “easy-to-reach”, “easy-to-crrange”’ 
features, it’s easy as A B C to keep small parts 
in apple-pie order all the time. Available in 3 sizes, 
and designed to hold 4 sizes of bin boxes in any 
arrangement you wish to make. Bin boxes can be 
removed or replaced “quick-cs-c-flash” — just slip 
them on or off. They have large label holders for 
fast identification, curved bottoms for speedy re- 
moval of parts, and their forward tilt provides in- 
stant visibility of all contents. 


Only Borrouvghs serves you with all these products .. buy from 
one-source-of-supply and save time, money and bookkeeping 


Steel Shelving 


Most simple — most adjustable — most rapidly assembled 
steel shelving on the market. Except for the top shelf (2 
bolts and 2 nuts), no other bolts or nuts are required for 
shelves. You need no special tools. Each individual unit is 
complete in itself — no part depends on unit next to it — any 
unit or shelf can be moved independently. 





Tilt shelf inte support 


insert shelf support 
bracket . . no fumbling 
with studs, bolts, nuts or 
lock washers. 


bracket . . and shelf is 
ready for loading. 


Borroughs warehouse distributors —- always at 


LOUIS A. ALEXANDER CO. 


264 Hl. Beacon St., Watertown 72, Mass. 


Watertown 4-4140 —4-7204 TRinity 2-3576 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 


Webster 3-6445 Algenquin 5-1477 
20 East North St., Beffale 3, M. Y. THE BROWER CO. 
ELmwood 7047 114 Virginie St., Seattle 1, Wash. 
1220 Richmond, Cincinnati 3, Ohie MUtuel 2-0464 
MAin 1-5975-6 1616 1.W. Glisen, Portland, Ore. 
8905 Loke Ave., Cleveland 2, Okie CApitel 8-3474 
Olympic 1-6620 TACOMA ASBESTOS CO. 
54 West 30th, Indianapolis 8, ind. 25th and Holgate, Tacoma, Wash. 
Talbot 7503 Main 1175 
204 Builders Bidg., Lewisville, Ky. 
MWaiper 5-2783 


BINS & EQUIPMENT CO., INC. 


W. W. CANNON Co. 


your service 


1918 Buford Highway, 1.E., Atlante 9, Ge. 


BORROUGHS MFG. CORP. 
121 Varick St., Mew York 13, M. Y. 


9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Hewsten, Tex. 
PReston 7688 


S. I. DAIGLE & CO. 
437 Philip St. New Orleans 10, Le. 
EXpress 2138 


EAST COAST DISTRIBUTING CO. 


327 Hopkins Rd., Baltimere 12, Md. 
DRexel 7-042 


1580 N. 52nd St, Philadelphia 31, Pa. 


GReenwood 7-4444 


EQUIPMENT PLANNING, INC. 


5604 W. North Ave., Milwavkee 8, Wis. 
Hilttep 2-0145 


INDUSTRIAL PRODUCTS CO. SIGGINS CO. 
611 S. Queen St, Honelele 13, Hawaii 704 Broedway, Kansas City 5, Me. 
Telephone 66-288 HArrison 1-7670 


WILLIAM A. GORE CO. 


1834 Adeline St., Oakland 7, Calif. 
TWinoaks 3-7233 


1732 Ist St. S., Seattle 9, Wash. 
MUtuel 2-125) 
GREEN-PENNY CO. 
4180 E. Noakes St., Les Angeles 23, Calif. 
Aligetus 8-3321 
FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicage 20, tl. 
HUdson 3-5353 
METAL PRODUCTS CO. 


359 Madison Ave., Memphis 3, Tenn. 
JAckson 7-0572 


1236 S. 13th St., @meaha, Nebr. 
2315 University, Des Meines, lewea 


SIGGINS EQUIPMENT CO., INC. 


901 S. Boyle Ave., St. Lewis 10, Me. 
JEfierson 3-8822 —3-8042 


421 Senta Fe Dr., Denver 4, Cole. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 


P. 0. Box 740, Perth, Onterie, Canada 
CEntral 1470 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH sunoion Gatstsmasee, MICHIGAN 
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s In Other Service Work, Survey Finds... 





Wheel Balancer Is a ‘Magnet’ 


(Continued from Page 28) 


polish, and tire sales and service 
in that order. 


Dealers reported an average of 
55 wheel-balancing jobs a month 
as against 44.2 for all shops sur- 
veyed. Some dealers reported 
wheel-balancing jobs up to 300 jobs 
a month. 


From the standpoint of dealers 
in every volume bracket, however, 
the profit from balancing service 
appears to be only a part of the 
value, to them, of owning a wheel 


balancer. 
> > * 


Balancer Rated Tops 


=> Kentucky service-station 
owner—who probably repre- 
sents the zenith in reliance on the 
balancer as a business-getter, said: 
“Td give up almost any other 
equipment before I'd give up my 
balancer!” 

He balances 60 cars a month— 
but, even though this returns a 
respectable net —his enthusiasm 
stems from the opportunity the 


“and that’s 


balancing jobs create to sell tires 
and his other services. 

While the Kentucky dealer’s en- 
thusiasm is extreme, it is not 
unique among balancer owners. A 
Lansing service-station operator 
(also averaging 60 balancing jobs 
a month, and at an average cost 
to car owners of $9.02) declared 
his tire sales were up 20 percent 
over sales prior to his balancer 
purchase, and reports that his 


Dodge-Plymouth Deal 


Is Closed by Thisted 


GREAT FALLS, Mont.—Nels 
Thisted, president, announced that 
Thisted Motor Co. has terminated 
its Dodge-Plymouth franchise. He 
said he and Ray Wirth, vice-pres- 
ident, will devote full time to de- 
velopment of commercial properties. 

Thisted, who is retiring from the 
auto business after 30 years, said 
the firm’s building will be remodeled 
as an office and store building. The 
adjoining lot will be used for park- 
ing, he added. 





brake-service gross is up 400 per- 
cent, bearing service 400 percent, 
and alignment 200 percent—“di- 
rectly due to balancing service.” 

A third 60-jobs-a-month dealer in 
Monroe, Mich., reporting tire sales 
at his service station up 30 percent 
since he bought his balancer 11 
months ago, gives a specific in- 
stance in citing improvements in 
sales of “other services”: 

“It has helped all other parts of 
our service. Example—a $17 repair 
order was written the other day 
due to customer’s having his wheels 
balanced and getting other work 
done while he was in.” 

* + > 

— foregoing examples of dealer 

response to a routine query as 
to whether sales of other services 
had been affected by presence of 
balancing service are detailed only 
because each presents a distinctive 
twist or aspect, not because favor- 
able answers were the exception. 

On the contrary, a “no” or a 

“no change” answer was the ex- 

ception. In upwards of 90 percent 








ALL-PURPOSE, 
ECONOMY AND 
COMBINATION 


a 


Money Maker— 


Gale Tate, right, service manager of 
Jones & Maley (DeSoto-Plymouth), Indian- 
apolis, said “our wheel balancer and 
alignment machines make more money for 
us than any other equipment in the shop.” 
With him is Anthony Steffen, balancing 
specialist. Tate said the shop averages 
75 balancing jobs a month. He said the 
balancer also is good for balancing drive 
shofts. 

i 

of the interviews, specific per- 
centages of improvement or other 

assertions of increased volume of 
front-end work, brake work, tie 
rod, shocks, wheel pack, lubrica- 

tion, “TBA” and various less- 





POLISHING DISCS 


JS. three years, “Official” Polishing Discs have made a 


terrific impression on major automotive assembly lines, 
on new and used car dealers, on autobody shops and 
polishing specialists. To the original “Official” All-Purpose 
Polishing Disc have been added the Economy Disc and 
the Combination Disc to make the “Official” line complete 
for every automotive polishing need. 


OFFICIALLY APPROVED AND IN CONSTANT USE 
ON MAJOR 1959 AUTOMOBILE ASSEMBLY LINES 


“Official” Polishing Discs have been proven everywhere 
on major automobile assembly lines. Mr. Auto Dealer, you 
will benefit by using the nationally accepted “Official” 
Discs. Dependability and economy as proven on major 
automobile assembly lines assure you and your company 
a successful and profitable refinishing department. They’re 
engineered specially for today’s conventional and acrylic 
lacquer finishes. Remember, Official Discs are made of 
100% combed virgin wool with a deep pile permanently 
secured to a rugged duck backing with a reinforced center 
hole—each disc individually packaged. 


Available through your local jobber 



































frequently cited services were 
given. 


periences of wheel-balancer users, 


its results among balancer owners, 
Mel Piehl, manager of Alemite 
equipment sales, said: 

“We don’t want to appear like 
the rooster who took his hens to 
the ostrich farm, pointed to an os- 
trich egg and said, ‘I'm not com- 
plaining girls, but I want to show 
you what’s being done’—but I do 
believe we can and do present own- 
ers of Alemite electronic wheel bal- 
ancers a service by calling their 
attention to not only the profit 
potential of balancing service 
self but the beneficial effect it can 
exert on other service volume. 

7 . * 


‘Customer Intrigued’ 
Sw THIS study, we heard from 


dealer after dealer how wheel 
balancing is a service holding high 


In summarizing his study of ex- © 


and planning for dissemination of | 


J 


it- j 


customer-interest. The customer is j 


intrigued by the process; he’s con- 


vinced by the proof on the dial that ‘ 


his troubles are corrected. 
“And, he’s receptive to reasons 


for buying other services—brakes, | 


bearing, alignment, shocks, etc.,— 
when something more tangible 
than conversation is offered him. 
Balancing is a “spectator service” 
—and dealers who are making it 


: 


{4 


& 


that are filling out—and profiting ~ 


accordingly—longer job tickets, the 
survey has proved.” 


Hoover Moves 
Ball, Bearing Unit 
To New Factory 


ANN ARBOR, Mich.—Hoover 
Ball & Bearing Co., has moved its 
Ball & Bearing division to a new 
plant on a 90-acre tract south of 
the city limits. More than $3.5 mil- 
lion has been invested in the new 
facilities, the firm said. 

The plant has 200,000 square feet 
of manufacturing and office space. 
The air-conditioned office area oc- 
cupies 18,000 square feet at the 
front of the building, with the out- 
side windows lined with offices for 
supervisors and executive person- 
nel. The center area is divided into 
departments, by low, glass-topped 
partitions. 

A “plant within a plant,” an 
air-conditioned 20,000-s q u a r e-foot 
building inside the main building 
houses the bearing assembly and 
final ball-inspection departments. 

Because the “inner” plant is air 
conditioned to control humidity and 
temperature, exceptionally sensitive 
measuring and testing equipment 
can be operated under constant at- 
mosphere conditions, the firm said. 

One innovation in the manufac- 
turing area is the method of dis- 
posal of steel scrap from a bank of 
automatic screw machines, Hoover 
said. A long underground pit ex- 
tends the full length of this area. 
Oily chips fall from the machines 
into the pit and are carried by a 
conveyor belt to a crusher. 

Here the chips are pulverized and 
the oil removed to be reused. The 
crushed chips are then blown 
through a long ‘pipe at approx- 
imately 90 miles an hour to an out- 
side hopper, from which they are 
automatically loaded into railroad 
cars. 


Auto Depreciation 


Charted in Utah 


SALT LAKE CITY.—A new 
depreciation system for auto valu- 
ations will be put into effect by 
the Utah Tax Commission. 

The commission said a 1959 model 
would be valued at 70 percent of 
the advertised retail prices and a 
standard 40 percent of fair value 
would be applied to the 70 percent 
to determine the appraised tax 
value. 

The appraisal will be 24 percent 
on ’58s, 18 percent on ’57s, 14 per- 
cent on ’56s and on down to 1 per- 
cent on ’50s. Older models will be 
given a flat $40 value. 


Erdelac Opens Buick Deal 


Stars of the Cleveland Browns 
professional football team greeted 
visitors at the grand opening of 
Buick Motormart, W. 165th and 
Lorain Ave., Cleveland. Prizes val- 
ued at more than $2,000 were of- 
fered by Joe Erdelac, president of 
the firm. 
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AAA Survey Shows... 


Service Sales Overlooked 


(Continued from Page 28) 





for the same period in 1957 or an| 
increase of 56 cents. Average parts 
sale per repair order for the same 
dealers in 1958 was $10.88 as against 
$10.68 in the same period of 1957 
or an increase of 20 cents. 

While the general impression 
has been that car repairs have 
developed a considerable business | 
increase during the last year of 
low car sales, the figures from | 
these two dealer organizations do 
not bear this out as total number 
of repair orders written were 5.5 
percent less in 1958 than in 1957 | 

and total dollar volume of service | 
business done by the franchised 
dealers was down approximately 

5 percent. 

While this picture is bad enough 
for this “year of decision,” it is 
far from being as bad as many 
calamity howlers in the industry 
have tried to picture the car and 
truck dealers’ failure to take ad- 
vantage of the market potential. 

= > = 

HE AAA bulletin also carries 

the results of an NADA survey 
made of 1,000 women who were 
considered a nationally representa- 
tive sample of General Federatian 
of Women’s Club members. 

Chairmen of departments and di- 
visions, officers of state groups and 
other women prominent in Club 
activities received the questionnaire 
with 68 percent replying. 

Answers to the question, “Why 
do you have your car repaired and 
serviced wher where ‘e you do?” came up 








Five-Car r Trailer 
Made of Aluminum 


5,000 Lbs. Lighter 


MONTREAL.—Development of a 
new aluminum car transporter- 
trailer—believed to be the first of | 
its kind—has been announced by 
Aluminium Ltd. 

Chief features of the new five- 
ear trailer, which will haul cars| 
from factory to dealer, include | 
greater inside clearance, resistance | 
to corrosion and lightness. The un- 
laden weight of the complete semi- 
trailer is 7,050 pounds, as against) 
12500 pounds for standard units, 
Aluminium said. 

This saving in weight makes it | 
possible to use a smaller axle and} 
a lighter hydraulic jack for lifting | 
the back end of the runway, Alu-| 
minium said. 

Despite the increase in cost per 
unit of some $2,000, savings in 
painting, license fees, increased an- 
nual earning revenue and savings | 
in gasoline and tires will amount | 
to well over $25,000 in a 10-year 
period, according to the company. 

Increased revenue is obtained be- 
cause during the spring thaw “light | 
load” period of approximately six 
weeks, present units are restricted 
to three cars. The aluminum unit, 
combined with a lighter tractor, 
will make it possible to maintain 
a full load of five cars, Aluminium 
said. 

The transporter now in service 
made its first run of 350 miles 
March 17. The test was “entirely 
satisfactory,” and the unit is now 





with the following important re- 
actions. 

1. Have confidence in the place 
—70 percent 

2. Good work done there pre- 
viously—65 percent. 

3. Convenient location—64 per- 


| cent. 


4. Believe the charges are fair— 
43 percent. 
These percentages add up to 


Bussey Heads Dealers 


In West Palm Beach 


WEST PALM BEACH, Fla—Ed 
O. Bussey jr., Ship & Shore Motors 
(imports), has been elected pres- 
ident of the Automobile Dealers 
Assn. of West Palm Beach. Other 
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more than 100 percent as many 
women gave more than one reason. 


* * * 


Price Not So Important 


ws lyrwe~ survey, however, seems to 
indicate that price is not as im- 
portant a factor in getting and re- 
taining service customers as creat- 
ing confidence among the motoring 
public in an area and doing good 
work. 

Another survey made by a 
major automobile manufacturer 
of owner-customers came up with 
the following answers to the ques- 
tion “Where do you take your 
car for service?” A total of 51 
percent took their cars back to 
their dealers for major service | 
work, 42 percent to the dealers 
for body work, 43 percent for 
minor service and only 26 percent 

| for their lubrications. 


From the standpoint of good cus- 
tomer relations, developing steady 
service customers and making cer- 
tain that the owner derives the) 
greatest amount of satisfaction in 
his new car, this survey points up| 








|Indoor Road Testing— 


Uphill, downhill or level driving, or a combination of the three, can be simulated 







new officers are: | reactions that are serious to every/| on Pure Oil Co.'s new chassis dynamometer, or auto treadmill, unveiled at its research 

Harper Clark jr., Clark-Warwick,| dealer for the average car buyer| center in Crystal Lake, Ill. The unit is being used for indoor road testing results of 
Inc. (Oldsmobile), vice-president, | does not repeat his purchase unless | fvels and lubricants. Indoor test results are said to be highly accurate because suc- 
and Fred O. Dickinson jr., attorney,|he gets the satisfaction from his | cessive experiments can be made under exactly the same conditions, while outdoor 


secretary-treasurer. | purchase that he anticipates. tests are subject to variations in weather and traffic conditions. 


] 
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NEW CARS: Photo shows 1958 
Pontiac on Weaver Twin Post Lift. 


TWIN POST LIFT 
handles them all! 


This great all- lift is rail-less, and pro- 
vides aaahenianl chassis accessibility—lifts cars 
at outer end of lower control arms for com- 
pletely relaxed front suspension and proper ball 
joint lubrication and the safe way to handle Air 
Suspension cars — without deactivating Air Con- 
trol Valves. It handles all 1958 models — or older 
models — long, medium or short wheelbase. Cur- 
rent model Weaver Twin Post Lifts, with stand- 





OLD CARS: This photo taken 20 
years ago shows 1938 Chevrolet on 
Weaver Twin Post Lift. 





LONG CARS: Photo shows 149%” 





in regular service, Aluminium said. 


Mass. Insurance 


To Rise 3-4 Pct. 


BOSTON.—Massachusetts motor- 
ists will pay an average of between 
3 to 4 percent more for compulsory 
auto insurance in 1959, it was re- 
ported by the State Insurance Com- 
missioner. 

This means insurance companies 
will receive only between one-third 
and one-fourth of what they were 
seeking. They asked 12 percent 


overall on the ground of steadily 


mounting accident-claim payments. 

The casualty insurance companies 
said they lost $2.6 million in the 
last full year for which records 
were available, 1957. The 1959 in- 
crease compares with a 9.1 percent 
increase granted the companies for 
1958 after the companies asked for 
a 25.5 percent boost. 





ard adapters easily handle jobs that can not be 
raised on other make lifts. 

Weaver Passenger Car Size Twin Post Lifts are 
regularly furnished with standard 60” wheelbase 
adjustment. Other wheelbase adjustment ranges 
from a minimum of 36” to any desired maxi- 
mum available. 


IF YOU HAVE Weaver Twin Post Lifts — you'll 
Se aes to know that your lifts have not been 

obsolete because of chan introduced in 
some new cars and trucks... ial new wide 
saddle and adjustable adapters — or conversion 
packages — by Weaver will enable you to bring 


wheelbase Cadillac “Fleetwood” on 
Weover Twin Post Lift. 





NEW WEAVER FRONT SADDLE SPOT- 
TING DEVICE (shown above) makes it 
easy to correctly spot adapters under the 
proper lifting points. Operator simply in- 
serts shift lever (A) into left (B) or right 


(C) socket to adjust 
er in or out. 

ANY MODEL Weaver Twin Post Lift now 
in use can be modernized with this new 
Front Saddle Adapter Spotting Device. 


ing adapt- 





your equipment up-to-date. SHORT CARS: This 1957 Rambler, 


wheelbase 108”, is raised on the 
same Weaver Twin Post Lift. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . . . Triple Post;Lifts . . . Single Post Roll-on, Free-Wheel and 
coaesaen a os . Car Washers . _ Wheel Alignment Equipment . . Head- 
-_ Testers . . Broke Testers . . Wheel Balenciag Squipsnent . ~ Jacks . . Wheel ‘Dellies 

- and Air Compecnsare 











Dodge Parts and Service Managers Meet— 


Members of the Delaware River Valley Dodge Parts and Service Managers Assn. held 
their first fall meeting in Norristown, Pa. The guest speaker was David Reese, Drexel 


Hill, president, Pennsylvania Automotive Assn. Seated, from left, are Thomas Dolan, 
Philadelphia, MoPar regional parts representative; William Waller, Philadelphia, 
regional service manager; Edward Dwyer, Washington, Dodge regional service repre- 
sentative, and Edwin W. Parkinson, Harrisburg, PAA assistant manager. Standing: 
Jack Lynch, Philadelphia, Dodge service representative; Reese; John Ryan, Philadelphia, 
Plymouth service representative, and Elwood McDade, Norristown, president of the 
parts service association. 


DETROIT.—Here is the schedule 
of field: service schools for the next 
month—a regular feature of AuTo- 
MOTIVE NEws. 


For All Servicemen 


AMERICAN MOTORS SALES 
CORP.—A merican Motors zone 
parts and service representatives 
will be conducting schools with 
their dealers in their respective dis- 
tricts covering the 1959 product and 
its changes and improvements. 

FORD DIVISION—From Oct. 27 
to Nov. 21, the 35 Ford district 
school instructors will be conduct- 
ing 1959 model introductory courses 
on the Ford car, Thunderbird and 
truck. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





tor. The following courses are 
offered: 1. rear axles, 2, standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 


Hull-Dobbs Ups Kramer 


Ronald E. Kramer, formerly gen- 
eral sales manager, has been ap- 
pointed general manager of Hull- 
Dobbs Ford Co., 1133 Sycamore St., 
Cincinnati. Kramer has been with 
Hull-Dobbs for eight years. He was 
named as general sales manager 
of the Cincinnati outlet in 1957 and 
was a sales executive in the Chi- 
cago division before coming to Cin- 
cinnati. 


























~”” SHRINK — 
( "INVENTORY 
_COSTS! 


SAVE YOU SPACE, 


KENDALL ee 


TIME AND MONEY 


automotive requirement. 


Kendall SuperB Motor Oll — All-Weather SAE 10W-30. Pro- 
vides all essential requirements to effectively lubricate the most advanced 
passenger car engines. Eliminates pre-ignition and detonation “ping” and 
valve lifter sticking. A consumer proven product that reduces need for 
stocking several SAE grades. 


Kenlube B-521 Multi-Purpose Grease = Recommended 
for ball-joint suspensions, chassis lubrication and many other applications. 
Features amazing resistance to shock, heat, water corrosion and oxidation. 
Speeds, simplifies application; reduces inventory. 


Kendall Three Star Gear Lubricant = The only All-Weather 
All-Purpose SAE 80 - 90 - 140 gear lubricant. Unique and unmatched for 
over 16 years. Saves lubrication time; reduces equipment investment; 
helps make inventory probleins a thing of the past. 


Plus a full line of specialized lubricants and greases for every 


KENDALL REFINING COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists since 1881 








following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 


Angeles, Memphis, New Orleans, | 


New York (two centers), Oakland, 
Philadelphia, Washington, Pitts. 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVESTER 
CO. MOTOR TRUCK DIV., Atlanta, 
Ga., and Dallas, Tex., Motor truck 
technical training centers. Training 
is now being conducted for south- 
east and southern regions dealers’ 


servicemen and fleet maintenance 


supervisors at Atlanta, and for 
southwest and west central regions 


dealers’ servicemen and fleet main- % 


tenance supervisors at Dallas. The 
training center cover engine over- 
haul procedures emphasizing the 
fitting of pistons and rings, crank- 
shaft bearings and the importance 
of valve reconditioning. Engine 
performance, diagnosis, ig nition, 
and carburetion, together with 
minor and major tuneups, is part 
of the training provided. Auto- 
matic, Select-O-Matic, and Road- 
rangers transmissions, the new In- 
ternational Harvester rear axles as 
well as air and hydraulic brake sys- 
tems are included. The training is 
conducted by the tell-show-do 
method. As each serviceman per- 
forms the various service opera- 
tions, correct diagnosis, service pro- 
cedures and the use of special tools 
are emphasized. Atlanta classes are 
limited to 18 per week and Dallas 
classes to 20 per week to allow the 
instructors to give individual atten- 
tion to each serviceman. Separate 
classes are conducted for the fleet 
maintenance supervisors. 
STUDEBAKER - PACKARD 
CORP.—New York, South Bend and 
Los Angeles training centers will 
continue to hold weekly dealer 
schools throughout the period of 
Oct. 27-Nov. 21. Training on Mer- 
cedes-Benz will entail full coverage 
on all models, including the new 
300SL roadster and 300D. Factory 
parts and service representatives as 
well as technical instructors will 


| have received their training on the 
| 1959 model Studebaker, and courses 


on these cars will be held at the 
above training centers. In addition, 
field clinics will be held for dealer 
service personnel to give them the 
preliminaries on the new Stude- 
baker models. Training school man- 
agers are: F. X. Coghlan, New 
York; A. S. Kidder, South Bend, 
and L. J. Young, Los Angeles. 
WHITE—1. Practical demonstra- 
tion courses for maintenance su- 


|pervisors at the White factory 


school, showing latest maintenance 
methods and supervisory tech- 
niques. Short courses in various 
phases of maintenance tailored to 


| the individual and his position. 2. 


In-shop consulting services of 


| White maintenance engineers who 


work directly with the operator's 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improved maintenance 
techniques. 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fieet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 

Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. Next 
class scheduled Oct. 27-31. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT OCO., Kalamazoo, 
Mich.—The Allen Power-Tune 
course, covering diagnosis and cor- 
rection of engine and electrical per- 
formance troubles includes training 
on regulators, generators, batteries, 
distributors, ignition circuit and use 
of Allen Scope. Also Allen PM 
Tune-Up School for learning the 
fundamentals of the tuneup busi- 
ness including servicing and mer- 
chandising. 

Both schools are sponsored by 
Allen wholesalers in the U. S. and 
Canada. A nominal fee is charged. 
For starting dates, contact local 
Allen wholesaler or write directly 
to Educational Department, Allen 
Electric & Equip. Co., 2101 N. 
Pitcher St., Kalamazoo, Mich. 


AMMOCO TOOLS, Inc., North Chi- 
(Continued on Page 37, Col. 1) 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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(Continued from Page 36) 


cago.—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruction 
facilities available through 28 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 


BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enrollment 
contact Barrett Equip. Co., 2101 
Cass Ave., St. Louis 6. Mo. 


BEAR MFG. CO., Rock Island, 
Ii.—School offers training in align- 
ment, balancing and frame 
straightening and is located at 2103 
Fifth Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T.| 
Clark, registrar. Next class Oct. 27 
and Nov. 10. 


BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix dis- 
tributors. The schools provide the 
basic service and sales training for 
automotive servicemen required in 
the development of service dealers. 
Classes are scheduled by each dis- 
tributor to meet local needs and the 
length of an individual course is 
three or four evenings or one full 
day. No tuition fee is charged. 
Additional information may be ob- 


tained by contacting a Bendix dis-| 


tributor or writing to the Bendix 
training director in South Bend. 


CARTER CARBURETOR, Div. of 
ACF Industries, Inc., St. Louis, Mo. 
—Classes of 12 men in carburetion 
starting each Monday for a three- 





week duration will being Oct. 20, 
Oct. 27 and Nov. 10. Contact nearest 
Carter distributor. 


DE VILBISS CO., Toledo—Special 
schools in industrial product finish- 
ing, maintenance, painting, general 
refinishing, service training, auto- 
motive jobber and portable-equip- 
ment jobber personnel are offered. 


The week-long classes are held 
at the factory in Toledo, with the 
daily sessions running from 8 a.m. 
to 5 p.m. Eligible are owners or 
sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 


The school is maintained as a 
service to users and distributors to 
increase their knowledge of the 
operation and use of the com- 





Turin Show Draws 
480 Exhibitors 


From 12 Nations 


TURIN, Italy—More than 480 
firms from 12 nations will exhibit 
automotive products at the 40th 
International Motor Show of Turin 
Nov. 5-16. 


Exhibitors will represent Austria, 
Belgium, Canada, Czechoslovakia, 
France, Germany, Holland, Italy, 
Sweden, Switzerland, United King- 
dom and the U. S. 

Passenger cars and the home 
of the exhibitors are: 

Czechoslovakia: Skoda, Tatra; 
France: ACMA, Citroen, Panhard, 
Peugeot, Renault, Simca; Germany: 
Auto-Union, BMW, Borgward, 
Daimler-Benz, Ford, Glas Isaria, 
Goliath, Lloyd, NSU, Opel, Porsche, 
Volkswagen. 

Italy: Alfa-Romeo, Autobianchi, 
Ferrari, Fiat, Lancia, Maserati, 
Moretti; United Kingdom: Austin, 
Austin-Healey, Bentley, Berkeley, 
Ford, Hillman, Humber, Jaguar, 
MG, Morris, Riley, Rolls-Royce, 
Rover, Singer, Standard, Sunbeam, 
Triumph, Vauxhall, Wolseley. 

U. S.: Buick, Cadillac, Chevro- 
let, Chrysler, DeSoto, Dodge, Edsel, 
Ford, Imperial, Lincoln-Continental, 
Mercury, Oldsmobile, Plymouth, 
Pontiac and Studebaker. 


pany’s products. For those who are 
unable to arrange a trip to Toledo 
for training, the company conducts 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 1, 
O. One-week classes of limited size 
covering theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
is broken down into four categories: 
Industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 


ELECTRIC AUTO-LITE CoO., To- 
ledo—Instructors qualifying courses 
will be sponsored by Charles Stew- 
art, Inc., 1741 First Ave., S., Seattle, 
Wash., Nov. 3; Original Equipment, 
Inc., 905 Second Ave., N., Billings, 
Mont., Nov. 10; Frank Edwards Co., 






























This quick lift 
lever brings the 
saddle up to the load 
3 times faster; 
easier, too! 


Here’s my other helper . . . 
Ausco’s Dual Wheel Lift Dolly 
really speeds up the job 
and eliminates backache. 


AUTO SPECIALTIES MFG. CO., INC. 
St. Joseph, Michigan 


UStOn~ 


551 S. State St, Salt Lake City, 
Utah, Nov. 17. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring: use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will be held at the Ray- 
bestos Brake Service School and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical, 78-minute, 
color, sound motion picture show- 
ing adjustment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who success- 
fully complete the course will re- 








Other plants in Benton Harbor and Hartford, Mich, and Windsor, Ont., Can. 


HOW CAN YOU SWITCH 
TIRES $O FAST? 


ow Ausco’s spring- 
balanced handle 

takes over for a fast, 
easy, high lift, even 
on this big truck. 


See your Ausco 
jobber now! 





“I dunno — somehow I get the 
feeling it’s laughing at me.” 





ceive a certificate showing that they 
are qualified to work on all types of 
automotive brakes, The course will 
be conducted by A. D’Andrea, di- 
rector of service training. For fur- 
ther information, write to J. W. 
Hefferon, Raybestos Division, 
Bridgeport 2, Conn. 
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—Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. 


UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 


THERMOID CO., Trenton, N. J. | cinnati. 








SUPERIOR 


capacity. 


HERE'S MY NUMBER ONE 
HELPER, AN AUSCO 10-TON 

SERVICE JACK— 
IT IS TO MOVE INTO POSITION? 


LOOK AT THESE 
AUSCO FEATURES! 


Ausco offers a complete 
line of rugged, safe, easy- 
to-use service jacks, |!/,, 
I'/>, 2, 4, 10 and 20 tons 





SEE HOW EASY 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ° NO. 105 OF A SERIES i 


For 420 


Student Craftsmen 


a 
a ——_ 





-_ 


oe encouragement 


and recognition! | 















1. 18-inch model sailing yacht. 

2. Cuff links and matching ring of sterling silver. 

3. Violin of select spruce and mapie with bow. : 
4. 16-piece set of aluminum ware. 

5S. Highly accurate compound sine piate. 

6. Pair of close-tolerance milling machine arbors. 

7. Mahogany heppiewhite secretary desk. 
_ 8. Plastic injection molding machine. 


9. Mineralogical computer for use by geologists 
| with data on all of earth’s minerais. 


“44. Wreught-iron dining room table and chairs. 


SE 


SS 





The need for skilled craftsmen and technicians increases every year. 
That is why Ford Motor Company has sponsored the Industrial Arts 
Awards since 1950. This outstanding international program. ..created, 
endorsed and supervised by educators...is designed to stimulate and 
encourage creative talent and fine craftsmanship among teen-age students 
in the field of industrial arts and industrial vocational education. 


More than 1,500 individual awards totaling $50,000 are offered each 
year. Top prizes are 64 expense-paid, three-day trips to Detroit for 
the outstanding students and their teachers. 


We're especially proud of our dealers who actively participate in the 
IAA...either by sponsoring Student Craftsman’s Fairs in their own 
dealership—by working on a Fair with the nation’s leading department 
stores—or, by contributing their time and energy to a local award 
program committee. It’s a fine job of community relations. 


We’re proud, too, that the IAA is accomplishing its purpose. The 
nationwide interest, attention and press coverage indicates a growing 
awareness of the real importance of industrial arts to the present and 
future of our country! 








Any boy or girl in grades 7 through 12, enrolled 
in shop, drawing or graphic arts courses in a 

ublic, private or parochial school in the United 
States, its territories and Canada is eligible to 
enter the Industrial Arts Awards competition. All 
projects must be made in school, and under the 
supervision of an industrial arts or trade instructor. 


Students may enter projects in any of 14 different 
divisions, including: 


Architectural Drawing Patternmaking 


Ceramics and Molding 
Electrical Plastics 

Graphic Arts Wood 

Jewelry Wrought Metal 
Leather Open—for textiles, 
Machine Sho photography, 
Mechanical Drawing spholtered lerabare, 
Model etc. 


Entries are first displayed and judged at local, 
state and regional Student Craftsman’s Fairs, held 
in Ford Motor Company dealerships, department 
stores, or schools. The best are then sent to 
Dearborn, Michigan for final judging by qualified 
representatives from education and industry. 
Winning projects are exhibited at press shows 
across the country. 


FORD MOTOR COMPANY «- THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FORD ¢ THUNDERBIRD ¢ EDSEL ¢ MERCURY ¢ LINCOLN ¢ CONTINENTAL MARK III ¢ ENGLISH FORD LINE 


GERMAN FORD LINE ¢ FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS e¢ 


INDUSTRIAL ENGINES 
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Maintenance Hints .. . 





Here’s How Experts Do It 


— positioning of the air- 
cleaner extension on 1958 Chev- 
rolet cars and trucks equipped with 
the 348 cubic-inch V-8 engine will 
eliminate possible interference 
with the upper radiator hose, ac- 
cording to Chevrolet service en- 
gineers. 

Correct alignment on passenger 
cars is from five to 10 degrees to 
the right from direct-forward 
position. This slight angle pro- 
vides adequate clearance between 
the lip of the extension and the 
upper hose when the engine 
“rolls” on its mountings during 
power surges, the engineers ex- 
plain. 

In trucks using the 348 cubic-| 
inch engine, the extension should | 
be rotated 66 degrees to the left. | 
The increased angle is necessary | 
to clear front-mounted accessories. | 

Chevrolet Service Department ad- 



















vises checking the alignment of the 
extension each time the air cleaner 
is serviced—News FROM CHEVROLET 

* * = 


Lubricate Body Points, Too 


— is more to complete auto- 
motive lubrication service than 
lubricating the chassis. To a large 
measure, the comfort and motoring 
satisfaction your customer enjoys 
are governed by how quietly and 
efficiently his car operates. Squeaks 
and rattles can be eliminated by 
properly lubricating the body hard- 
ware as part of the regular chassis 
lubrication. 


The one essential part of body- 
lubrication service is cleanliness. 
Your reputation as a lubrication 
specialist will be governed to a 
great extent by your observance 
of this vital factor. To perform 
proper bod y-lubrication service, 
start by wiping off all the old | 
lubricant with a cloth moistened | 
with a lubricant solvent. Then, | 


after applying the new lubricant, 
carefully wipe off the excess. 

The hood is the largest single 
movable body section. And, because 
of its size, it is carefully counter- 
balanced and hinged for ease of 
operation and secure fastening. The 
periodic application of the right 
lubricant in the proper places will 
keep the hood easy to operate and 
prevent many annoying squeaks 
from developing. 

Place a few drops of oil on the 
hinge mechanism on both sides of 
the hood; then lower and raise the 
hood several times to distribute the 
lubricant. Wipe off the excess oil. 
Apply a coating of dry stick lubri- 
cant to the locking plate guide and 
dowel and to the spring loaded hood 
latch. Place a few drops of oil on 
the locking plate safety latch pivot. 

Operate the mechanisms with 
the controls to distribute the lub- 
ricant and again remove all traces 
of excess. Rubber hood stops that 
have become hard and glazed are 
apt to produce squeaks. A drop 
of rubber lubricant on those sur- 
faces will prevent squeaks from 
developing. 

Because of their weight and con- 
stant use, the doors must receive 
lubrication service at regular inter- 





Soap Box Derby Final 
Scheduled Next Aug. 16 


DETROIT.—The 1959 Soap Box 
Derby program had its official 
kickoff here at a meeting of the 
National Control and Rules Com- 
mittee, regulatory organization 
for the annual racing event for 
boys. 

Meeting with representatives of 
Chevrolet, national sponsor, the 
committee set next Aug. 16 as 
the date for the 22nd All-Ameri- 
can Soap Box Derby at Akron. 
Except for minor revisions, the 
1958 rules will continue, the com- 
mittee said. 





vals. Apply a few drops of oil to 
the door check link and to the door 
hinges. Swing the door back and 
forth several times to spread the 
lubricant over the contacting sur- 
faces, Wipe off any excess oil. The 
trunk lid may be lubricated in the 
same manner. The use of a silicone 
rubber lubricant on the door and} 
trunk-lid gaskets will serve to pre- 
vent squeaks from developing and 
provide waterproofing of the gas- 
kets. 


When lubricating door latches 





it's not what you re-do 
it's the way you re-do it... 
shop jobs demand a shop-engineered paint ! 


It’s a simple fact—‘‘Original Equipment”’ paint is not designed for re- 
finish work. Only parts can be replaced. Painting must be redone! Shop 


painting requires totally different application, 


processing and equipment than assembly- 


line work. In your shop—you need 


paint designed specifically for you—Martin Senour Shop-Engineered 


Automotive Paints in factory packages . . . or custom-mixed by weight. 





a 
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Martin Senour has just released special 1959 assortments of GM, FORD, 
CHRYSLER and AMERICAN MOTORS Colors. These are tailor-made for 
your individual requirements. Ask your NAPA jobber salesman for details 


SS 
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Martin Senour offers a complete 
refinishing system for every shop need: 


HI-SOLIDS LACQUER COLORS for spot repair, touch-up or overall refinishing on 
original equipment baked enamel, air-dried enamel or original lacquer finishes. 


DYTHO-LAC ACRYLIC LACQUERS for spot repair, touch up or overall refinishing 
on original equipment acrylic automobiles. 


SYNTHOL SPRAYING ENAMEL for panel or overall repair. A fast, durable high 


gloss synthetic finish. 


WHATEVER THE CAR, WHATEVER THE COLOR 
Martin Senour has exterior and interior colors matched to manufacturers’ spec- 
ifications for every 1959 car and truck on the road. Every color guaranteed as 
true and lasting as the original color. 


re 
SENOUR 


PAINTS 





MARTIN-SENOUR COMPANY 
AUTOMOTIVE DIVISION 


2500 S. Senour Avenue, 
Chicago &, Illinois , 


This year for best results—specify the finishes designed for you 





and striker assemblies, it is usually 
advisable to apply motor oil to 


rotary bearing surfaces as latch 
pins, and a dry stick-type lubricant 
to all sliding surfaces, as striker 
plates. These points of service must 
be properly wiped of excess lubri- 
cant to avoid soiling clothing. 

Push-button latches may be 
serviced by the application of a 
few drops of oil on the outer 
surface of the push button. Then, 
push the button in several times 
and remove all traces of excess 
oil. 


Locks are lubricated with pow- 
dered graphite only. Inject the 
graphite into the lock, insert the 
key, and work the lock several 
times to distribute the graphite in 
the tumbler mechanism. Never use 
oil in locks. 

Gasoline cap covers and hinged 
license-plate holders may be lubri- 
cated with motor oil. However, 
hinges used within the body, as on 
glove compartments and ventilators, 
should be lubricated with dripless 
oil using the same procedure as for 
other hinged parts. The sliding sur- 
faces of ash trays or visors are best 
lubricated with dry stick-type lubri- 
cants. 

The proper attention to lubrica- 
tion of body points as part of every 


| chassis lubrication can serve as a 
major factor in making your lubri- 


cation bay the lubrication center in 
your neighborhood. — Cuex-Cuart 


Service BuLierin 
> > = 


Dodge Bulletin Outdated 


_—_ information supersedes Bul- 
letin No. 25, dated Feb. 6, 1958, 
which should be removed from your 
files and destroyed. 


An improved throttle-flex spring 
has been released for production 
on the AFB carburetor used on 
the 350 and 361 cubic-inch en- 
gines. This spring, Carter No. 61- 
623, fastened on the right end of 
the primary throttle shaft, acts 
as the connecter between the pri- 
mary and secondary throttle 
shafts. 

When the choke is closed, locking 
the secondary throttle blades shut, 
the spring flexes as the primary 
blades open, giving an over-ride to 
allow full primary opening. Since 
the spring is the only connection 
between the primary and secondary 
shafts, there is the possibility that 
a sticky or slightly bent secondary 
shaft will exert more drag than the 
flex spring tension can overcome, 
causing incomplete or erratic sec- 
ondary throttle opening. 

If, with the air cleaner off, the 
secondary throttle blades are ob- 

served to be opening improperly, the 
stronger flex spring, Carter No. 61- 
623, may be installed to correct the 
trouble.—DopocGce Tecunicat Service 
BULLETIN 
> > > 


| How to Fix a Misfire 


r YOU'VE been having trouble 
finding the cause of a “miss,” on 
a '56 or 57 Dodge engine, especially 
on turns, look to the coil for the 
possible trouble. 

Sometimes a partial vacuum 
will develop inside the ignition 
coil, causing an intermittent short 
circuit due to the lack of resist- 
ance to the high voltage jumping 
the windings. Apparently the oil 
filled coils are sealed hot in pro- 
duction. When the coil cools, con- 
traction of the oil may be suffi- 
cient to produce this vacuum. 

The simplest way to fix the 
trouble is to remove the coil and 
remove the small Philip’s screw in- 
side the high tension lead tower. 
This permits enough air to enter 
the coil, after which the screw can 
be replaced.—CHAMPION Spark PLUG 
Co. 





Silicone Prevents Squeaks 
avs performing new-car 

predelivery conditioning, or cor- 
recting an owner complaint of 
annoying rubber weatherstrip or 
seal squeaks on 1958 cars, particu- 
larly between Engine No. 069849 
and Engine No. 079000, use a sili- 
cone lubricant. 

Apply silicone to deck lid, side 
roof rail, and all door-opening 
weatherstrip. Also be sure to lubri- 
cate the front and rear door upper- 
window assembly weatherstrips on 
all sedans.—THe Capmuiac SeErvice- 
MAN 


Sausman Joins Cars 
LeMOYNE, Pa. — Sausman Chev- 
rolet Co. has signed as a member 
of Cars Rental System, Inc. 
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Legislative Roundup 


(Continued from Page 25) 


on every motor vehicle registered | 
in the State. | 


* * * 


| 
Calif. Drunks Are Target | 
CALIFORNIA Senate interim 
committee on traffic accidents 
has heard proposals for more strin- 
gent laws to crack down on drunk 
drivers, including | 
that blood tests be made presump- 
tive evidence; that mandatory jail | 
sentences be extended, and that! 
“soft language” defining intoxica- 
tion be eliminated from the State 
Motor Vehicle Code. Any defendant 
refusing to submit to a blood test 
would automatically lose his oper- 
ator’s license under one proposal 
heard by the committee. 

Traffic safety measures pre- 
pared for submission to the Mis- 
souri Legislature by a special 
joint legislative study committee 
include a proposed new point sys- 
tem for traffic violations. The 
committee also will ask the Leg- 
islature to make drunken driving 
a graduated offense. It is a felony 
now and convictions are few. In 
most instances, the charge is re- 
duced to careless and reckless 
driving. 

Under the proposal for handling 
the drunk-driving issue, the first 
offense would call for a $100 fine 
and a possible jail sentence and 
the second offense a mandatory 
jail sentence and a fine up to $500. 
Each would be a misdemeanor. 

A third conviction would be a 
felony, punishable by a prison sen- 
tence. The committee also wants a 
law to permit any driver to take 
an intoxication test on a voluntary 
basis. If the alcohol percentage in 
the blood was .15 or more, the 
driver would be considered drunk 
and the results of the test could 
be admitted in evidence. 

> - > 


Other Changes Sought 


— committee also plans to seek 
a law placing 16-year-old driv- 
ers under the jurisdiction of Magis- 
trate Courts instead of Juvenile 
Courts: a clearer definition of 
“careless and reckless driving,” and 
a uniform speed limit for all trucks 
using state highways. 

Only trucks under State Public 
Service Commission supervision 
now are required to obey a 50- 
mile-an-hour speed limit. Pri- 
vately owned, unregulated trucks 
are subject only to Missouri's 70- 
mile-an-hour limit. 

Enactment of a compulsory peri- 
odic motor-vehicle inspection law 
in Missouri has been suggested by 
State Attorney General John M. 
Dalton, who also has asked a num- 
ber of other safety measures. One 
of his proposals calls for a revised 
and tighter driver’s-license law 
with the possibility of actual ex- 
amination of all drivers. 

Although rejecting a proposal for 
compulsory inspection of motor ve- 
hicles, an Arkansas Legislative 
Council subcommittee has endorsed 
a number of other measures to 
bring the State’s laws into line with 
uniform motor vehicle code provi- 
sions. These include a recommenda- 
tion that the State get rid of its 
conglomeration of maximum speed 
limits and establish only three to 
conform with the uniform code. 

* ” . 


Bill Hits Out-of-Staters 


THER Arkansas proposals 
would: Authorize the State to 


Purolator Wins Injunction 
Against ‘Cut-Rate’ Sales 


TRENTON, N. J.—New Jersey 
Superior Court Judge Mark A. Sul- 
livan jr. has signed a final judg- 
ment providing for a permanent 
injunction against Penn-Jersey 
Auto Stores, Inc., prohibiting the 
sale of automotive filters manufac- 
tured by Purolator Products, Inc., 
Rahway, N. J., at retail prices less 
than Purolator’s stipulated fair 
trade retail prices, Purolator re- 
ported. 

Purolator maintained that Penn- 
Jersey had been advertising, listing 
in its catalog, and selling Purolator 
filter refills at prices below those 
fixed by Purolator under its fair 
trade agreement now in effect in 
New Jersey, New York, Pennsyl- 
vania, Illinois and California. 


suspend or revoke the privilege of 
an out-of-state person to drive in 
Arkansas after being notified that 
the person has been convicted in 
another state; require persons in- 
volved in accidents to give notice 
immediately to law enforcement of- 
ficers; require the words “school 
bus” on buses to be at least eight 
inches high; tighten up title and 
registration laws, and laws cover- 
ing disposal of cars and rental cars. 
The group also wants to bring 
up to national standards the State 
Motorists Financial Responsibility 
Law. The code calls for $10,000, 
$20,000 and $5,000 personal and 
property insurance coverage, 
while present Arkansas law re- 
quires $5,000, $10,000 and $1,000. 
An Indiana legislative traffic 
safety study commission heard a 
proposal for enactment of a new 
law which would compel a drunken 
drive to take a drunkometer test or 
lose his license. State Motor Vehicle 
Commissioner Robert L. McMahan 
has said he may seek a law to 


Buty!’s superior shock absorption characteristics reduce 
amplitude of bounce in much less time as compared 


with other rubbers, 


require driver’s photographs on 
their licenses. 

A poll conducted by the South 
Dakota State Highway Safety De- 
partment indicated a majority of 
residents want a stronger driver’s 
permit law, with the result that 
Legislative enactment of such a 
measure may be sought next year. 

* * + 


15-Year-Old Can Get Permit 


. present law provides that 
anyone 15 or older with a dollar 
can buy a permit at his county 
treasurer’s office. No mental or 
physical examination is required. A 
point system for recording traffic 
violations also may be sought as a 
result of the poll. 

Amendment of Utah statutes to 
place juvenile traffic violators under 
the jurisdiction of local traffic 
courts, instead of juvenile courts, is 
advocated by the Utah Municipal 
League. 

Tennessee lawmakers are ex- 
pected to be asked by State Safety 
Commissioner Hilton Butler to set 
a 40-mile-an-hour minimum speed 
limit on state highways. The State 
now has no minimum speed limit. 
Butler contends that “the slow 
driver constitutes, in many in- 
stances, a traffic hazard and dan- 


MoPar Films for Dealers— 


A series of seven 26-second films in color—featuring MoPar parts and accessories— 
has been produced for MoPar division, Chrysler Corp. by Alexander Film Co., Colorado 
Springs, Colo. The film program is said to give Chrysler dealers strong local advertising 
coverage in their own towns—directed to their own service customers. Dealers are 
using local theater screens to build their service business by telling about the “MoPar 
Story." Chrysler dealers wanting more information about the films should contact 
Alexander Film Co. 


BEST WAY TO ABSORB SHOCK! 


Enjay Butyl, because of its higher damping factor, absorbs 
shock energy more completely than any other rubber. Through 
simple variations in compounding or processing, you can 
build the right degree of resiliency for your requirements. 
Butyl is the ideal rubber for motor mounts, load cushions, 
sound deadener insulation, axle and body bumpers—and 
other shock, noise and mechanical vibration applications. 
Butyl also offers outstanding resistance to weathering and 
sunlight ... chemicals ...heat... abrasion, tear and flexing 
.-. unmatched electrical properties and impermeability to 


gases and moisture. 


Find out how this versatile rubber can improve your prod- 


uct. Call or write the Enjay Company, today! 


BUTYL 


Pioneer in Petrochemicals 
' 


ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. 
Akron + Boston + Charlotte» Chicago+ Detroit « Los Angeles « New Orleans + Tulsa 


Visit the Enjay Booth at the American Society of Body Engineers Convention, Detroit, October 22-24 
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can do what 


Why new 


The smell of a new car is heady stuff. 


And when it’s a new car of The Forward Look, the 
beauty of it makes it tough for a customer to be 


hard-headed. 


But the best part comes next— 


These cars are engineered to be driven. At their best 
when they’re in motion as your hand and foot 
command. And filled with performance features that 
are exclusive with dealers who sell our cars. 


So—here are just a few reasons why you'll see so 
many dealers giving demonstration drives in Cars of 
The Forward Look during months to come. 


A drive brings out the difference great 


engineering makes! 


(Legend: CCE: Chrysler Corporation Exclusive. CCO: Chrysler Corporation Original.) 


All the controls are at your fingertips. The 
pushbutton driving controls are all in one handy 
cluster of buttons, just under your left hand. 
(Easy for you to get at—keeps your right hand 
on the wheel. And the youngsters can’t reach 
’em!) (CCE) Another set of buttons to your right 
controls the heater and air conditioning. (CCE) 
And the instruments on the new panel are grouped 
where you can see them, without looking too far 
away from the road. 


Touch the button 
-—and go! Push- 
button TorqueFlite 
controls are simple, 
mechanical and 
proved by over 15 
billion miles of 
driving. 


The steering works for you full time. We 
call it Constant-Control full-time power steering, 
because it doesn’t just “cut in” at sharp turns, 
the way some power steering does. Ours helps 
you all the time, so you have a constant, steady 


Constant-Control 
power steering. 

ing that works 
for you full time, 


and-off’’ feeling— 
makes parking 
easier than ever be- 
fore. 





“feel of the road”. (CCE) It makes these the 
best-driving cars in America. 


They don’t bob their noses or scrape their 
tails when you start and stop fast .. . and 
they take corners flat and steady as if they were 
on rails. Only the cars from Chrysler Corporation 
have Torsion-Aire Ride. (CCE) It gives you a 
firm, sure-footed ride, even over railroad tracks 
and rough country roads. And for ’59 you can 
also get The Forward Look cars with added air 
units in the rear. This gives you automatic 
leveling—so even if you have a heavy load, the 
car rides as level as it does when you’re alone 
up front. 


The seats swivel to let you in and out. (CCE) 
These are the easiest cars you’ve ever seen to get 
in and out of. As you can see in the picture, the 
seats turn like an office chair, on noiseless nylon 
bearings. They lock in place while you drive— 
and adjust to suit your driving comfort. Our new, 
roomier body design for ’59 gives you extra head 
and knee room besides—especially in back. 





New Mirror-Matic Electronic Mirror and Automatic 
Beam Changer give you new night driving security. 





New swivel seats, available only 


Mirror and headlights adjust themselves for 
night driving. You’ve never driven a car that 
did so much to make you feel secure at night! 
The headlights dim themselves automatically 
when another car approaches from up front. And 
the rear-vision mirror adjusts itself electronically 
to take the glare out of lights coming toward you 
from behind. (CCE) 


A few of the other safety features: an outside 
fender mirror you can adjust from inside the car 

. electric windshield wipers that don’t slow to 
a gasp on hills or when you step out to pass some- 
body . . . and Safety-Rim Wheels designed to 
keep the tire from jumping the rim if you ever 
have a sudden blowout. (CCE) 
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Compound windshields that sweep all the way 
across and wrap around the front of your field of 
vision—and curve up into the top of the car, so 
you have clear, unobstructed vision in all direc- 
tions—can even see overhead signals without 
having to “‘crane your neck’’. (CCO) And there’s 
safety glass in every window. 


Compound wind- 
shields, intro- 
duced first by 
Chrysler Corpora- 
tion, let you see 
all around—even 
watch overhead 
Signals without 
having to crane 
your neck. 





on Cars of The Forward Look, make them the easiest cars to get in and out of you ever saw. 


New power up front—and brakes with the 
muscle to hold it. You may. remember that 
Chrysler Corporation cars walked off with top 
performance honors in the famous Mobilgas 
Economy Runs for the past two years straight— 
with every other major car in America pitted 
against them. (CCE) The new ’59 models are 


True aerodynam- 
ic styling not only 
sets the pace for de- 
sign but also makes 
a real contribution 
to your car’s driving 
stability on the 
highway. 


available with new engines—even better than 
those that set the pace in ’57 and ’58! 


And they’ve got the brakes to go with ’em— 
Total-Contact brakes. (CCE) Two hydraulic 
cylinders up front, where other cars have only 
one. And the brake makes contact all the way 
around the drum—not just part of the way, as 
in other cars. Touch the brake pedal—and it’s 
strictly up to you how fast you stop. 


The Look that started the trend is handsomer 
than ever in The Forward Look cars for ’59. 
There’s no mistaking them on the road, with 
their low, sleek, powerful look, and true aero- 
dynamic design that helps keep the car steady 
on the road. (CCO) 


And to protect their looks (and your investment 
for the future)—even the paint on the outside is 
new this year. New ““Lustre-Bond”’ super-enamel 
finishes, so tough and glossy a light wash and 
wipe makes your car look like you spent the 
whole weekend polishing. (CCE) Inside—new 
textured upholstery fabrics and trim are more 
durable and beautiful than ever before. 


And the quality of workmanship built into these 
cars is apparent everywhere you look—inside 
and out. 





More room to sit, more room to carry things than 
any other station wagons on the road. 


America’s biggest, best-looking wagons. We 
build our wagons family-size, with more sitting 
and carrying room than any others at any price. 
(CCE) More Chrysler Corporation pioneered 
features too—third seat that faces back, spare 
tire hidden in the fender, window that rolls down 
into the tailgate, seats that fold flat to floor in less 
time than it takes to read this sentence. (CCO) 


PERSONAL NOTE to dealers 
who sell our cars: 


As you can see, we only had enough room to cover 
a few of the many exclusive and important features 
you have to sell with, in Cars of The Forward Look 


for 59. But even so, we think you'll find these two 
pages make a fine reminder to your salesmen (and 
customers, too) of how true that old saying is: 
**You get the good things first from 
Chrysler Corporation!’’ 
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Auto Personnel 


Dick Younts has been promoted 
to factory sales 
manager of 
Freightliner 
Corp. He will di- 
rect new equip- 


liner trucks and 
tractors manufac- 
tured on a custo- 
mer-specification 
basis. Prior to his 
promotion, Younts 

Dick Younts had served in the 
engineering, production, and sales 
departments. 

+ = = 


Four M-E-L Executives 
Shifted in Portland, Seattle 


Reassignment of four executives 
in the Portland (Ore.) and Seattle 
areas has been announced by the 
M-E-L division. 


M. J. Lyon, former Edsel zone} 


manager in Portland, has been ac- 
vanced to M-E-L zone manager in 
Portland. W. A. Little moved up to 
zone manager in Seattle and R. H. 


ment sales of} 
White-Freight-| 








Siewer has been named assistant 
manager. M. O. Kirby, Lincoln- 
Mercury zone manager in Portland, 
has been named parts and acces- 
sories manager in Seattle. 

* + * 


Duff Joins Cal Sales 
Jack Duff has been appointed 


merchandising manager for Cal|™ 
Sales, Inc., western states distribu-| | ~ 


tor of Triumph cars. He formerly 
headed the merchandising depart- 
ment of Allen & Marshall Adver- 
tising Agency. | 
* * t 
Thor Shifts Perham 


James A. Perham, chief product 


|efigineer of Thor Power Tool Co.’s 


Aurora (Ill) Works, has been 
named chief engineer of Thor’s 
SpeedWay Mfg. Co. division of La- 
Grange Park, Ill. 

+ * = 


Fenner Gets Mahwah Post 


The appointment of William S. 
Fenner as industrial relations man- 
ager for Ford division’s Mahwah 
(N. J.) assembly plant has been 


announced. Fenner replaces M. P. 
Havstad who has been transferred 
to Dearborn as administrative man- 
ager for Ford division’s manufac- 
turing operations. 

*” + * 


White Appoints Ferguson 


Manager of Atlanta Branch 

L. N. Ferguson has been named 
Atlanta branch 
manager for 
White Motor Co. 
He takes over 
sales and service 
operations for 


at the company 
branch at 70 
Boulevard N.E., 
Atlanta. 





L. N. Ferguson has been with 
White in the Southern and South- 
western regional sales organization 
since 1950, had been regional terri- 
tory manager at Dallas. 

+ ca + 


Excel Corp. Names Holt 


Executive Vice-President 
Thomas W. Holt has been named 
executive vice-president of Excel 
Corp. and Richard E. Flanders has 
been appointed vice-president. 
John ©. Gilmer has been named 





UNDER-CAR SEALER AND SILENCER 
not only silences squeaks and rattles... 


IT SILENCES COMPLAINTS! 
e--and it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 
of customers who tie up expensive personnel on 
non-profit body complaints. 


And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 
of six! That’s because Nokorode’s patented proc- 
ess results in a coating of greater density...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,303,774 


@ §6SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 
Dept. AN-J, El Dorado, Arkansas 


Please send me complete 
Nokorode, and how it can increase 
profits. No obligation, of course. 


information about Lion 
ly coating 








LION OIL 


A Division of Monsanto 
Chemical Company 


White, Autocar| 
and Reotrucks| 


Ferguson, who} 








automotive sales manager. His of- 
fice is at 725 Fisher Building, De- 
troit 2, Mich. 

+ * + 


Percy Will Represent 


Perkins in Southern States 

P. W. Percy, F. Perkins, Ltd.’s, 
resident repre- 
sentative in Cen- 
tral America and 
the Caribbean, 
will be based in 
the U. S., instead 
of Jamaica. 

His duties will 
also include rep- 
resenting F. Per- 
kins (Canada), 
Ltd. the com- 

; pany’s Canadian 
P. W. Percy subsidiary in the 
Southern states of the U. S. 
= a = 


Pracker Joins Heater Firm 

Art W. Pracker has been named 
middle eastern district manager for 
OverHead Heaters, Inc. He had 
been sales manager of the Jackson 
& Church division, York-Shipley, 
Inc. 


> = = 
Caletri Joins Bendix 
Ralph J. Caletri has been named 
staff assistant to Frank E. Farrell, 
director of automotive sales for 





coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 
ommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness 
gives you nine undercoating jobs at-the cost of 
six—50% more cars coated from every Nokorode 
drum—50% to 100% more profit! 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet— increases re-sale value. 





COMPANY 


EL DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 





Bendix Products division of Bendix 
Aviation Corp., South Bend. Caletri 
formerly was sales promotion man- 
ager for the auto parts, service and 
accessories departments of Stude- 
baker-Packard. 
* 


General Tire Names Jordan 


TBA Sales Chief in East 


Herbert R. Jordan has been pro- 
moted to Eastern 
regional manager 
of TBA sales for 
General Tire & 
Rubber Co. He 
will supervise 
sales in the Bos- 
ton, Charlotte 
(N. C.), New York 
and Philadelphia 
divisions. 

Jordan, former 
manager of pas- 
senger-tire sales 
in the New York division, joined 
General Tire in 1949. He has served 
in various sales capacities and as 


manager of dealer relations. 
= am * 


Ford International Promotes 


|Four in Finance Office 


Four appointments in the finance 
office of Ford International division 
have been announced. They are: 

Jerome Bennett, staff finance ex- 
ecutive; James P. O'Neill, regional 
finance manager, sales and assem- 
bly companies; John B. Boyce, 
supervisor of the overseas account- 
jing section, and W. H. Totten, 
supervisor in the U. S. accounting 
section. 





H. R. Jordan 


GM of Canada Promotes 


Workman and Steadman 


Lioyd C. Workman has been ap- 
pointed assistant 
director of sales 
for Eastern Can- 
ada by General 
Motors of Canada, 
Ltd. He has been 
executive assist- 
ant to the sales 
director. 

Workman was 
succeeded by 
George A. Stead- 
man, who had 
been manager of L. C. Workman 
the firm’s sales department office 
in Oshawa, Ont. Workman joined 
GM in 1928; Steadman, in 1931. 

> * > 


\Goodrich Chemical Assigns 


|Ramsey to New Sales Post 


Grover S. Ramsey has been ap- 
pointed sales representative in 
Michigan for B. F. Goodrich Chem- 
ical Co. A new sales territory, it 
was created principally to give bet- 
| ter service to the automotive indus- 
try, the firm said. 
| Ramsey joined Goodrich Chem- 
ical in 1954, as sales representative 


|in the Northern New York area. 
* > > 


| Reno Named Vice-President 


By Peterson Mfg. Co. 


William E. Reno jr. has been 
appointed vice- 
president of 
Peterson Mfg. Co., 
Kansas City, 
manufacturer of 
automotive lights, 
reflectors and ac- 
cessories. 

Reno has also 
been comptroller 
of the company 
and will continue 
in this capacity. 


* > - 
Dayton Rubber’s Strobeck 


Closes 29-Year Career 


L. C. Strobeck, mechanical-goods 
sales vice-president, has retired 
after 29 years with Dayton Rubber 
Co. 

However, Strobeck will continue 
to do special staff and sales-devel- 
opment work for the firm in Dallas. 

. > * 


Pendleton Ups Bandoli 


Marvin S. Bandoli has been 
elected senior vice-president of 
Pendleton Tool Industries, Inc. He 
joined the company in 1952 as 
marketing vice-president. 

* * * 


S-P Reassigns Scovill 

M. M. Scovill, formerly Minne- 
apolis zone manager for Stude- 
baker-Peckard, has been named to 
head the Los Angeles zone and 
the Mercedes-Benz retail outlet in 
Hollywood, Calif. Scovill has been 
with the firm for more than 30 
years. 














W. E. Reno 























AUSTIN 


CADILLAC 


CHEVROLET 


CITROEN 


CONTINENTAL 


DE SOTO 


DODGE 


ENGLISH FORD 


FIAT 


FORD/THUNDERBIRD 


IMPERIAL 


JAGUAR 
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of the world’s top cars were advertised in Holiday Magazine during the first 9 months of 1958 


MERCEDES-BENZ 
MORRIS 
OLDSMOBILE 
PACKARD 
PEUGEOT 
PLYMOUTH 
PONTIAC 
RENAULT 
SIMCA 
STUDEBAKER 
TRIUMPH 
VAUXHALL 


VOLKSWAGEN 


Why all the traffic in Holiday? 
The reasons are clear: 


e Families with incomes of $7,500 
a year or more (less than a fifth of 
U. S. families) buy more than a 
third of all the new cars sold. 


e Holiday’s 875,000 families have 
incomes nearly triple the national 
average. They own 1.2 million cars 
and drive them some 12.4 billion 
miles a year—on 900 million gal- 


lons of gas and 42 million quarts 
of oil. 


If you sell cars (or anything auto- 
motive), shouldn’t your advertising 
be in Holiday, too? 


_ 
. we 
o , & ss Pa 
ne 


HOLIDAY readers go more, do more, buy more! 


LINCOLN 





TURNINGS ... 
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Cream of Crop Found 
Within Body Society 


By Joseph M. Callahan 


Engineering Editor 


NE of the most exclusive organizations in the auto 
industry, the American Society of Body Engineers, will 
hold its 13th annual technical convention in Detroit this 


week. 


The three-day meeting will open Wednesday (Oct. 22) in 
the Rackham Memorial®—— y iw ae) = 


Building. Featured will be 12) 


technical papers by an array 
of body engineering notables and 


j ti | 
oe 3 St mae ames “ve | and the technical advancement of 


suppliers. 


The ASBE’s reputation for being | 


exclusive and influential is not due 
to any undemocratic aloofness, but 
is largely the result of the organi- 
zation’s entrance requirements. 
















S 
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posely made high so that the 
organization could better achieve its 
objectives—which are simply the 
improvement of body engineering 


its members. 


The principal membership re- 
quirements are: 
1. A minimum of eight years ex- 


| perience as a body designer or as 
These requirements were pur-| 


a design leader. The ASBE’s mem- 


a 








bership committee is stubborn about | 
this. Recently, a ranking automo-| 
tive executive was turned down for 
membership, even 
though a number 
of his assistants 
are ASBE mem- 
bers. 

2. A degree in 
engineering or 
equivalent exper- 
ience. Most body 
engineers, even if 
they don’t possess 
‘ a degree, are 

om trained in mathe- 
J. M. Callahan matics, surface 
development, material stress and 
body construction. 

3. Recommendations from three 
ASBE members as to technical 
background, experience and char- 
acter. 

4. Membership in the Engineer- 
ing Society of Detroit. 

5. The ability to design all major 
automotive body components, in- 


cluding the underbody, doors, roof | 


panels, instrument panel and other 
sheet metal parts. 
= 


* & 


ASBE President Queried 





GET more information about 
body engineers, a visit was ar-| 


“COMING SOON- 
‘FROM THE LEADER 


ranged with Wesley E. Ravell, chief 
engineer of Aero-Detroit, Inc., and 
national president of the American 
Society of Body Engineers. A num- 
ber of questions were put to him 
and he made the 
following replies: 
Q. — Exactly 
what does a body 
engineer do? 
A.—He gets the 
pictures of the 
body exteriors 
from the stylists 
and has full-size 
clay mockups 
made from these 
pictures. Then, he 
develops a smooth 
surface on the body and develops 
the understructure for this surface. 
He’s between the stylist ana the 
manufacturing man. 

A body engineer is not neces- 
sarily a stylist but he must be 
familiar with styling require- 
ments and the blending of sur- 
faces. Sometimes, styling presents 
impossible manufacturing situa- 
tions and we have to recommend 
compromises. 


W. E. Ravell 


Q.—Which body engineers are 


members of ASBE? 


A.—Our members are largely the 
| people who do and are responsible 


- 


The Greatest Advancement in 
Commercial Vehicle Brakes in 30 Years! 


PSS SSS SS RSS SSOSOOOG 


After years of research and development 
Rockwell-Standard will soon offer to the trucking 
industry the new Stopmaster brake, representing 
the most advanced brake design to be made avail- 
able in three decades. 

The Stopmaster has been proven by thousands 
of miles of rugged, demanding road trials . . . and 
by long hours of testing by trained technicians 
using the extensive laboratory facilities of the 
Rockwell-Standard Brake Division. 

The many outstanding features of the Stop- 
master brake make this design the answer to the 
industry’s long-standing need for an improved, 
higher performance, more dependable brake. 





Another Produc ¥f.. 


For every industrial, agricultural or automotive 
opplication where braking is required ! 
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and durability. 
capacity. 

@ LONGER DRUM LIFE 
lower maintenance costs. 


operation. 


less maintenance. 


inventory. 
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ARE ONLY SOME OF THE ADVANTAGES 
THE NEW STOPMASTER BRAKE WILL OFFER YOU! 


@ COOLER OPERATING — For extended brake life 


@ LIGHTER WEIGHT—For greater vehicle payload 


@ LESS BRAKE FADE—For safer . . . continuous 
@ LONGER LINER LIFE—For lower operating costs— 


@ GREATER INTERCHANGEABILITY —Maximum num- 
ber of common components for smaller parts 


© 1958, R-S Corp. 
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for the actual engineering of the 
current and future automobile 
bodies. We have about 400 members 
and I doubt if there are more than 
150 or 200 more men in the industry 
who would be eligible for member- 
ship in the ASBE. We conduct no 
membership drives. 


Our members are almost all en- 
gaged in the engineering of auto- 
mobile bodies, although a few are 
concerned with truck and tractor 
bodies. About 70 percent of the 
membership is employed by the 
Big Three. 


* * x 


Some Associate Members 


OWEVER, we do have a limited 

number of associate member- 
ships for people in the allied en- 
gineering fields—in the automotive 
fastener, glass, rubber and trim 
fields. These members can’t hold 
office and are limited to 20 percent 
of the total membership. 


Most of our members are resi- 
dent members, meaning that they 
live within 100 miles of Detroit. 
We do have a few members in 
South Bend and Fort Wayne, 
Ind., on the West Coast, in Eng- 
land and continental Europe. 

Q.—What are the advantages of 
ASBE membership? 

A.—The principal advantages are 
that a member can make use of all 
the Engineering Society of Detroit 
facilities and activities, has the op- 
portunity to meet others in the 
same profession and is able to par- 
ticipate in the exchange of ideas, 
without giving away competitive 
secrets. 

Q.—What do the auto companies 
think about the ASBE? 

A.—They encourage membership 
because it improves the caliber of 
their body engineers. 

” ca & 


Membership Small, Active 
Q —HOW active are ASBE mem- 
* bers? 


A.—We have a small but active 
membership. About 150 of our 400 
members actually work on one or 
more committees. The other prin- 
cipal ASBE officers are the vice- 
president, Russell M. Cooper, 
Chrysler Corp.; the secretary, 
Herman A. Klix, Fisher Body; the 
assistant secretary, Verne T. 
Koppin, Creative Industries, and 
the treasurer, Vern H. Foster, 
Fisher Body. 


Q.—How important is a college 
education to a body engineer? 

A.—It’s desirable but not manda- 
tory. Most graduates have to forget 
many of the logical rules and prin- 
ciples that they learned at engineer- 
ing school because most body de- 
signs are unsound from the purely 
structural point of view. For in- 
stance, a structurally sound fender 
would be a simple arc with an 
underbody like the structure of a 
bridge. 

Experience is vitally necessary in 
body engineering. There are many 
things about it that can’t be learned 
in college, but that can only be 
learned through experience. 

= + € 


What Experience Teaches 
—WHAT are some of these 


Q. things? 

A.—Well, here are three things 
that a body engineer learns only 
with experience: 

1. To hold tooling expense down 
to the minimum by designing the 
part with the correct die angle 
so that it can be made with a 
single draw, thereby avoiding the 
use of cam dies which are mul- 
tiple, expensive operations. 

2. To learn what tools are avail- 
able in a particular shop so that 
some part is not designed that 
cannot be built with the company’s 
present equipment. 

3. To make the most of inter- 
changeable parts, especially parts 
used in the inner construction of 
multiple body lines. 

* « * 


Meet 9 Times a Year 
Q —HOW many ASBE meetings 

* are held a year? 

A.—We have our annual con- 
vention, three closed meetings 
and five meetings that are open 
to the public. 

Q—Is the ASBE expensive to 
belong to? 

A.—No. We're a nonprofit organ- 
ization. Membership dues are $10 
a year, plus $30 for membership in 
the Engineering Society of Detroit. 
Incidentally, we still have 90 mem- 
bers who were charter members 
when the organization was founded 
in 1945. 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


iy month a higher court held 
that an automobile dealer can- 
not expect a city to protect him 
against depreciations of the value 
of his real estate 
caused by enact- 
ment of a zoning 
ordinance. 

For illustration, | 
in Curtiss v. City 
of Cleveland, 144 
N. E. (2d) 177, 
the higher court 
held a new city 
zoning ordinance 
valid and enforce- 
able although it 
resulted in con- 
siderable depreciation of an auto- 
mobile dealer’s real property. 

The higher court said: “Actual or 
potential losses in value resulting 
from the rezoning do not render 
an amendatory zoning ordinance 
invalid unless such ordinance 1s 
found to be unreasonable and dis- 
criminatory and without relation to) 
the public health, safety, morals or} 
general welfare.” 

Recently a higher court held 
that a garage’s insurance policy 
may be broadly construed. 

For example, in Allstate Insur- 
ance Co. v. Highland Bump Shop, 
146 N. E. (2d) 387, the testimony 
showed: A repair shop owner held| 
a garage’s liability insurance policy. | 
The owner of a Mercury automo-| 
bile left it in the shop in May for| 
repairs. 

The shop was owned by the High-| 
land Bump Shop and it was under- 
stood that the owner of the Mer- 
cury would call for it in September. 
In the meantime Highland Bump| 
Shop loaned the Mercury to a cus-| 
tomer who later wrecked the Mer-| 
cury. 

In subsequent litigation, the 
higher court held that the insurance 
company must pay the loss under 
the garage liability policy. 


* + * 





i, T. Parker 














Ground for Cancellation 


a a higher court held 
that if an automobile dealer 
makes a usurious contract with an 
automobile buyer, the latter can 
cancel his contract. 


For illustration, in Holland v. 
Doan Buick Co., 307 S. W. (2d) 538, 
the testimony proved that a man 
named Holland purchased from 
Doan Buick Co. a used Buick for} 
the sum of $400. | 

As downpayment, he traded in a 
Hudson automobile for which he} 
was allowed $100. Fire, theft and! 
other car insurance amounted to} 
$46.10; interest on the $346.10 was| 
figured as $19.78. This totalled! 
$365.88, which was to be paid in 
48 weekly payments. 

After making 16 weekly pay- 
ments Holland defaulted. Doan | 
Buick Co., sued to recover the | 
balance due ($243.96), and at- 
tached the Buick. Holland de- 
fended the suit by alleging that 
the contract provided for more 
than 10 percent interest, which 
violated state usury laws. 


Holland asked the court to cancel 
the contract and hold that he owed 
Doan Buick Co. nothing, because 
the latter had violated state laws 
and charged him more than 10 per- 
cent interest. 

The higher court agreed with 
Holland’s contentions. 


For comparison, see Griffin v. 
Murdock Acceptance Corp., 303 
S. W. (2d) 242. This higher court 
held that though usurious charges 
had been exacted, they were the 
result of a mistake, and there had 
been no intention to charge interest 
in excess of the state laws. Hence, 
the automobile dealer was not liable 
nor responsible for violating the 
usury laws. 

For further comparison, see 
Brooks v. Burgess, 306 S. W. (2d) 
104, 105. This higher court held an 
automobile dealer responsible for 
charging usury interest because he 








Corder Takes On Fiat 


Corder Motors (Oldsmobile), 
Vancouver, Wash., has been 


named distributor for Fiat. 


failed to convince the court that he 
made an honest mistake. 

This court went on to explain 
that if before an automobile buyer 
complains, the dealer notifies the 
buyer that by mistake unlawful in- 
erest was charged, this testimony 
is sufficient to relieve the dealer 
from liability. 

” * + 
Deed Is Paramount 


FEW weeks ago a higher court 

held that restrictions in a deed 
remain effective, notwithstanding 
new city ordinances to the con- 
trary. 

For illustration, in Ray A. Tower 
v. Mudd, 317 Pac. (2d) 753, it was 
shown that one Mudd held a deed 
on a lot. The deed contained a 


clause restricting the lot for resi-| 


dential purposes, exclusively. 
Several years later the city en- 
acted a new ordinance to the 
effect that all lots in the area 
could be used for business pur- 
poses. Mudd started constructing 


When you're on a rocket, RIDE | t 


WE’RE SELLING ENGINE TUNE-UPS FOR YOU WITH THIS 
TWO-PAGE SPREAD IN THE OCTOBER 4 


When Carter’s previous two-page spread, “Just what is an 
engine tune-up?” hit the POST, the wave of enthusiasm 
expressed by tens of thousands of motorists in writing to us, 
and a half-million more motorists who read almost every 
word in the ad (making it one of the best-read and most 
effective ads in the magazine), proved we’ve got hold of a 


an automobile dealership and 
parking lot on his property. 

In subsequent litigation, the lower 
court held that the deed restrictions 
were rendered void by the new 
ordinance and that Mudd could use 
his lot for business purposes. The 
higher court promptly reversed the 
lower court’s decision, saying: 

“The rezoning of the property for 
purposes other than residential does 
not supersede the original deed re- 


strictions.” 
* = = 


Kansas Court OK’s All 


But One Part of Trade Act 


TOPEKA, Kans.—While the State 
of Kansas still has the power to 
prohibit sales below cost, the Su- 
preme Court has declared uncon- 
stitutional a section of the Unfair 
Practices Act that states that pre- 
vailing market conditions may be 
considered in determining costs. 

The court upheld the rest of the 
act, which forbids sales below cost} 
with intent to injure competitors. | 

The court ruled that the act’s| 
purpose was to prevent monopoly, 
foster competition and to prevent 
|certain other unfair competitive 
| practices. It held that enforcement 
| was within the police power of the 
State. 


SATURDAY 





redhot selling idea for you! 


Now, in the newest spread of the Carter Series, we’re asking 
“Where can you get an expert engine tune-up?” And we're 


pointing the answer right to your doorstep! 


Tie in for the take-off! Don’t wait to be asked... attract 
customers, remind them, convince them—‘“‘Get your expert 
engine tune-up here!” Display the Carter sign, offer the 
popular tune-up booklet—display this colorful poster on 


window or door! 


Call your Carter Supplier now for the full profit story! 
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Pontiac Contest Winners— 


Michigan first-place winners in Pontiac's $50,000 “Parts-Service-Sales for More 
Fixed Gross" contest included Red Holman Pontiac, Inc., Wayne, and Homer Hight 
Motors, Inc., Oxford. From left are A. A. Holman, dealer; Jack Tipple, Holman service 
manager; Gene Smith, Holman parts manager; H. E. Milliken, Pontiac zone manager; 
Richard LaGruth, Hight parts manager; Glen Hight, service manager, and Homer Hight, 
dealer. The nationwide contest pitted each eligible Pontiac's sales for the first six 
months of 1958 against the same period in 1957. 
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59 CHEVROLET| 


Here...and ready to roll up\ ¢ 








Now there’s a full series of elegant Impalas, including the new Sport Sedan shown here. 


It's shaped to the new American taste with a lean, clean silhouette, crisp new contours, beauti- 


fully restrained accents. It brings you more spaciousness and comfort with a new Body by 





Fisher. It has a bright new sheen—a new kind of finish that keeps its luster without waxing for 
: up to three years. New tngger brakes. Vast new areas of wmsibility. New Hi-Thrift 6. New 


| handling ease and road steadiness. It’s new right down to the tires! 


ALL NEW | 








| 














| Civ ROLET A 


What America wants, America gets in a Chevy! 








another big year for Chevrolet dealers! 


Never before has an automobile manu- 
facturer made such sweeping changes two 
years in a row. And never before has any 
car been new like this one. 

The 1959 Chevrolet is shaped to the 
new American taste. It’s designed to 
anticipate the trend toward greater roomi- 
ness and comfort. Engineered for greater 
safety, economy, ease of handling and 
smoothness of ride. Chevrolet’s new Slim- 
line design brings entirely new poise and 


proportion to automobile styling. Inside, 
the new and roomier Body by Fisher 
reflects truly tasteful elegance. And there 
are vast new areas of visibility, including 
a sweeping Vista-Panoramic windshield. 

Chevy’s newness goes down deep, too. 
A new steering ratio makes handling 
easier. New suspension engineering gives 
a more stable ride. (Level Air suspension* 
is now even smoother!) There’s a sweet 
new edition of Turboglide* that’s more 


durable than ever. A new Hi-Thrift 6 that 
goes and goes on a gallon. New Safety- 
Master brakes. And with all that’s new, 
this car still has the uncompromising 
economy and practicality that make it 
unmistakably a Chevrolet. It’s all new 
all over again—in a way that promises 
to bring Chevrolet dealers continued sales 
leadership. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


*Optional at extra cost. 





This Impala Sport Coupe—like all ’59 Chevies—rolls on stronger, safer Tyrex cord tires. 


ALL OVER AGAIN ! 














DISTRIBUTOR TESTER—An A. C. oper- 
ated distributor tester with a speed range 
fo 8,000 r.p.m. for testing distributors on 
all cars, trucks and tractors has been an- 
nounced by Allen Electric and Equipment 
Co., 2101 N. Pitcher St., Kalamazoo, Mich. 

The unit, model 31-02, will test six, 12, 
24 or 32-volt distributors with either single 
or double contacts, it is said. The variable 
speed drive operates in both forward and 
reverse rotation. The distributor chuck has 
three jaws for automatic shaft alignment 
and is ball bearing mounted for vibration- 
free operation. A bright arrow-shaped 
light within the graduated protractor ring 
pinpoints the distributor firing pattern with 
absolute accuracy. 





MERCHANDISER — A merchandiser de- 
signed to display the Gates line of colored 
front and rear Cor Carpets has been in- 
troduced by Gates Rubber Co., Denver, 
Colo. The merchandiser is built of tubulor 
steel for attractiveness and durability. 
Overall height is 46 inches, and it fits 
into a floor area measuring 244% inches 
by 25% inches. 





PLUG-PRESSURE INDICATOR—introduced 
by Kistler instrument Corp., 15 Webster 
St., North Tonawanda, N. Y., the SIM 
spark plug-pressure gage combination is 
said to provide continuous measurements 
of compression and firing pressures in in- 
ternal combustion engines. There is no 
modification of the combustion chamber, or 
use of special spark plugs that may alter 
the combustion process, it is claimed. The 
combination employs a subminiature quartz 
goge mounted in any standard spark plug. 
The radius of the plug body is increased 
less than .020 inches. Because of the two- 
unit construction, damaged or fouled plugs 
can be easily replaced. 

“er ee 


National Carbon Offers 
Headlight for 2-Lamp Car 

An improved headlamp makes 
driving after dark safer, easier and 
more restful on the driver’s eyes, 
according to National Carbon Co., 
division of Union Carbide Corp., 
535 Fifth Ave., New York 17, N. Y. 

The “Suburban” headlamp, fea- 
turing a “built-in spotlight” in the 
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lower beam, is designed for cars 
which do not have the four-head- 
lamp system, National Carbon said. 
It also is intended to raise the 
lighting standards of two-headlamp 
ears to 1959 standards, the firm 
added. 


AUTO LITTERBAG —A plastic litterbag 
with tissue dispenser, which snaps on un- 
der the instrument ponel, has been intro- 
duced by Advance Enterprises, Inc., P. O. 
Box 1362 A4, York, Pa. 

oS &<2 





DWELL-ANGLE TES TER—A simplified 
dwell-angle tester has been introduced by 
Harvey E. Hanson Co., Paw Paw, Mich. 
This hand-size model with 3% by 2%-inch 
color-coded dial measures the dwell angle 
of four, six, and eight-cylinder engines 
with either six or 12-volt systems.’ The 
Hanson model 27 uses two pen light bat- 
teries and requires no engine power. 

a A ~ 





LIGHTING FIXTURE — Development of 
thermoplastic snap-on lighting fixtures, de- 
signed especially for used-car lots, has 
been announced by the Shaver Flood-light 
Service, 477 Carroll St., Akron 4, O. 
Named “Colorglo,” the shades are said to 
make it possible to use smaller watt bulbs 
that still deliver more light. The exterior 
of the shades come in four colors—red, 
yellow, green and bive—while the under 
side which reflects the light is white. The 
shade is held on to the bulb by a stainless 
steel spring. 





LIFT CONVERSION KIT—A frame contact 
conversion kit engineered and designed to 
convert rail lifts to frame contact lifts has 
been placed on the market by the Beverly 
Equipment Sales Co., Beverly Hills, Calif. 
The “Lift-Rite’ kit converts conventional 
rail lifts permitting safe frame contact on 
any make of car, foreign or domestic. The 
company says the kit can be installed 


quickly and easily, in a matter of minutes. | 


The frame lift -permits wheels to drop 
freely from fender wells giving free ac- 
cess for all undercar repairs. 

* * * 
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| HOSE SERVICE KIT—Weatherhead Co., 
2310 Dwenger Ave., Fort Wayne, Ind., is 
offering 36 hose ends in 12 styles and 
20 feet of % inch 1.D. hose in a compact 
| steel box. This kit, called the BL-13 Barb- 
liner Hose Service Kit, is designed for fast 
repairs on most car makes and models. 
a. 





HOSE AND COUPLING—The latest com- 
bination in the Alemite “Surgepruf’ hose 
and reusable coupling line—"Buna-N" low- 
pressure hose and “Shur-Lock" couplings— 
has been announced by the Alemite divi- 
sion, Stewart-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Ill. This addition ex- 
pands the “Surgepruf" line to the full 
range — low pressure, medium and high 
pressure—of those requirements of industry 
and the automotive, agricultural, construc- 
tion and other fields. “Shur-lock" hose 
and coupling assemblies withstand working 
Pressures up to 250 p.s.i.; minimum burst 
Pressure is 1,000 p.s.i for all normal ap- 
plications in this field, it is said. 

Sram a 


Ditzler Enamel Reducer 


Said to Be Weatherproof 


Ditzler Color Division, Pittsburgh 
Plate Glass Co., 632 Fort Duquesne 
Blvd., Pittsburgh 22, Pa., has devel- 
oped an automotive enamel reducer 

‘ 








which the company says provides 
dependable control of spraying 
enamel in spite of adverse weather 
conditions including cold and damp- 
ness. 


To be known as Ditzco Bobcat 
Reducer, the product it said to pro- 
vide smooth, even flow out and per- 
fect leveling. 


| DeKalb Ave., Sycamore, Ill. 





DUSTLESS SANDER—A three-inch heavy- | 
duty belt sander has been announced by 


| Black & Decker Mfg. Co., Towson, Md. This 


| 





| 
| 


| unit is said to be ideally svited to both 


synthetic resin and lead methods of body | 
refinishing and repoir. The feature which | 
makes this possible is said to be an out- | 
standing engineering achievement—dust- 
less sanding. The dustless belt sander 
attaches to any standard industrial or 
domestic vacuum cleaner to eliminate over 
90 percent of the paint-dust and fine metal 
powder, it is said. The sander is driven 
by a special B&D motor to deliver a sand- 
ing power of 1600 surface feet per minute. 
_ 





SAND BLASTER—The Sandy Jet Spot 
Blaster has been announced by A. L. C. 
Co., 646 Oak St., Medina, O. According 
to the manufacturer, the blaster cleans 
rust, point, carbon, dirt, and weld scale— 
right down to bare metal—from moldings, 
seams, corners, “blind spots,” and engine 
ports. The unit operates on an overage 
gorage compressor at 100 to 185 pounds 
pressure. The tank holds 12 quarts of 
abrasives such as silica sand, metal shot, 
nut shells, and aluminum oxides. For clean- 
ing engine and parts, liquid detergents 
may be used. 

so a ew 
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BOAT-TRAILER LAMPS — Signal-Stat 
Corp., has introduced a line of boat and 
trailer lamps and kits. Each lamp is equip- 
ped with a universal clamp-on bracket 
complete with grounding screw and spe- 
cial rubber pads to protect boat or 
trailer finish against scratches. The most 
versatile lamp is said to be model TR21XL 
which serves as a class A—type one turn 
signal, stop, tail and license plate illu- 
minator. It comes complete with a clamp- 
on, universal license plate bracket. Other 
clamp-on lamps without the license plate 
ilumination feature for use as turn sig- 
nals or combination turn signal, stop and 
tail lamps are offered individually. All 
lamps are available in 6, 12 and 24-volt 
models, Paul E. Moss & Co., Inc., 152 W. 
Sixty-fifth St., New York, N. Y. 





CLEANER-BLOWER — A tank-type indus- 
trial suction cleaner and blower has been 
announced by Ace-Sycamore, Inc., 448 
The cleaner- 
blower model 101 handles wet or dry 
pick-up. Unit has a 14 horsepower motor 


| mounted on either a baked enamel tank 


(dry pick-up) or a stainless steel tank (wet 
or dry pick-up}—15 gallon capacity. Motor 


|can be detached and carried as a hand- 


held power unit for blowing, vacuuming 
and spraying. 


. = 
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BATTERY—tThe “Cellomatic,” a battery 
with air-cooled cells that can be replaced 
individually, is being mass-produced by 
Scranton Cellomatic Battery Corp., Arch- 
bald, Pa. The battery features high-impact, 
nonporous polystyrene cells in an poly- 
ethylene frame. Another feature is said 
to be the patented use of selenium, which 
is combined with the bottery acid or elec- 
trolyte. Use of selenium is said to prolong 
cell life by reducing the shedding of ac- 
tive porticles from the battery plates. 

> eS 
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TRANSMISSION JACK—The Richard 
transmission jack is said to be ideal for 
service shops specializing in transmission 
and overhaul work. The scissor-type ele- 
vator feature is operated with a ratchet 
or impact wrench. The ball bearing swivel 
casters are said to allow ease of opera- 
tion, The unit has a lift capacity of 450 
pounds, raises to a height of 28 inches 
and lowers to a height of seven inches. 
Richard-Charles, Inc., 1300 Walnut St., 


Des Moines, la. 
ee 6s 


National Cash Register Offers 


New Adding Machines 


National Cash Register Co., Day- 
ton 9, O., has introduced a new 
economy line of adding machines. 
The “Economy” models complement 
the regular line of National adding 
machines. 

The following models are in the 
economy line: A 10-column electric 
machine with addition and subtrac- 
tion; an eight-column electric ma- 

(Continued on Page 51, Col. 1) 
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oil, grease and water deposits, has 





New Products 


(Continued from Page 50) 


chine with addition and subtrac-; firm said Soakup can absorb 425 
tion; an eight-column hand-oper-| percent of its weight in oil alone. 
ated machine with -addition and| . ££: 


subtraction, and a six-column Spark- ° 
straight adder with a seven-column park-Plug Merchandiser 
A red-and-yellow spark-plug mer- 


total. chandiser, comprising a cabinet 
housing 80 spark plugs, is available 
to dealers, garages and filling sta- 
tions, according to Robert Bosch 
Corp., 40 Crescent St., Long Island 
City 1, N. Y. 


€ * * 


Plastic Hammers 


A line of No-Mar plastic ham- 
mers with “screw-in” replaceable 
tips has been introduced by Hunter 
Tools, Box 564, Whittier, Calif. They 
are available in sizes from five 
ounces to two pounds, the firm 
said. 


* * * 


Spark Plug Manual 
A book with the complete story 
of spark plugs from sales to serv- 
icing has been announced by Elec- 


* > + 


Ignition Parts Cabinet 
An addition to the Sorensen line 
of ignition parts and assortments, 
the SM-5 Cabinet carrying a stock 
of over 100 items with additional 


shelf space, has been introduced by 
P. Sorensen Mfg. Co., Inc., 32 Fifty- 
seventh St., Woodside 77, N. Y. 


F 


> * + 





RADIATOR HOSE—A collapse-proof neo- 
prene radiator hose, featuring a tempered 
steel spring through the length of its body, 
has been introduced by Wisconsin Rubber 
Products Co., Inc., Union Grove, Wis. The 
hose is said to be capable of being in- 
stalled in such positions as shorp bends or 
curves without danger of collapsing ond 
without hindering the flow through the 
hose. Special heavy-duty types are avail- 
able to withstand pressures up to 200 


pounds or more. 
° * > 


Resonator Kits 


Everhot Products Co., 2001 W. 
Carroll Ave., Chicago, Ill, has in- 
troduced the Everhot Resonator Re- 
pair Kits to replace the Resonators 
on late-model Fords and Cadillacs. 

> > > 


Oil, Grease Absorbent 


Sol-Speedi-Dri, a mineral absorb- 
ent that is said to absorb oils, 
greases, liquids, and their odors, has 
been introduced by Minerals and 
Chemicals Corp. of America, Menlo 
Park, N. J. 





HAND SANDER — Millers Falls Co., 
Greenfield, Mass., has announced a line 
of hand sanders, made with tungsten car- 
bide abrasive. Initially, two models will 
be available: Medium (80 grit) and fine 
(150 grit). These sanders are made by 
copper brazing tungsten carbide grits 
permanently to a steel shoe. This shoe 
is mounted on a wood block, 2% inches 
by 5% inches, which is curved for easy 
Gripping. A Ye inch felt pad between 
the block and steel plate distributes pres- 
sure evenly, it is said. 

S-e9 


Gear Lubricant 

An all-purpose, heavy-duty gear 
lubricant, called Presto AP, that is 
said to perform successfully with- 
out breakdown or gumming in hot 
transmission and high-speed rear 
end use has been announced by 
Middle States Oil Co., 1103 W. Elev- 
enth St., Cleveland 13, O. 


Grease Absorbent 


Soakup, called a revolutionary 
type of safe, antislip absorbent for 





been announced by Bares Co., 13210 
Shaker Square, Cleveland 20, O. The 
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tric Auto-Lite Co., Toledo 1, O. 
Contents of the book, which is 
thoroughly illustrated for easy 
reading, combines authoritative 
stocking, sales and servicing infor- 
mation. 

+ * = 


Customizing Material 


Motorists can add custom trim 
designs to their cars with “Gold ’"N 
Chrome,” a material made of du 
Pont Mylar with adhesive backing. 
It is available from Newhouse Au- 
tomotive Industries, 
5805 E. Beverly Blvd., Los Angeles 
22, Calif. 


* * * 


Freon in Disposable Can 


Allstadt Mfg. Co., 1922 S. Akard, 
Dallas, is packaging Freon-12, 
dichlorodifiluoromethane, 
in a disposable 12-ounce Spra- 
Tainer as a convenience for in- 
stallers and service agencies 


The sky’s your limit in balancing profits . . . with Bear! 
For Bear brings you all the extra profit. making advan- 
tages of the Industry’s longest, broadest and most inten- 
sified experience with all phases of balancing! 


From the newest Bear ‘““Dy-Namic 500” proven by official 
use for over 25 years at the Indianapolis Race... to the 


SS CS A SS NS NS SS SS 

SEND NOW FOR FREE DESCRIPTIVE CATALOG SHEETS BEAR MFG. CO., DEPT. A-14, ROCK ISLAND, ILLINOIS 
Without obligation send catalog sheets on balancers checked below: 4 
ges E. A WR. 


the world’s most complete line of 
WHEEL BALANCING MACHINES 





Dept. R-67,| 
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pound, for removing paint, lacquer, 
adhesives and other resinous prod- 
ucts from the hands, has been 
announced by Mark Kevin Co., 6651 
Washington, University City 5, Mo. 


* * * 


Display Turntable 


The Paravane 5000 automobile 
display turntable, made by Macton 
>| Machinery Co., 66 Dyke Lane, Stam- 
ford, Conn., now is offered with an 
interchangeable steel top (four feet 
in diameter) for showing engines, 
accessories and other heavy ware. 
It will hold 2,000 pounds. 


* * * 


specializing in automotive air con- 
ditioning. 





AUTOMOTIVE MAT—<A line of hater! 
automotive mats, the “Van Guard" group, | 
| is being introduced by Ace Rubber Prod. | High-Speed Photocopy Unit 
| ucts, Inc., 101 Beech St., Akron, O. The | Remington Rand division, Sperry 
line includes a door-to-door coverall mat | Rand Corp., 315 Fourth Ave., New 
for front floors, utility mats -for front or! York 10 N. Y., has introduced the 
rear and twin mets for wont floors. | peenene, a moa high- 

| spee photocopy unit, which, it 
Mar-Kev Hand Cleaner | Says, exposes, develops and prints 
Mar-Kev Hand Cleaning Com- (Continued on Page 55, Col, 1) 











BEAR BALANCING turns over fast profits every day...in every way! 


latest perfected Bear Golden ON-A-CAR Balancer . . . you’ll 
find Bear machines tops for profits . . . especially built to 
do the job right ...in least time...and with top accuracy! 
DEMONSTRATIONS ARE THE PROOF OF THE PUDDING... 
ASK YOUR BEAR JOBBER TO ARRANGE A DEMONSTRATION 
...and see for yourself why there’s more profit when you 
BALANCE WITH BEAR! 


0 Off-The-Car D On-A-Truck 0 2-Plane “330” §j 
O Crankshaft— Driveshaft } 
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Hollow the mailman 
to your best 
new-car customers 


OLLOW THE MAILMAN every Thursday as he delivers 
the red-bordered magazines and he'll lead you to your 
best new-car customers. 


In a recent survey made across the country, TIME rep- 
resentatives discovered that car dealers find their best 
customers among lists of TIME subscribers in their com- 
munities... 


At each stop, dealers were shown lists of TIME sub- 
scribers. Their reaction to the names of local TIME sub- 
scribers was startling. 


Listen: “29 of 83 TIME subscribers are my best custom- 
ers,” said one dealer. Another said: “I bet I’ve sold over 
half these people,” and—even better was what another 
said: “I’ve sold 75% of these people.” 

And these comments were typical of the ones made by 
dealers across the country representing every make ofcar. 

This impressive documentation of the local impact of 
TIME advertising is backed up by statistics that show 
how often TIME readers buy cars, how high a percentage 
of their principal cars are bought new (73%)—how well 
TIME readers qualify as the best customers in town. 

TIME delivers to its automotive advertisers 2,250,000 
best-customer families 52 times a year. 


TIME—The Weekly Newsmagazine 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of "57a added and ‘49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 
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Feb. 


"57 °S8 


Oct. March 
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58 "57 °S8 


May 


Figures alongside bars represent dollars. 


"50 club coupe, $115. 
DeSOTO—'52 Deluxe (6) 4-dr., $110. 
DODGE—’57 Royal (8) Lancer 2-dr., $1,- 
515°. 
FORD—’58 Fairlane (8) 500 conv., $2,110* 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


(ps); Custom (8) 300 2-dr., $1,690. 
steering. 'S7 Fairlane (8) 4-dr., $1,645° (ps), $1,- 
ee ie 550°; Custom (8) 300 2-dr., $1,360, 
JENISON, MICH eae tee). 
’ ” j ‘56 Fairlane (8) 2-dr., $935°*, $850; 
Grand Rapids Auction, Sale every Tues- | Custom (8) 2-dr., $800*. 
day. Prices are for sale of Oct. 7. | °55 Country sedan (8), $1,075*; Custom 
Market slipping except on the very (8) ranch wagon, $850; Fairlane (8) 
sharpest cars. Average cars are in much 2-dr., $750 (ps), $580°; Custom (8) 
smalier demand than a few weeks ago. 2-dr., $515. 
Sold 88 cars from 174 consignments. "54 Crest (8) conv., $575*; Custom (8) 
BUICK—’5S RM 4-dr., $2,800° (ps); conv., 2-dr., $350, $330. 





$2.775° (ps); Special Riviera 2-dr., "53 Custom (8) 2-dr., $305*, $225* (ps). 
$2,365°. "52 Crest (8) Victoria, $200. 

‘ST Super Riviera 2-dr., $1,800* (ps); | LINCOLN—’'57 Premiere club coupe, $2,- 
Special Riviera 4-dr., $1,700°; 2-dr., | 600° (ps). 
$1,400°. MERCURY —’'56 Custom 2-dr., $1,115* (ps). 


"56 Special 4-dr.. $1,225*° (ps). ‘53 Monterey 2-dr., $170*. 


‘SS Special Riviera 4-dr., $1,050*, Rivi- | NASH—'55 Statesman (6) 4-dr., $680*. 
era 2-dr., $835°; Super Riviera 2-dr.,| ‘52 Statesman (6) 4-dr., $165. 
$955° (ps). | OLDSMOBILE —’'58 (88) Holiday 2-dr., 
"64 RM Riviera 4-dr.. $700° (ps); Spe- | $2,315°. 
cial Riviera 2-dr., $610°*. | *S7 (88) Super 4-dr., $1,600°. 
‘S53 Super Riviera 2-dr.. $305°. "56 (S88) 4-dr., $1,330°; (88) Super, 
OHEVROLET — ‘58 Nomad (8), $2,460° Holiday 2-dr., $1,200° (ps). 
(ps); Bel Air (8) conv., $2,225° (ps).| ‘55 (88) Super 4-dr., $950*° (ps), $900°. 
'ST Bel Air (8) club coupe, $1,550; Two- "54 (88) Holiday 2-dr., $730°; (98) 4- 
ten (8) 2-dr., $1,225°; One-fifty | dr., $625° (ps). 
2-dr.. $1,165; One-fifty (6) 4-dr., $675. "53 (88) 2-dr., $365°; 4-dr., $265°. 
'S6 Two-ten (8) station wagon, $1,315; | PACKARD—'56 Super Clipper 4-dr., $1,- 
2-dr., $840, $825°; Bel Air (8) 4-dr., | 155* (ps). 
$1,210°. | ‘SS 4-dr., $345°, $115°. 
"54 Corvette conv., $920°. | PLYMOUTH—'57 Savoy (8) 2-dr., $1,185. 
‘SS Two-ten station wagon, $545° (ps); "56 Savoy (8) 4-dr., $815*. 
club coupe, $335; 4-dr., $210; Bel Air ‘55 Belvedere (8) conv., $755° (ps); 


Savoy (8) club coupe, $650°. 
"54 Savoy (6) 4-dr., $350 (ps). 





4-dr., $295. 
"Sl 4-dr., $215. 





PONTIAC—’' 57 
490°. 
°56 Star Chief 4-dr., $1,200* (ps); Chief- 
tain 2-dr., $930. 


Chieftain club sedan, $1,- 


55 Chieftain Catalina, $875*; 2-dr., 
$800*; 4-dr., $755. 
’54 Chieftain (6) Deluxe 4-dr., $355*. 


’53 Chieftain (6) custom Catalina, $375*. 
RAMBLER—’'57 Custom (8) station wagon, 
$1,575*. 
MISCELLANEOUS — ’'53 International flat 
rack, $340. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 7. 
BUICK—’57 Special Riviera 2-dr., $1,920°. 

’56 Century station wagon, $1,575* (ps); 
Riviera 4-dr., $1,500° (ps). 

’55 Special Riviera 2-dr., $1,050, $970°; 
Super Riviera 2-dr., $1,000*. 

"53 Super 4-dr., $395*; RM 4-dr., $390° 
(ps). 

’51 Super Riviera 2-dr., $305*. 

CADILLAC—'55 (62) coupe de Ville, $1,- 
875* (ps). 

"51 (62) sedan de Ville, $515*, 

CHEVROLET—’'58 Bel Air (8) Hardtop 4- 
dr., $2,250°; Hardtop 2-dr., $2,225°; 
Impala (8) conv., $2,245°; Delray (8) 
4-dr., $1,790. 

’57 Two-ten (8) station wagon, $1,910*; 
4-dr., $1,480°, $1,475*; Bel Air (8) 4- 
dr., $1,650°; station wagon, $1,650°; 
One-fifty (6) 2-dr., $1,230. 

"56 Nomad (8), $1,665*; Bel Air (8) 2- 


dr. Hardtop, $1,425°. 

‘55 Bel Air (8) Hardtop 2-dr., $1,225* 
(ps); conv., $1,130°; 4-dr., $1,100; 
Bel Air (6) Hardtop 2-dr., $875. 


"54 Two-ten station wagon, $785. 





"57 =°58 
Aug. 


"57 
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’53 Two-ten 4-dr., $400°; One-fifty club 
coupe, $375. 
’52 Styleline 4-dr., $465; 2-dr., $320°; 
Styleline Deluxe 4-dr., $425°*. 
"51 4-dr., $185; 2-dr., $165°. 
CHRYSLER—’53 NY coupe, $395*. 
'52 Windsor Deluxe 4-dr., $350°. 
DeSOTO—’55 Fireflite 4-dr., $880. 


DODGE—’57 Coronet (8) Hardtop 4-dr., 
$1,900° (ps). 

’56 Coronet (8) Hardtop 4-dr., $1,050°; 
2-dr., $660. 

’54 Coronet (8) 4-dr., $540°; Coronet 


(6) 4-dr., $390°. 
FORD—’58 Thunderbird, $3,750* (ps), $3,- 
550°; country squire (8), $2,490° (ps). 
’57 Fairlane (8) 500 Retractable, $2,310* 
(ps); country squire (8), $1,950° (ps), 
$1,875*, $1,770° (ps); Fairlane (8) 
500 2-dr., $1,700; Victoria, $1,700° 
(ps); 4-dr., $1,690°; Fairlane (8) Vic- 


toria 4-dr., $1,600* (ps); Custom (8) 
300 4-dr., $1,300. 
"56 Fairlane (8) 2-dr., $1,050° 


’55 Fairlane (8) conv., $1,050° (ps); 
Custom (8) 2-dr., $900°. 

54 Ranch wagon (8), $880°, Crest (8) 
Victoria, $800°*. 

"53 Custom (8) 2-dr., $600; 4-dr., $370, 


$300; ranch wagon (8), $585, $500; 
Main (8) 4-dr., $300. 
HUDSON—’53 Hornet (6) 4-dr., $400°. 


MERCURY—’58 Monterey 4-dr., $2.100°. 


"56 Custom Hardtop 4-dr., $1,160*. 

’55 Montclair Hardtop, $1,025* (ps); 
Custom 4-dr., $700*. 

54 Monterey Hardtop, $810°; 4-dr., 
$770*, $675°. 

’52 Monterey Hardtop, $430°. 

"51 4-dr., $190°. 

OLDSMOBILE—'56 (88) 4-dr., $1,370*. 
"55 (88) Holiday 2-dr., $1,250°; 4-dr., 


$1,160* (ps). 
53 (88) Super Holiday, $745* (ps); 4 
dr., $350* (ps). 
’52 (88) Super 2-dr., $320*; (88) 2-cir,, 
$285*. 
"51 (88) 4-dr., $245*. 
"50 (88) 2-dr., $195*. 
PACKARD — ’55 Patrician 4-dr., $1,040* 
(ps). 
PLYMOUTH—’57 Savoy (8) 2-dr., $1,455°*, 
$1,265. 
’56 Plaza (8) 2-dr., $855*. 
'55 Plaza (8) 4-dr., $660. 
’54 Belvedere (6) 4-dr., $525*; station 


wagon, $500. 
’53 Cranbrook (6) station wagon, $50()*, 
’50 station wagon, $225. 
’49 4-dr., $305. 
PONTIAC— 57 Chieftain Catalina, $1,770*; 


2-dr., 3 at $1,310*. 
’55 Chieftain Catalina, $1,050°; 2-dr., 
$700. 
’54 Chieftain (8) 2-dr., $620*. 
’52 Chieftain (8) 4-dr., $230°. 
RAMBLER—'55 (6) station wagon, $1,- 
190°. 


"53 (6) station wagon, $450*. 
R: . 


STUDEBAKER—’56 Golden Hawk (8) 
Hardtop, $1,380*; Commander (8) club 


coupe, $1,215*; 4-dr., $925. 
55 President (8) 4-dr., $785* (ps); 
Champion (8) 2-dr., $650*. 


53 Commander (8) club coupe, $625°*. 


WILLYS—’53 Ace (6) 4-dr.. $300°*. 
MISCELLANEOUS — ’'55 Ford %-ton 
pickup, $675*. 
"54 Ford %-ton pickup, $660. 


53 Ford %-ton pickup, $605; GMC %- 
ton pickup, $435. 

*52 Ford pickup, $400. 

’48 Willys Jeep, $450. 


BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 7. 
Our auction was down a littl® in cars 


consigned due to new car dealers holding 
up on their trades until the new ‘59s hit 
the street. Late model clean sharp pieces 
brought top buck and demand was up. 
On older models bidding was brisk but 
in most cases below wholesale boo k. 
Weather: Sunny and warm. Sold 66% 
of 114 cars offered. 

$1,750° 


BUICK — ‘57 RM Riviera 4-dr., 
(ps). 

‘55 Special Riviera, $810° (ps); 2-dr., 
$760*; Super 4-dr., $785° (ps). 





"54 RM 4-dr., $450° (ps); Special Rivi- 
era 2-dr., $410°; Super Riviera 2-dr., 
$695*; Century 4-dr.. $585*. 

"53 RM 4-dr.. 2 at $340° (ps). 

"52 Super 4-dr., $110*. 

CHEVROLET—'56 Two-ten (8) 4-dr., $950, 
$900; 2-dr., $890, $870; Bel Air (8) 
conv $1,125°; One-fifty (6) 2-dr., 


$660°. 

'55 Two-ten (8) station wagon, $930; 
Bel Air (8) Hardtop, $880; One-fifty 
(6) station wagon, $705*. 


"54 Bel Air conv., $510°, $445; Two-ten 


4-dr., $310. 
"53 Bel Air Hardtop, $400; One-fifty 
2-dr., $235. 


CHRYSLER—’53 NY 2-dr., $335°. 
DeSOTOO—'53 Power Master 4-dr.. $270*. 
(Continued on Page 56, Col. 3) 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


MICHIGAN 








APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 








Denver Auto Auction 


46% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 














NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Haif cee west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








ST. LOUIS AUTO 
|| AUCTION BARN, INC. 
3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


INDIANA 













(e 


DYER ING IND. 
SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, OCT. 31st, 11 A.M. 


Checks and Titles Guaranteed 


| years—same location—Rte, 30, 
2 miles west of Rte. 4/ 


UNicn 5-2361 Chicago line: REgent 1-6181 















NEW JERSEY 


CROSSROADS OF THE EAST 


N:-A:-D-E 
WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 





NEW YORK CITY'S 


Shytine Aulo Muclions, 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Auto 
Albany 5, WN. Y. 
Ev Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 








NEW YORK 


Thruway Auto Auction, Inc. 
Rovie 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, 
pick you up. 








LAFAYETTE—Syracuse Auto Avestion, 
Center of Empire State. Check an 
Title Protection. (Wed.). 


NORTH CAROLINA 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sele Every Menday, 12:30 P.M. 
“WE NEVER miss” 
our Good Will—Our Most Valuable Asset 
U. S. Route 20A Phone 5-9535 


9 « 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
%* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
106044 E. Marginal Way Seattie 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!” 

“Take Home a Guaranteed Auction Check” 
Bill Jehnsen Bob McConkey 








WISCONSIN 








MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
U.S. Highway 4! 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and titles guaranteed and bonded. 
Dyer, Indiana's Gouget hen, George Lawson, 
er. 





Crossroads 


- ++ where they meet . . . buyers 
and sellers . . . new and used car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 











finisk 
inche 
half : 








pS); 4. 
2-cir,, 


$1,040* 


1,455*, 


station 


$500°*, 


L,770°*; 


2-dr., 


. $1,- 


k (8) 
}) club 


(ps); 
125°. 


e-ton 


[C \%- 


Tues- 


nh cars 
\olding 
9s hit 
pieces 
is up. 
k but 
ook. 
66% 


1,750° 
2-dr., 


Rivi- 
2-dr., 


, $950, 
ir (8) 
2-dr., 


$930; 
e-fifty 


wo-ten 


e-fifty 


$270°*. 












New Products 


(Continued from Page 51) 


finished copies of originals up to 15 
inches wide and of any length in 
half a minute or less. 

* * * 


Car Cleaner 


An interior and exterior car 
cleaner, called Octagon’s Action, has 
been announced by Octagon Proc- 
ess, Inc., 15 Bank St., Staten Island 
1, N. Y. The product is said to re- 
store original finish to painted, 
plastic or plastic-coated, wood and 
metal surfaces. 

* 








HOSE SWIVELS—Hose swivels designed 
fo moke possible easy nozzle access to 
hord-to-get-ct fill pipes, are available 
from OPW Corp., 2735 Colerain Ave., Cin- 
cinnati 25, O. Long hose and swivel life 
is said to be attained through unusual de- 
sign, which places inlet and ovtlet connec- 
tions along same centerline; and places the 
pull load on two large central bearings 
located on opposite sides of centerline. 
Shonk is a rotating swivel. Available in 
herd bronze and aluminum construction 
with “O” ring seals. Sizes: No. 3 (for 
conventional nozzles), % inches by % 
inches; No. 3-A (with long swivel shank 
for automatic shut-off nozzles), 1 inch by 
% inches. 


> > > 
Plastic Litter-Catch 
A portable, plastic Litter-Catch, 
easily installed in cars and trucks, 
has been introduced by Nu-Dell| 
Plastics Corp., 2250 N. Pulaski,| 
Chicago. The refuse container can 
be fastened to side panels under 
the dashboard of a vehicle, 
> > > 
Backup-Light Kits 
Auto Lamp Mfg. Co., 2909 Indiana 
Ave., Chicago 16, IIL, is offering 
Pathfinder backup-light conversion 
kits for °58 Chevrolets. The kits 
provide clear lenses to replace the 
red inboard lenses of original 
equipment. 





VOLTMETER— The portable Columbia 
Model UV-1 voltmeter, designed to fit into 
the palm of the hand, measures voltages 
up to 600 volts, AC or DC, according to 
Columbia Electric Mfg. Co., 4535 Hamilton 
Ave., Cleveland 14, O. It is made of 
plastic and weighs nine ounces. 

es 
Hild Polishing Machine 

Hild Floor Machine Co., 1217 W. 
Washington Blvd., Chicago 7, IIL, 
has introduced a medium-weight, 
13-inch polishing machine which is 
intended for offices, institutions and 
stores with small or medium-sized 
floor areas. 

o . #.- 8 


Seal for Auto Buy Drives 
Is Offered by Detroit Firm 


A seal for use by dealers in 
Auto Buy promotions has been 
introduced by Bell & Wallace, 16146 
Meyers Rd., Detroit 35, Mich. The 
Seal can be affixed to silver dollars 
Paid by dealers during their drives. 
The seals, on which campaign 


slogans may be carried, are pro- 
duced for easy application and 
are made on silver foil with 
pressure-sensitive gum ming, the 
firm said. 

+ * * 


Cincinnati Firm Offers 
21%%4-Pound Vacuum Cleaner 


Big Four Industries, Cincinnati, 
reports that its Blo-Vac, a combi- 


nation vacuum cleaner and blow} 


gun, is finding favor with service- 
station operators. 

The unit weighs 2% pounds and 
has no motor. It operates off the 
regular air compressor, and dirt is 


blown into a bag attached to the) 


cleaner. The vacuum is changed to 
blower action by pushing a button. 
= * = 


Concrete Patching Kit 


Patch-Crete, a cement and con- 
crete patching kit, is being offered 
by Camp Chemical Co. Inc., Second 
Ave. and Thirteenth St., Brooklyn 


Look at the PAY DIRT 


air filters! 


| 
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15, N. Y. The kit includes powder,|/is a fuel pressure regulator, | sive oil burning, doubles engine life 


liquid and trowel and no water is|mounted between the fuel pump and| and increases gas mileage. 
* * > 


needed, the company said. 


* * * 





CAR RADIO—A German-built Hi-Fi FM 
and AM car radio has been introduced by 
Robert Bosch Corp., 40-25 Crescent St., 
Long Island 1, N. Y. and San Francisco 3, 
Calif. Called the Frankfurt, the radio is 
easily installed in American and European 
cars, and can be switched from one car 
to another, it is claimed. 

ae oe 


Device to Conserve Fuel 
Is Introduced by AC 


An automotive fuel control de- 
signed to save gas, boost engine 
performance, stop flooding and 
stalling has been announced by AC 
Spark Plug. 

The device, called “ACon-o-Mizer,” 


Liv 


“LAST MONTH’S PROFIT: *145.95! 
FRAM INSPECT-O-SCOPE DOES THE TRICK,” says 
Ted Lach, Indianapolis Texaco dealer. “Now we con- 
vince them that dirty air filter cartridges cause poor 
performance. It’s easy to sell them now.” 


FRAM MAKES IT EASY for you to rack up big sales and 
earn high profits with one of the fastest growing items in the 
accessory field. 

The two inexpensive FRAM selling tools, pictured here, 
show customers quickly when filters are clogged and need 


replacing. 


Why not start now—and pull in the profits that FRAM 
Air Filter Cartridges are earning for other FRAM dealers. 


FRAM CORPORATION, PROVIDENCE 16, R. 1. 



































SALES KIT! Special 
“Free Test” sign... 
new Air Filter 


Application Chart... and practical 
Sales Tip Sheet. Order now! 


DON’T WAIT! 
Get this FRAM 


air filters fast— 
right at each 
customer’s 
car! Only 
$6.75. 

*Pat. Pending 





Portable Inspect- 
O-Scope* now. Sell 


carburetor. Produced for the re- 
placement market, the unit weighs 
12 ounces. 

+ + * 


Sealing Compound 

“Re-Seal,” a compound for seal- 
ing car radiators, heaters, motor 
blocks, home hot-water tanks, pipe 
joints and gaskets, has been intro- 
duced by Reardon Products, 305 
Cass St. Peoria, Ill It is non- 
clogging, will not drain out of 
radiators and tanks and works in 
any antifreeze, the firm said. 

> > © 


Liquid Rust Wrench 


A Duro Liquid Rust Wrench has 
been announced by Woodhill Chem- | 
ical Sales Corp., 1340 E. Thisty-| 
fourth St., Cleveland, O. The com- 
pany says the liquid will cut) 


plings. 
7 * o | 

Motor Magic Additive 
Motor Magic, an oil additive, is 


Corp., of New York and Memphis. | 
The company says it stops exces-| 





PAYROLL TAX COMPUTER — Calcu-Tax 
is a device designed to cut the time re- 
quired to prepare weekly payrolls in half. 
it shows withholding tax and the 2% 
Social Security deductions all on one line 


| through tight joints, freeing frozen | for wage brackets up to $250. Calcu-Tax 
connections, nuts, bolts and cou- 


Corp., 49 W. Thirty-seventh St., New 
York 18, N. Y. 
> = + 
Tire-Repair Kits 
Three kits designed for maximum 


| being marketed by Motor Magic| profit sales of Dill’co nylon- 


reinforced, self-curing, chemical 
(Continued on Page 57, Col. 2) 





“LAST MONTH’S PROFIT: *60.30! 


USING THE FRAM 


INSPECT-O- 


LIGHT AND DiS- 


PLAY, sales jumped from one cartridge a month to 


over 30. Seeing is believing,” says 
Tulsa Cities Service dealer. 





OiL+ AIR - 





Chuck Schlemme, 


FUEL*+ WATER 


For full, quick information, see your 
wholesaler salesman. 
















FRAM Inspect- 
O-Light and 


filters day and 


cartridge tester. . 
also a brilliant 
lighted display. 
Now only $7.95. 


~ Display* sells air 


night! An effective 

























































ATTENTION: 


Automobile Dealers 


in the following states: 


NEW YORK | 
NEW JERSEY 











A FULLY PROTECTED 


CITROEN 





PANHARD 


Dealer Franchise 


may still be open 
in these counties! 





In the New York Counties of: 
Kings « Nassau e Orange « Putnam 
Queens * Rockland « Suffolk 
Sullivan « Westchester 


In the New Jersey Counties of: 

Bergen « Burlington « Essex « Hunterdon 
Mercer e Middlesex « Monmouth e Morris 
Passaic « Somerset « Sussex « Union e Warren 


As a CITROEN-PANHARD DEALER you become part of one of 
the world’s largest automotive distribution networks, backed 
by the vast resources of S. A. Andre Citroen. You benefit from 
ultra-modern production and distribution facilities that pay 
off in ASSURED VOLUME DELIVERY. 


As a CITROEN-PANHARD DEALER you are backed by National 


and Local Advertising and all the promotional material you 
need to help sell more cars... faster! 


As a CITROEN-PANHARD DEALER you enjoy the Greatest 
Margin Of Profit of any imported cars under $3,400 f.0.b. Port 
of Entry. Four outstanding cars, with sales appeal proven the 
world over and designed for profit, give you powerful sales 
coverage of the entire low and medium price ranges. 


You are urged to write or call today! 
(All replies held strictly confidential) 


CITROEN CARS CORPORATION 


(Sole importer and distributor of S. A. Andre Citroen, Paris, France) 


300 PARK AVENUE, NEW YORK 22, N.Y. ¢ MURRAY HILL 8-1160 
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Used-Car Auction Prices 





(Continued from Page 54) 


DODGE—’ 54 “Coronet (6) 4-dr., $215. 


FORD—'58 Fairlane (8) 500 Retractable, 
$2,450° (ps); 4-dr., $2,085*. 

’57 Fairlane (8) 500 Retractable, $1,- 
950°; Fairlane (8) Victoria, $1,500°; 
Custom (8) 300 4-dr., $1,300*; Custom 
(8) 4-dr., $1,180. 

’56 Fairlane (8) Victoria, $1,125*, $900*; 
2-dr., $1,075; Custom (8) 4-dr., $1,000, 
$745; 2-dr., $710; Custom (6) 4-dr., 
$400*; ranch wagon (8), $985. 

’55 Fairlane (8) Victoria, $920, $875°; 
conv., $625*; Main (8) 4-dr., $580; 
Custom (6) 4-dr., $535. 

’54 Country sedan (8), $660; Crest (8) 


4-dr., $570*; Custom (6) station wag- 
on, $500*; 2-dr., $425°. 
’53 Crest (8) Victoria, $485°; 2-dr., 
$370*; Custom (8) 2-dr., $300°. 
"52 Crest (8) conv., $125. 
"51, $200. 
HUDSON—'54 Wasp (6) 4-dr., $220*. 


LINCOLN—’57 Continental 
800*. 


slardtop, $2,- 


MERCURY—’55 Montclair conv., $895°*. 
54 Monterey Hardtop, $630*; 4-dr., 
$550. 
'53 Monterey 4-dr., $310. 
NASH—’55 Statesman (6) 4-dr., $435. 


OLDSMOBILE—’55 (8S) Holiday, $910*. 
'54 (98) 4-dr., $580°; (88) 2-dr., $550°. 
"53 (88) Holiday, $260°. 


PACKARD — '55 (400) Hardtop, $805*; 
Clipper 4-dr., $495. 
"53 Clipper 4-dr., $280*. 
PLYMOUTH—’56 Savoy (8) 2-dr., $820°*. | 


’55 Belvedere (6) Hardtop, $700; Plaza 
(8) 2-dr., $530; Plaza (6) 4-dr., $225. 

’54 Belpedere Hardtop, $455. 

‘53 Savoy 2-dr., $505; Cranbrook 2-dr., 


$175. 
PONTIAC—’54 Chieftain (8) 2-dr., $285*, 
$210°. 
’53 Chieftain (6) 2-dr., $190°, $125; 4- 
dr., $180°. } 
RAMBLER—’56 (6) 4-dr., $825. 
"55 (6) 4-dr., $1,025°, $640, $585. 


STUDEBAKER—'55 Commander (8) 2-dr., | 


$405; 4-dr., $400. 
WILLYS—'57 Jeep, $950. 
"53 Jeep 2-dr., $660. 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct. 8. 


BUICK—'57 Century sedan, $2,000* (ps); 
2-dr., $1,700°; Special 2-dr., $1,770* | 
(ps), $1,760*, $1,505°. 

"56 Special 2-dr., $1,175*; Century 2-dr., 
$1,150° (ps). 

‘55 Super sedan, $1,010* (ps); Special 
2-dr., $815°; RM 2-dr.. $725° (ps). 
CADILLAC—’56 (62) sedan de Ville, $2,- 

255° (ps). 

CHEVROLET — ‘58 Bel Air (8) Impala, 
$2,210* (ps); sedan, $1,970*; Yeoman 
station wagon, $1,690°. 

‘57 station wagon, $1,650*. 
56 Nomad station wagon, $1,360. | 
"55 Bel Air (8) club coupe, $965*, $955*; 


2-dr., $715*; Two-ten (8) 
$910°. 


conv., $850; 
2-dr.. $655; station wagon, 


54 Bei Air 2-dr.. $500*; Two-ten club 


coupe, $335°. 
*53 Bel Air sedan, $360°*. 
"52 SL Deluxe sedan, $175. 
CHRYSLER—'54 NY sedan, $460° (ps). 
DeSOTO—’'57 Fireflite sedan, $1,990° (ps); 
Firedome club coupe, $1,835° (ps); 
Sportsman 2-dr., $1,620*. 

DODGE—’'56 Royal Custom club coupe, $1,- 
225° (ps). 

EDSEL—'58 Pacer sedan, $2,185*, $2,160*. 

FORD—'5S Fairlane (8) 500 conv., §$2,- 
450°; 2-dr., $2,125° (ps), $1,995° (ps), 
$1,975°; 4-dr., $1,975*° (ps). 

*S7 Thunderbird Hardtop, $2,460* (ps); 
Fairlane (8) 500 Skyliner, $2,010* (ps); 
2-dr., $1,665° (ps), $1,610*° $1,590°, 
$1,560*, $1,460°, $1,415; 4-dr., $1,360°; 
Country sedan, $1,775*; Ranch Wagon, 


$1,475°. 
"56 Country sedan, $1,090 $790, $750. 
"55 Fairlane (8) 4-dr., $745; Custom (8) 
2-dr., $535. 


"54 Country sedan, $700, $590°; Custom 
(8) 2-dr., $485, $400°. 

"53 Custom sedan, $355*. 
IMPERIAL—'57 2-dr., $2,600° (ps). 
LINCOLN—'57 Capri club coupe, $2,330* 

(ps). 

"56 Premiere 4-dr., $1,610* (ps). 

"54 Capri club coupe, $620° (ps). 
MERCURY—'57 Turnpike 2-dr., $2,075° 

(ps); Montclair 4-dr.. $1,690°; Mon- 
terey 4-dr., $1,510° (ps). 

*56 Montclair club coupe, $1,155*; conv., 


$1,120°; Medalist 2-dr., $1,075°; 4- 
dr., $1,050*°. 

"55 Montclair coupe, $795* (ps). 

"53 Monterey 4-dr., $390° (ps). 


OLDSMOBILE—'58 (88) Super 4-dr., $2,- 
600* (ps), $2,585*, $2,225. 
’57 (88) Super 4-dr., $1,800* (ps). 
"56 (88) club coupe, $1,250°, $1,200*. 
"55 (98) 4-dr., $1,135; (88) club coupe, 


$835°*. 
PLYMOUTH—'58 Belvedere (8) 2-dr., $2,- 
025° (ps). 
"57 Suburban Sport station wagon, $1,- 
715*; Belvedere (8) 4-dr., $1,390*; 
Savoy (8) Sport coupe, $1,415* (ps); 


= sedan, $1,030; Plaza sedan, $1,- 
100. 

*56 Suburban Sport station wagon, $1,- 
365°; Custom station wagon, $1,015; 
Belvedere (8) club sedan, $920*; Savoy 
(8) 2-dr., $900°. 

‘55 Belvedere (8) club sedan, $730°*. 

PONTIAC—’57 Chieftain club coupe, $1,- 
645*; Hardtop 2-dr., $1,495*; 4-dr., 
$1,370*. 

"55 Chieftain 2-dr., $660. 

"54 Star Chief club coupe, $630*. 

RAMBLER — '57 Custom station wagon, 
$1,725*, $1,700*; Super station wagon, 
$1,540°*; 4-dr., $1,265*. 


CHICAGO 


Greater Chicago Auto Auction, Inc. Sale 
every Thursday. Prices are for sale of Oct. 
9. Sold 336 cars from 544 consignments. 


BUICK—’58 Special 4-dr., $2,250* (ps); 
Riviera 2-dr., $2,125*. 
"57 RM Riviera 4-dr., $1,980*° (ps); 


Super Riviera 2-dr., $1,970* (ps); Spe- 
cial Riviera 2-dr., $1,785* (ps), $1,- 
650°; 2-dr., $1,465°. 

56 Special Riviera 2-dr., $1,275* (ps), 
$1,260* (ps); Century Riviera 4-dr., 
$1,060°. 

55 Special Riviera 4-dr., $970*; Riviera 
2-dr., $890°; Century Riviera 2-dr., 

s 


. $800*. 
"54 Special Riviera 2-dr., $785°*; 4-dr., 
$545°; Super Riviera 2-dr., $635* (ps); 


RM 4-dr., $570* (ps). 


53 Super Riviera 2-dr., $405*; 4-dr., 
$370*; Special 4-dr., $380*. 
’52 Super 4-dr., $320°*. 
OADILLAC—’58 (62) 4-dr., $3,805* (ps). 
’57 (60) 4-dr., $3,550° (ps), $3,375* 
(ps); (62) 4-dr., $3,200° (ps), $3,100° 


(ps), $3,015* (ps); coupe de Ville, $3,- 
190° (ps), $3,140* (ps); conv., $3,190* 


(ps). 

"66° (62) sedan de Ville, $2,425° (ps), 
$2,305* (ps); coupe de Ville, $2,395* 
(ps); (60) 4-dr., $2,240°* (ps). 

"55 (62) coupe de Ville, $1,980° (ps). 

"54 (62) 4-dr., $1,375° (ps), $1,300* 
(ps). 

"53 (62) 4-dr., $450° (ps). 

"52 (60) 4-dr., $570°%; (62) coupe de 
Ville, $415° (ps). 

"51 (60) 4-dr., $425°; (62) 4-dr., $280°; 


Limousine, $200°. 
"50 (61) coupe, $800*. 

OHEVROLET—’58 Corvette, $2,730; Brook- 
wood (8), $2,210*; Biscayne (8) 4-dr., 
$1,710; Delray (6) 2-dr., $1,445. 

’57 Corvette, $2,575; Bel Air (8) conv., 
$1,660*; sport coupe, $1,535*, $1,490°; 
Bel Air (6) sport coupe, £1,560* (ps); 





4-dr., $1,295*, $1,290°, $1,265°; Two- 
ten (8) 2-dr., $1,300°; 4-dr., $1,240, 
$1,220. 
56 Bel Air (8) soprt coupe, $1,170*; 
4-dr., $1,140*, $1,120*; Two-ten (6) 


2-dr.. $845; Two-ten (8) 2-dr., $810. | 
56 Bel Air (8) sport coupe, $1,170*; 








WHEN WILL 
BLAKE'S CAR 
BE READY? 





$815*; Bel Air (8) 4-dr., $950*, $845*; 
sport coupe, $895*; Two-ten (8) 4-dr., 


$800. 
'54 Bel Air 2-dr., $590°, $415°; 4-dr., 


$570*; Two-ten 2-dr., $500; station 
wagon, $455, $435. 

53 Bel Air sport coupe, $525, $495, 
$285°*; 4-dr., $415*; Two-ten sport 
coupe, $355*; One-fifty 2-dr., $330 

CHRYSLER—’56 Windsor 2-dr., $1,455* 
(ps). 

'5S NY 2-dr., $1,035* (ps); Windsor 
4-dr., $895* (ps). 

"54 Windsor 2-dr., $365*° (ps). 


CONTINENTAL—’58 Mark III 4-dr., 
825* (ps). 

DeSOTO — '54 Power Master (6) 4-dr., 
$255* 


%4,- 


53 Firedome (8) 4-dr., $245°*. 


DODGE—’57 Coronet (8) 4-dr., $1,375*, 
$1,345*, $1,340°. 

"56 Sierra (8) 4-dr., $1,125*. 
’54 Coronet (8) 4-dr., $380. 
'53 Coronet (8) 4-dr., $200*. 

FORD — ‘58 Thunderbird, $3,400* (ps); 
country sedan (8), $2,155* (ps), $2,- 
075*, $2,050*; Fairlane (8) Victoria 
2-dr., $2,040° (ps), $1,925°, $1,890; 
Victoria 4-dr., $1,985*; Custom (8) 2- 
dr. $1,660. 

’57 Thunderbird, $2,525*; Fairlane (8) 
500 retractable, $2,145*; Victoria 4- 


dr., $1,645*; Victoria 2-dr., $1,410*; 
4-dr., $1,505* (ps); country sedan (8), 


$1,850* (ps), $1,585; Custom (8) 300 
4-dr., $1,300*; Custom (6) 300 2-dr., 
$1,120*; Custom (8) 4-dr., $1,115*; 
2-dr., $1,070, $950. 

56 country sedan (8) 4-dr., $1,350*, 
$1,215*, $1,105*; Fairlane (8) 4-dr., 
$1,035*; Victoria 2-dr., $720°; Cus- 
tom (8) 4-dr., $1,015*; 2-dr., $760. 

"55 Thunderbird, $1,495* (ps); country 
sedan (8), $1,205*, $970*; Fairlane (8) 
Crown Victoria, $1,070*° (ps); 2-dr., 

(Continued on Page 58, Col. 1) 





Here’s how you can help increase 


SERVICE JOBS UP T0 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 


prompt, depe 


le service whenever required. 


Representatives instruct your people in the 
proper use of your system for maximum benefit. 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Leciloe <s 


EXECUTONE, INC., Dept. R-14 

415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name. 
Fi 
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| UNDERSTAND | CAN MAKE MORE 
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PLUG IN! 


Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 










FREE LOCK 
cother FIRST! 


‘NEW... 
FREE-LOCK 


Auto-Lock HUB 


tor 4-wheel drive vehicles : 





The Hub a Child Can Engage 


Available for: 

® Willys © Dodge © GMC 

® international © Chevrolet 
®@ Ford @ Land Rover 
@ Marmon Herrington 







O > 
moe 


Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 
turn to “out”. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 
FREE-LOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners. Write for information 
concerning your territory. 


FREE-LOCK 
aed Sith Bde 


a | a aoe: 0 


era tae 












ral Bilvd., Dept 












MOTOR oy 
MASTER 


MOTOR MASTER PRODUCTS boop. 
BOX 96., DEFIANCE, OHIO 



















ONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
QMOTOR MASTER UNIVERSAL 
JOINT KITS. 
AME 


PLEASE 














| car comfort is said to be the main feature | 
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shatter-proof and reusable. 
technical literature and catalog, 
write Bel-Ray Co., Inc. Green 


New Products 


Village Rd., Madison, N. J. 
+ 


* « 


(Continued from Page 55) 


patches for tires and tubes have| Grams.” Mylar is a metallized poly- 
been announced by Dill Mfg. Co.,| ester plastic (a du Pont product) 
700 E. Eighty-second St., Cleveland; which was laminated to sponge 
3, O. vinyl and backed with pressure- 
sensitive adhesion to produce the 
“Auto-Grams.” 

* 


* + 


Lathe Line Improved, 


South Bend Firm Says 


An improved line of 10-inch 
swing precision lathes is being | 
offered by South Bend Lathe} 
Works, 500 E. Madison St., South| GRINDERS—A developed line of Gaston 
Bend 22, Ind. “right-angle head," three-phase, electric 
The gear box, carriage, bed and| grinders has been announced. This line 
tailstock have been improved to | is available in one, 12, and two horse- 
provide greater accuracy, durability | power and it features the patented 3- 


and convenience, the firm said. | phase Gaston motor that delivers a con- 
* Se | stant speed of 3,400 r.p.m. under load. 


* | The Gaston Power Tool line is distributed 
Molylube Lubricant by Flinn & Dreffein Engineering Co., 27 


Bel-Ray Co., Inc., Madison, N. J., 
has announced the development of | —— — . e 


Molylube 110-L, a new extreme! 
eee os 7 Motor Cleaner Relabeled 


pressure lubricant which will be) 
packaged in a self-contained poly-| Wynn's motor cleaner, designed 


ethelyene oll « can a that is said to be! to clean auto engines and prevent 


1 July 








BATTERY GAUGE—Celluplastic Corp., P. | 
©. Box 5038, Newark 5, N. J., has intro- 
duced a plastic vent cap for 12-volt sone 
acid storage batteries. Called the Clear- | ——— — 
site Battery Gauge, the vent cap is said 
to tell at a glance which battery cell needs | 
water. The signalling device is a brightly | 
colored float built into the clear plastic | 
dome of the cap—when the signal is up 
the cell is full; when down, the cell needs 
water. 



























TRAILER HITCH—Control with original 


Before you 
of the Towe-E-Z trailer hitch developed | valuable shop 
and manufactured by Towe-E-Z Trailer | 
Hitch, Inc., Irwin, Po. 

The hitch, with a load capacity of 500- | 
1,800 pounds draw-bor weight, employs - 
a “fifth wheel” design. The “fifth wheel” : 
plate absorbs torque and gust loads 
through hardened rollers above and be- 
low the plate, with the shock then trans- 
ferred into a heavy-duty spring, it is said. 
The spring action is supplemented by two 
airplone-type hydraulic shock absorbers 
on either side to smooth out any dipping 
or bucking action when on the road. The 
“fifth wheel” design also facilitates mo- 


nevvering in close quarter turning and 
parking, it is claimed. 
> a * 





FLOODLIGHT—The MDB-10 pump island | 
and used-car-lot floodlight is a weather- | 
proof, lightweight (44%4 pounds) luminaire | 
with a hinged door. The MDB-10 may be | 
used to light driveways, building surfaces, | 
or general areas. Furnished with two feet 
of two-conductor rubber-covered cable, the 
floodiight takes 200-300-watt medium 
screw base General Lighting Service 
lamps. Crouse-Hinds &e.. Syracuse 1, N.Y. 


Retaining Ring Kit 
A retaining ring kit is being 
produced by Bearings, Inc., 3634 
Euclid Ave., Cleveland 15, O. The 
kit contains 376 cadmium-plated 
Truarc retaining rings packed in- 
dividually in numbered envelopes. 
cf a ao 


Mylar for ‘Auto-Grams’ 
Coating Products, Inc., Engle- 
wood, N. J., reported that its Mirro- 
Brite Mylar material has been 
used by Signa-Craft, Inc., New 
York and Providence, in making 
the letters for Signa-Craft’s “Auto- 





inaccurate air equipment find out how litt 
Eco Tireflators cost and how much they s 





57 


For| valve-lifter troubles, has been re- 


labeled to show its uses in the 
treatment of leaking and rough- 
shifting automatic transmissions, 
according to Wynn Oil Co., 1151 W. 
Fifth, Azusa, Calif. 


* * + 


Motor Oil Additive 
Moly Motor Products Corp., 314 
Scholes St., Brooklyn 6, N. Y., an- 
nounces a molybdenum disulfide 
motor oil additive, Moly-Fio. 
> 


+ * 





POLISHING DISC—Official Products Co., 
Inc., 376 Spring St., N.W., Atlanta 8, Ga., 
has added the Economy Disc and the 
Combination Disc to its line of avtomotive 
polishing discs. They are said to be engi- 

neered for today's conventional and acrylic 

lacquer finishes. The discs ore made of 
combed virgin wool with a deep pile per- 
| manently secured to a duck backing with 
a reinforced center hole. 





ECO REMOTE 
TIREFLATORS*® 


speed service...cut costs... 
modernize your shop 


Eco Tireflators inflate tires automatically 
to the exact pressure required to lengthen 
tire life and give the best performance. And 
Eco Remote Tireflators save lube-room 
space and put air right where you need it, 
when you want it. You save time because 
there is no need to “inflate and check” or 
hunt for lost gages. You build customer 
confidence because you give accurate air 
service with the most modern equipment. 






spend another day wasting 
time with inconvenient, 
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' a 
’55 (88) Super Holiday 2-dr., $1,200* ’55 Chevrolet Carryall, $725; GMC ¥\. 
1 (ps); 4-dr., $750°; (88) Holiday 4-dr., | B kd ton pickup, $595. 

{ $1,070* (ps). 
Used-Car Auction Prices || #i8,'sts. 6" 82: w:| of Auction Averag a er 
-= : ) 4-dr., (ps), 8); 
se (88) 4-dr., $500*, saso"" $370°. “ Of Auction Averages Flint Auto Auction. Sale every Wednes. 
PACKARD—'54 Clipper 4-dr., $355*. Oct., 1958 Sept., Aug., day. Prices are for sale of Oct. 8. 

; | PLYMOUTH — ‘58 Belvedere (6) sport Model To Date 1958 1958 : — iene — ee 
| coupe, $1,925°. in sales was down. cars from 
i (Continued from Page 56) ’57 Belvedere (8) conv., $2,500*° (ps); 1958............ . $2,514 $2,448 $2,433 223 consignments. 

; | 2dr, $1,375*; Savoy (8) Hardtop| 1967.............. 1581 1,614 = 1,619 | BuICK—'ss Special Riviera 4-dr., $2,425*; 
$615, $590, $575; Victoria 2-dr., $725; ; ‘56 Monterey station wagon, $1,420° (ps) ; | 4-dr., $1,280°; 4-dr., $1,155*; Plaza| 1966.............. 1,151 1,192 1,172 2-dr., $2,350°*. 
4-dr., $725; Custom (8) 2-dr., — Hardtop 4-dr., $1,300* (ps); conv., | (8) -2-dr., $1,070%; Plaza (6) 2-dr., 1955 881 909 917 '57 Century station wagon, §$2,160*: 
Custom (6) 2-dr., $500*. | $1,185° (ps); coupe, $1,060°; 4-dr., $970. hae ee Super Riviera 4-dr., $1,985*; Special 

‘64 Crest (8) conv., $725*; Custom (6) | $985*°; Custom 4-dr., $930°. 55 Belvedere (6) 2-dr., $550; Plaza (6) | 1964.............. 566 596 571 2-dr., $1,705*, $1,615*: conv., $1,730¢ 
2-dr., $500°, $495°; Main (8) 2-dr., | "54 Monterey 4-dr., $555°, $530°, $340°; | 4-dr., $490, $450. ee 357 362 354 (ps); Riviera 4-dr., $1,695*, $1,670. 
$300. | coupe, $465. ’54 Belvedere (6) sport coupe, $550°. | 1952 254 243 232 56 Century 2-dr., $1,350°, 

"653 Main (6) 2-dr., $240. | °53 Monterey conv., $380. PONTIAC—’'57 Star Chief Catalina 4-dr., | titeneancs ’55 Century station wagon, $1,350* (ps): 

’52 Custom (8) 4-dr., $250°. NASH — ‘°53 Ambassador country club, $1,825* (ps); 4-dr., $1,550. fi icccvemieaees 177 198 182 conv., $900° (ps); Riviera 4-dr., $965, 

HUDSON—'55 Hornet (6) 4-dr., $515°. $270°*. ‘56 Star Chief Catalina 4-dr., $1,295* Overall eases occu =| $850° (ps); Super 2-dr., $1,030* (ps): 
; ’64 Hornet (6) 4-dr., $385°*. OLDSMOBILE—’58 (88) Fiesta, $2,975* | (ps); Catalina 2-dr., $1,245* (ps), | Av 935 $ 945 $ 935 Special 2-dr., $700. F af 
f IMPERIAL—’57 Crown 2-dr., $2,800* (ps). (ps); 4-dr., $2,700* (ps); (98) Holi- $1,045*; Chieftain conv., $1,180*; 4-| verage $ ~emnhee ee On ow . 
LINCOLN —'57 Premiere coupe, $2,460* day 4-dr., $2,800° (ps). dr. $1,020°*. = c vee =. (62) coupe de ie, $3,- 
(ps). "57 (98) 4-dr., $2,090° (ps); (88) Super ’55 Chieftain Catalina, $655*. - — 
’56 Premiere coupe, $1,570* (ps). Holiday 2-dr., $2,000° (ps); (88) Holi- '54 Star Chief 4-dr., §520*; Chieftain __ Super (6) cross country, $725*, $660. 56 (62) coupe de Ville, $2,110° (ps). 
’55 Capri 4-dr., $960* (ps), $945° (ps). | day 4-dr., $1,900* (ps); Holiday 2-dr., station wagon, $450. 54 Custom (6) 4-dr., $240. CHEVROLET—’'58 Bel Air (8) 4-dr., $2,- 
MERCURY—’'57 Montclair Hardtop 4-dr., $1,725*; 2-dr., $1,685°*. "53 Star Chief 2-dr., $400°, $360. STUDEBAKER—’53 Commander (8) 2-dr., 000°, $1,960° 
$2,105° (ps); coupe, $1,750* (ps), $1,- '56 (98) Holiday 4-dr., $1,700*° (ps); | RAMBLER—’57 Super (6) cross country, $325. '57 Two-ten (6) station wagon, $1,660; 
545° (ps); Turnpike Cruiser, $2,005° 4-dr., $1,330° .(ps); (88) Holiday 4- $1,520. MISCELLANEOUS ‘57 Ford Ranchero, 4-dr., $1,310°; 2-dr.. $1,275; Two-ten 
(ps). dr., $1,435° (ps). ’55 Custom (6) cross country, $790; | $950. (8) 4-dr., $1,325°; 2-dr., $1,230; sta- 


tion wagon, $1,330*; Bel Air (8) Hard- 
top, $1,615* (ps); club coupe, $1,605°; 
4-dr., $1,350°; One-fifty (6) 2-dr., $1,- 
090. 

"56 Two-ten (8) 4-dr., $1,045°; Delray, 
$975°; Two-ten (6) 2-dr., $900°; One- 
fifty (6) 2-dr., $905 

‘55 Two-ten (8) Hardtop, $895, $710*; 


, Bel Air (8) 2-dr., $850 
"54 Bel Air (6) 4-dr., $545°; Two-ten 
(6) 2-dr., $530 


"53 Two-ten (6) 4-dr., $310 
CHRYSLER—'56 Windsor 4-dr., $1,125* 
(ps) 
"55 NY 4-dr., $950° (ps). 
DeSOTO—'56 Fireflite 4-dr., $1,090° (ps). 
DODGE—'56 Coronet (8) 4-dr., $1,035° 
'55 Custom Royal (8) 4-dr., $650*° 
"54 Coronet (8) coupe, $210 
F OR D—'58 Thunderbird, $3,560° (ps); 
ranch wagon (6), $1,855 
‘S57 Fairlane (8) 500 2-dr., $2,075*° (ps): 
conv., $1,750° (ps); country sedan (8), 
$1,710°* Fairlane (8) 4-dr $1,505°: 
station wagon, $1,460°: Custom (8) 300 
4-dr $1,330°, $1,200°; 2-dr., $1,100 
‘56 Custom (8) station wagon, $1,265*° 


(Fa 


ps); 2-dr., $860; country sedan (58) 
$1,225*: Fairlane (8) conv., $1,000° 
$740° 


‘55 Fairlane (8) Victoria, $890° (ps) 
4-dr., $675°: 2-dr.. $590°: Custom (8) 
station wagon $865 2-dr., $700° 

"54 Custom (8) 4-dr.. $470*, $440. $325° 





LINCOLN 57 Premiere 4-dr., $2,390° 

i (ps) 

| MERCURY—'57 Montclair 2-dr $1,695° 
(ps); Monterey conv $1,430° 


‘SS Monterey 2-dr $870° 

"54 Monterey 4-dr., $380° 
NASH—'53 Ambassador club coupe, $230*. 
OLDSMOBILE—'56 (88) 4-dr., $1,510, $1,- 


400* 

"55 (88) Holiday 4-dr., $1,.015° (ps) 
Holiday 2-dr $905*: 2-dr.. $870*, 
$760° 4-dr $810° (ps); (88) Super 


4-dr $935° 
"S53 (88) 2-dr.. $395°,. $375° 
PACKARD—'55 Custom 4-dr., $575* 
PLYMOUTH 5&8 Savoy (8) 2-dr $1,685 
57 Belvedere (8) 4-dr $1,.335°: Savoy 
(8) 4-dr $1,275° Savoy (6) 4-<dr., 
$1,040 
"SS Belvedere (8) suburban, $885; Savoy 
6) 4-dr., $560°; Piaza (6) club sedan 
$470; 4-dr., $460, $305 
"54 Savoy (6) 4-dr.. $340° 
PONTIAC 58 Chieftain 4-dr $2,050° 
‘S7 Chieftain 2-dr $1,560° 


56 Chieftain Catalina 4-dr.. $1,125°; 
Safari, $1.105* 
"S5 Chieftain Catalina 2-dr., $860° (ps) 


$755° $745°; 4-dr $675°; Star Chief 
4-dr $455° 


"53 Chieftain 2-dr., $210 
RAMBLER 58 Cross Country (8), §$1.- 
950° 


"56 (6) 4-dr.. $900° 
"55 (6) station wagon, $820° 
MISCELLANEOUS—'SS Ford (6) %-ton 
pickup, $1,335 


(Continued on Page 60, Col. 1) 


Used Imported 
Cars 


Portland, Ore. 


Primer-Surfacer sanding race shows how — 
to get jobs out faster with less labor! 





Metropelitan—'57 2-dr., $1,950. 
Renaalt——'5S7 4-dr., $850. 





Chicago 
Metropolitan—'55, $705. 
MGA—'5T, $1,650. 
Skoda—’'58 2-dr., $930. 










To save costly shop time, test the sanding speed of your primer-surfacer. Triamph—'5S7, $1,775. 

You'll get fast, easy sanding with no tearing or pulling when you use Du Pont a ee ee 
Hi-Speed Lacquer-Type Primer-Surfacer. It actually gives the fastest sanding - To 

that can be obtained without sacrificing other important features. And what New York 

are these other features? Fast filling, fast drying, plus beautiful color holdout Jeguar—'82 Mark 12 4-dr.’ $250. 

for high gloss with less rubbing. You’d save with Hi-Spéed Primer-Surfacer West Palm Beach, Fla. 
even if it cost more. But since it reduces 2 to 1 (1 gal. gives 3 at the gun), it Metropolitan—’56 conv., $850. 

costs less than many so-called “bargain” primers. You save money with ae ee 


Bordentown, N. J. 


Austin-Healey—'56 conv., $1,695. 
’54 conv., $875. 
Renaalt—'57 4-dr., $820. 


Valdosta, Ga. 


English Ford—'58 4-dr., $1,080; 2-dr., $1,- 
015. 
’S7 Squire, $850. 


TT) AO dd) lee Vela ag ene 


Kansas City, Mo. 


aie ea Metropolitan—’56, $875. 
L\Lacaquere- 2 ype ) Volkswagen—’57 ae $1,300. 
"56 2-dr., $1,380. 


Atlanta, Ga. 


Triumph—’58, $1,995. 
Volkswagen—'58 2-dr., $1,600. 


Du Pont Hi-Speed Primer-Surfacer every time! 





DU PONT REFINISHING MATERIALS 
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Now’s the time fo 


TALK ABOUT GLASS! 


There’s so much more of it in *59 models that it’s a bigger-than- 
ever sales feature. The sweeping, sculptured curves of Safety 
PLATE Glass add immeasurably to the car’s beauty. ..add 

Point out this etch . . . Safety P-L-A-T-E . . . the greatly to visibility. : 

sign of quality on every window of every GM car. What an opportunity to talk about — and sell — E-Z-EyveE 
as a profitable option. This glass is scientifically tinted to reduce 
glare, so fatiguing to eyes...to filter out hot sun rays for 
cooler summer driving. And z/’s PLATE glass, too! 

Talk Safety P-L-A-T-E to every prospect. It’s the five-letter 
word that football fans hear Saturday afternoons on televi- 
sion...the word Perry Mason fans heard for a year. ..the word 

= tens of millions of people associate with quality. 
ee rs Oo aes aoe sone, Tune in College Football, Saturdays, NBC-TV, 175 stations. 


Ries: = oe 


Next best thing to arr conditioning... 
seme oe aan eee Was ee iL. a ap 7 ep 
=-Z-EVIE SAFETY | °r; PLATE GLASS 


LIBBEY*OWENS+-FORD GLASS COMPANY TOLEDO 3, OHIO 














"49 sedan, $130*. 


PLYMOUTH—'57 Savoy (6) 4-dr., $880*. 
‘656 Belvedere (6) Hardtop, $635°. 
‘55 Belvedere Hardtop, $§795°; Plaza 
2-dr., $275*. 
PONTIAC—’56 Chieftain 2-dr., $775*. 
"54 Star Chief sedan, $650* (ps). 
"63 4-dr., $245. 
RAMBLER—’58 Rebel Super 4-dr., $1,810* 
(Continued from Page 58) ‘50 Baper 4-dr., $725 
54 Ford Tractor, $390. "47 2-dr., $125. ba” omer — aoa } gl Cross 
St Ford (6) Express %-ton, $306. DeSOTO—'52 4-dr., $100. STUDEBAKER—'56 Pelham station wag- 
DODGE—’ 57 Royal (8) sedan, $1,450*. on, $840*. 
DYER, IND. went ee 4-dr. 's Mh g2,100° ’53 Commander coupe, $250°*. 
, D—'58 Fairlane (8) ‘ardtop, 39 President 4-dr., $110. 
Len Pollak’s Dyer Auto Auction. Sale (ps); 4-dr., $2,000* (ps); Custom (8) | MISCELLANEOUS —— '54 Dodge %-ton 
every Friday. Prices are for sale of Oct. 2-dr. $1 605*. truck, $405. 
= Sg BP Sold 171 cars out) +56 Custom (8) 4-dr., $970*; Fairlane| ‘51 Ford %-ton pickup, $295. 
; a ° (8) 4-dr., $955, $900°*. "49 Chevrolet pickup truck, $120; %-ton 
sae ——"W 57 Super Riviera sedan, $1,975 55 Thunderbird, $1,745* (ps); Fairlane truck, $110. 
F (8) Hardtop, $805; 2-dr., $625. 
’56 Special Riviera sedan, $1,295*, $1,- ’ P a de 
270, $1,260*, $1,100%, $950; Century| "4 costain (8) sede, 0M is’ gsson EBENSBURG, PA. 
‘os toe eam ee, obec'. $1,220°. ’53 Hardtop, $480*; 2-dr., $300. Ebensburg Auto Auction. Sale every 
"54 Seosial Rivie sedan, $695°; Special "51 2-dr.. 2 at $140. Thursday. Prices are for sale of Oct. 9. 
-—. ¢ 76°, ae . MERCURY—’57 Commuter station wagon, Prices remaining steady. '55, °56 and °57 
- one hn 4-d ° $1,700*; Monterey coupe $1,545* (ps); | models much in demand. Sold 73 cars from 
pecia -dr., $380°. Montclair Hardtop, $1,510* (ps). 96 consignments. 


"56 Montclair coupe, $1,300* (ps). BUICK—’58 Special Riviera 2-dr., $2,240*. 
CADILLAC—’'57 coupe de Ville, $3,250* "54 Monterey 2-dr., $475*. ’57 Super Riviera 4-dr.. $1,750* (ps). 
(ps). "563 Monterey coupe, $390*, $260°; 4-dr., ’56 Special Riviera 4-dr., $1,290*. 
"66 coupe de Ville, $2,190* (ps). $160°. '55 Century 4-dr., $870* (ps); RM 4-dr., 
"51 (62) 4-dr., $305*, $125°. "51 4-dr., $230*. $650° (ps); Special Riviera, $970* 
CHEVROLET—’58 Bel Air (8) coupe, $2,- | NASH—’54 Ambassador 4-dr., $395*. (ps). 
070*; Biscayne (8) 2-dr., $1,700*. *53 Ambassador coupe, $310; 4-dr., $215*, *54 Super Riviera 2-dr., $650*; Special 

‘ST Bel Air (8) coupe, $1,650*, $1,460°; $165. Riviera, $630°; 2-dr., $475. 
4-dr., $1,465*. ’51 Statesman 4-dr., $105*. "52 Super Riviera 4-dr., $190*. 

"56 Bel Air (8) coupe, $1,225*. ’49 4-dr., $110. CADILLAC—’51 (62) 4-dr., $320°*. 

55 Bel Af: (8) 2-dr., $960°%; Two-ten | OLDSMOBILE—’57 (88) Holiday, $1,900* | CHEVROLET—'54 Bel Air Hardtop 2-dr., 
(6) 4-dr., $950*, $770°; Two-ten (8) (ps). $600*; Two-ten station wagon, $510. 
2-dr.. $810, $790. ‘56 (88) Holiday sedan, $1,225*. "53 Two-ten 4-dr., $345. 

'S4 Bel Air coupe, $700*; 2-dr., $450*; "55 (88) 4-dr., $1,165°. ’51 Deluxe 2-dr., $170; Special 2-dr., 
Two-ten 2-dr., $350; One-fifty 4-dr.,; ‘54 Super (88) 4-dr., $870*° (ps), $850, $150. 
$310. $530; (98) 4-dr.. $825* (ps); (98) | CHRYSLER — ‘°53 Windsor 4-dr., $260* 

"52 sedan, $335; 4-dr., $185*. Holiday sedan, $720* (ps). (ps). 

"51 2-dr., $115*; coupe, $110. PACKARD—'55 ‘‘400"" coupe, $295* "52 Saratoga 4-dr., $270. 

"49 4-dr., $145. | °53 conv., $295°. DeSOTO — ‘53 Power Master (6) 2-dr., 











...and whatil you 









allow me for 


How often will vou she 
sure of your profit 


when you’ve bought a used car to sell a new car? 


Today, most of your appraisals on used 
car trade-ins may turn out to be right— 
and profitable. But what about your ap- 
praisals a week from now?—or next 


month ?—or six months from now? 


All dealers know that the used car mar- 
ket can change tomorrow! And they 
know, too that every new car dealer is 
also a used car dealer. But can a new car 
dealer be sure of his appraisals on every 
one of a thousand different makes and 
models of cars which might be offered to 


him in trade? 


YES! Today, an authoritative weekly 


price guide can be in your hands with 
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A full year’s subscription 
to the Foreign Cars Edi- 
tion—published every 
hensive and accurate 
guide to prices of over 400 
makes and models of for- 
eign cars available today. 
Regular subscription is $10 
per year—sent FREE to 
subscribers of the American 
Used Cars Edition. 


Mi RR LE RN SA A NK ARE IR RI SRD ANN HRY EN ITS HR Se NE 
Eliminate the gamble! Be guided by Galves! GALVES AUTO PRICE LIST, 1712 Jerome Avenve, New York 53, N. Y. 


up-to-date, week-by-week listing of the 
changing market prices. Compiled by one 
of the oldest and largest used car whole- 
salers in the country, this price guide is 
recognized and accepted for its accuracy 
and dependability by thousands of new 
car dealers (and banks and finance 
companies) in more than 460 cities and 
towns. A full year’s subscription—52 
weekly issues—costs just pennies a day. 
It can be your assurance of making prof- 
itable appraisals—on any car—every week 
of the year. 


Mail this coupon today. Your subscrip- 
tion will start immediately...we will bill 


an you later. 


GALVES AUTO PRICE LIST 
1112 JEROME AVENUE, NEW YORK 53, N. Y. 


Please enter a full year’s subscription (52 weekly 

issues) in my name to the American Used Cars Edi- 

tion at $30 per year. I understand this subscription 

entitles me to receive, at no extra cost, a full year’s 

So (12 monthly issues) of the Foreign Cars 
on. 


Te el el alte ree 


oO 


I I a imacsneeeestmnt 


al climrntieniiieialls 
©) Check enclosed for $30. OD Bill me later. 
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$290°. 
DODGE—’55 Coronet (6) 4-dr., $270*. 
"54 Coronet (8) 4-dr., $620. 
"53 Coronet (8) 2-dr., $235*. 

FORD—’57 Custom (8) 2-dr., $1,250; Cus- 
tom (6) 300 2-dr., $1,250°; Fairlane 
(8) Victoria, $1,519; 2-dr., $1,160. 

*56 Custom (8) station wagon, $1,270*; 


4-dr., $875; 2-dr., $850, $780; Fair- 
lane (8) Victoria, $1,190*; conv., $1,- 
160° (ps), $1,025*. 

"55 Fairlane (8) 2-dr., $810; conv., 
$780*. 

"53 Country sedan (8), $520; Crest (8) 
Victoria, $430* (ps); Custom (8) 2- 
dr., $210; Main (8) 4-dr., $200. 

’51 Custom (8) 2-dr., $150*. 
HUDSON—’53 Jet 4-dr., $240. 
MERCURY—’57 Commuter, 41,835* (ps). 

*56 Custom Hardtop, $1,150*. 

"55 Monterey conv., $950*. 

*54.Custom 2-dr., $450. 

NASH—’53 Statesman (6) 4-dr., $215. 
OLDSMOBILE — ‘54 (8S) Super 4-dr., 
$660*. 

"51 (88) 2-dr., $160*. 

PLYMOUTH—’56 Savoy (8) 2-dr., $860. 

’53 Cranbrook 4-dr., $310. 

"52 4-dr., $245. 

*49 Deluxe 4-dr., $125. 

PONTIAC—’'55 Chieftain 4-dr., $780*. 

"54 Chieftain (8) 4-dr., $550° (ps). 

*53 Chieftain (8) 4-dr., $270*, $240°*. 

*51 Catalina, $170*. 

RAMBLER—’52 station wagon (6), $285. 


WILLYS—’'55 Bermuda, $500. 
MISCELLANEOUS — ‘55 Henry J conv., 
$295. 
"54 Ford % panel, $320. 
"53 Dodge 2-ton stake, $500. 
"52 Studebaker %-ton pickup, $260. 
"49 GMC %-ton house cab, $290. 


WEST PALM BEACH, FLA. 


West Palm Auto Auction, Sale every 
Thursday. Prices are for sale of Oct. 9. 

Market very strong on clean cars, all 
makes and year. We have buyers. Need 
100 more cars per sale. Sold 51 cars 
from 106 consignments. 


BUICK—’5S Special Riviera 4-dr., $2,350*° 
(ps). 

"56 Special Riviera 4-dr., $1,175*. 

"55 Century Fiesta, $1,290* (ps). 

"54 RM conv., $555*. 

"53 Super Riviera 2-dr., $475*, $325°. 

CHEVROLET "58 Impala (8) Hardtop 
2-dr., $2,260° (ps); Biscayne (8) 4-dr., 
$1,755*; Delray (6) 2-dr., $1,500. 

"S57 Two-ten (8) station wagon, $1,385*; 
2-dr.. $1,050. 

"56 Bel Air (8) Hardtop 4-dr., $1,140*. 

"55 Bel Air (6) 4-dr., $835. 

"54 Two-ten 2-dr., $695. 

"53 Two-ten 2-dr.. $455; Bel Air conv., 
$450°. 

OHRYSLER—'57 NY conv., $2,110* (ps). 

"52 NY 2-dr., $300°. 

DeSOTO—'49 sedan, $120. 

DODGE—'58 Sierra (8), $2.200* (ps). 

‘S57 Coronet (8) 4-dr., $1,520° (ps). 

"56 Coronet (8) 4-dr., $925°. 

"55 Royal (8) Lancer 2-dr., $805. 

FORD "58 Thunderbird, $3,870 (ps); 
country sedan (8), $2,235* (ps): Fair- 
lane (8) Victoria, $2,050° (ps), $1,920°. 

"57 Fairlane (8) Victoria 2-dr., $1,535*; 
4-dr., $1,475° (ps) 

"56 Thunderbird, $2,035*; Custom (8) 
station wagon, $880; 2-dr.. $755; Fair- 
lane (8) 4-dr., $810. | 

"55 Country sedan (8) $905°; Fairlane 
(8) 2-dr.. $815*, $800°, $675° (ps). | 

"54 Crest (8) conv., $415*. | 

"53 Country sedan (8) $300°*; Custom | 
(8) 2-dr., $525, $305°. 

LINCOLN—'58 Capri 4-dr., $3,510*° (ps). | 

"56 Capri Hardtop 2-dr., $1,475° (ps) | 

MERCURY—'56 Monterey conv., $1,200* 
(ps) 


"54 Monterey conv., $640°. 
"52 Monterey coupe, $310*. 
"S51 2-dr., $145°. 
PLYMOUTH.—'57 
560° (ps). | 
"56 Suburban (8), $1,180° (ps). | 
RAMBLER—'5S Custom (8) Hardtop, §2,- 
140° (ps). | 
"54 (6) 4-dr., $275. 

| 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Oct. 8. We set a new record for registra- 
tions. Because of new car showings, prices 
took a slight dip but sharp cars were 
still bringing strong money. i 
BUICK—'57 Special Riviera, $1,840*, $1,- 

610°, $1,575° (ps); conv., $1,675° (ps). 

"56 Super Riviera, $1.355° (ps), 2 at 
$1,280° (ps), $1,250° (ps), $1,230° 
(ps); RM Riviera, $1,320° (ps); Spe- 
cial Riviera, 2 at $1,240; conv., $1,- 
200° (ps); Century 4-dr., $1,135* (ps). 

"55 Special Riviera, $1,010*, $675; 4- 
dr., $935°; Century Riviera, $955° | 
(ps), $850°. | 

"54 RM 4-dr.. $685° (ps); 2-dr., $565° | 
(ps); Super Riviera, %8670°; 4-dr., | 
$625* (ps); Century Riviera, $600° | 
(ps); Special 4-dr.. $565; 2-dr., $490. 

CADILLAC—’58 (62) coupe de Ville, $4,- 
055° (ps), $3,975* (ps). 

"56 (62) coupe de Ville, $2,490° (ps). 
"55 (62) coupe de Ville, $1,850° (ps); 
sedan de Ville, $1,700*° ips) 

"54 (62) coupe de Ville, $1,300* (ps). 
'53 (62) sedan de Ville, $710° (ps). 
CHEVROLET —'5S Impala (8) Hardtop, 
$2,375*; Bel Air (8) Hardtop, $2,125*° 
(ps), $1,985*, $1,900° (ps); Biscayne 

(8) 2-dr., $1,710*. 

"57 Bel Air (8) conv., $1,605*, $1,550*°; 
Hardtop, $1,585*, $1.580, $1, 560°, $1,- 
525°, $1,410°; Two-ten (8) Hardtop, 
$1,350; 2-dr., $1,100, $950. 

"56 Bel Air (8) 4-dr., $1,425*; 2-dr., 
"$800*; Two-ten (8) 4-dr., $945°. 

"55 Delray (8) 2-dr., $1,050*; Bel Air 
(8) Hardtop, $1,040; 4-dr., $900°, 
$855*, $840; 2-dr., $840*°; Two-ten (6) 
4-dr., $585. 

"54 Bel Air 2-dr., $675, $620; 
$525*; 4-dr., $430; Two-ten 
$700*, $630; 2-dr., $410, $340. 

"53 Two-ten 4-dr., $600, $375, $300; Bel 
Air conv., $425*; 2-dr., $375; 4-dr., 
$275. 

CHRYSLER—’'57 Windsor Hardtop, $1,975* 
(ps), $1,830° (ps). 

"56 Windsor Hardtop, $1,410° 

"55 Windsor Hardtop, $850*. 

‘48 Windsor 4-dr., $155°. 
DeSOTO— 57 Firedome 4-dr., $1,750* (ps). 

"52 Firedome (8) 2-dr., $300°. 

*50 conv., $105*. 

DODGE—' 57 Coronet (8) Hardtop, $1,600*; 
2-dr., $1,180. 

*56 Custom Royal (8) 4-dr., $1,400* (ps). 

"55 Royal (8) Lancer, $950*, $900°. 

"53 Coronet (8) coupe, $375°*, $340°. 
EDSEL—'58 Pacer Hardtop, $1,720*. 
FORD —'58 Thunderbird, $3,775* 

Fairlane (8) 2-dr., 
900* (ps), $1, 870* ; 
a (ps); ; 


Belvedere (8) 4-dr., $1,- | 


conv., 
4-dr., 


(ps). 


(ps); 
$2,140* (ps), $1,- 
" 4-dr., $2,030*' (ps), 

(8) 4-dr., $1,- 














































































—— 


’57 Fairlane (8) Victoria, $2,160* (ps), 





$1,400* $1,345*; 2-dr., $1,510* (ps): 
4-dr., $1,475°* (ps); country sedan (8), 
$1, 550°; Custom (8) 2-dr., $1,280*, $1,. 
020°. 

°56 Country sedan (8), $1,390*° (ps), $1,. 
350° (ps); Parklane (8), $1,330* (ps); 
Fairlane (8) Victoria, $1,150*; 2-dr., 
$1,130° (ps), $1,025; 4-dr., $1, 0608" 
$925; conv., $2950*; country ee ®), 
$1,145°; ranch wagon (8), $1,030; 
tom (8) 4-dr., $920* (ps), $800, $7 720, or 

"55 Fairlane (6) club sedan, $550*. or 

IMPERIAL—’57 Hardtop, $2,660* (ps). 0 
LINCOLN — 57 Capri Hardtop, $2,200° ee 
(ps). - 
MERCURY—’57 Monterey Hardtop, $1,790" . 
(ps), $1,760* (ps). "53 

°56 Montclair Hardtop, $1,300*; Mon- NI 
terey Hardtop, $1,040*; Medalist 4. a 
dr., $900. a 

’55 Monterey Hardtop, $980* (ps), $925*; "55 
4-dr., $910°, $825*; Montclair Hardtop, : 
$965°. - 

*54 Monterey Hardtop, $550*. ~ 

NASH—’55 Statesman 4-dr., $600. 153 

OLDSMOBILE — ’57 (98) 4-dr., $1,860" 9. 
(ps); (88) Holiday, $1,735*; 4-dr., $1,- e 
660* (ps). 

'56 (98) Holiday, $1,420* (ps), §1,400° § BAM! 
(ps), $1,380° (ps), $1,280* (ps); (S88) = 
Holiday, $1,400* (ps), $1,365*, $1,290: me 
4-dr., $1,190*, $1,170". or 

"55 (88) 4-dr., $1,175*, $1,135* (ps), § STUE 
$950°; 2-dr., $1,130* (ps); (98) Holi- 52 
day, $1,130° (ps). "51 

"54 (88) 4-dr., $750*, $670*; (98) conv., I 
$700* (ps); 2-dr., $595*. ay 

"53 (98) 4-dr., $155* (ps). 53 

PACKARD—’53 Patrician 4-dr., $400*. MISC 
PLYMOUTH—’57 Belvedere (8) 2-dr., $1,- 
435°, $1,310* (ps); Savoy (8) Hardtop, gh 
$1,455*, $1,260°; 4-dr., $1,000*. 
"56 Belvedere (8) Hardtop, $1,175*, $1,- 
(Continued | on Page ¢ 61, _ Col. 1) 
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LEADERSHIP | « 
"51 

. "50 

The Buffalo Courier-Express "39 
leads in overall advertising — 
linage in 16 local and 20 "55 
national classifications—and — 
in 8 others combining space "57 
of both types. : 
ROP Coler available both daily = 
and Sunday 0 
Member: Metro Sunday Comics ae 
. 55 
and Sunday Magazine Net- Is 
works ~ 
"53 
Buffalo Courier-Express | 
y *, 2 *51 

Western New York’s Only Morning "50 
and Sunday Newspaper MERS 
Representatives : a 
ScoLaro, Meeker & Scott 'B4 
Pacific Coast: = 
DoyrLe & HAWLEY OLDs 
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Used-Car Auction Prices 















uire (8); 
30; Cus. 
D0, $720, 000*; 2-dr., $1,075*, $850; 4-dr., $1,- 
$550*. 000*, $875*; Savoy (8) Hardtop, $1,- 
(ps). 075°, $1,050*, $1,010*; 4-dr., $1,010; 
$2 200* 2-dr., $795. 
a ‘5S Belvedere (8) 4-dr., $850; Savoy (6) 
$1,790° 4-dr., $600°; 2-dr., $590*; Plaza (8) 
ior 4-dr., $675. 
+: Mon 53 Suburban (6), $380. 
alist 4 PONTIAC—’56 Chieftain Catalina, $1,190* 
" (ps), $1,170*%, $1,175*, $1,100*; Star 
), $925: Chief Catalina, $1,050*° (ps). 
Hardto 6 "55 Chieftain 4-dr., $850*, $790; Catalina, 
P, $800*. 
‘54 Chieftain (8) Catalina, $650°; 2- 
dr., $400. 
$1,860° ‘53 Chieftain (8) station wagon, $425; 
dr "$1 2-dr.. $350, $340; Chieftain (6) 2-dr., 
"se $160*. 
$1,400° RAMBLER—’58 American (8) 2-dr., $1,700. 
5): (88) ‘57 Super (8) station wagon, $1,590*. 
$1,290°: ’55 Custom (6) station wagon, $825. 
7 an "51 (6) station wagon, $110. 
3° (pg), § STUDEBAKER —'56 Commander 2-<dr., 
: $875. 
8) Holi: § +52 Commander (6) 4-dr., $165, $100. 
» cone "51 Champion (6) 2-dr., $100. 
™ WILLYS—’55 Custom (6) 4-dr., $600*. 
"64 (6) 2-dr., $275. 
$400° "63 (6) 4-dr.. $115. 
dr. $1- MISCELLANEOUS — '57 Dodge %-ton 
Hardtog pine, sees. 
. P. 656 Chevrolet %-ton pickup, $850. 
75°, $1,- 
1) VALDOSTA, GA. 
—— Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 10. 
We had a good sale today. Cars sold 
again for the “‘high dollar.’’ Sold over 200 
cars. 
BUICK—’57 RM Riviera 4-dr., $1,735*; 
Super 4-dr.. $1,625° (ps); Special 4- 
dr., $1,490°. 
‘56 Special Riviera 2-dr., $1,230°. 
‘55 Super 2-dr., $830*. 
CADILLAC—'57 (62) sedan de Ville, $3,- 
275°; coupe de Ville, $3,110*. 
"56 (62) coupe de Ville, $2,260*. 
"64 (62) coupe de Ville, $1,400°. 
"62 (62) coupe de Ville, $515*. 
CHEVROLET—’'5S Delray (8) 4-dr., $1,- 
700. 
"5S? Bel Air (8) Hardtop 4-dr.. $1,790*; 
Two-ten (8) station wagon, $1.630; 2- 
dr., $1,385°; One-fifty 4-dr., $1,130. 
'S6 Bel Air (8) 4-dr., $1,000; Hardtop, 
$940; Two-ten (6) 2-dr.. $760°. 
"5S Two-ten (8) coupe, $735; Two-ten 
(6) 4-dr., $650; 2-dr.. $575; One-fifty 
(8) 2-dr., $685; Bel Air (8) 2-dr., 
$600. 
"34 Bel Air 4-dr., $550*. 
"53 Bel Air sport coupe, $660°; Hardtop, 
$585°. 
Y "52 Deluxe 2-dr., $340; conv., $275. 
"S51 Styleline 2-dr.. $155; 4-dr., $150°. 
"50 Deluxe club coupe, $210. 
ess "39 4-dr., $220. 
ing pebon—~'s7 Custom Royal (8) 4-dr., $1,- 
20 "55 Custom Royal (8) sedan, $750. 
ind FORD—'58 Fairlane (8) 500 4-dr., $1,800*; 
ranch wagon (8) $1,770. 
ace ‘ST Fairlane (8) 500 4-dr. Victoria, $1,- 
500°; Fairlane (8) 2-dr., $1,385*; Cus- 
tom (8) 300 4-dr.. $1,300. 
ily ‘56 Fairlane (8) conv., $1,080*; 4-dr., 
$1,070*, $975*; country sedan (8), $1,- 
040°; Custom (8) 2-dr.. $845°; Main 
ics (8) 2-dr., $750; 4-dr., $740*. 
"55 Custom (8) 4-dr., $860, $635°: Fair- 
et- lane (8) 4-dr., $670; conv., $585°. 
"54 Crest (8) Victoria, $600; Custom (8) 
4-dr., $460. 
"53 Custom (8) 4-dr., $400; 2-dr., ‘ 
"62 Crest (8) Victoria, $210; Custom (8) 
ess 2-dr., $115. 
” "51 Custom (8) 2-dr., $179. 
ing "50 Custom (8) 4-dr., $215. 
MERCURY—'57 Monterey 4-dr., $1,550*. 
"56 Montclair 2-dr.. $1,140°. 
"55 Monterey Hardtop, $6385°*. 
"54 Monterey Hardtop, $560°. 
"53 Monterey Hardtop, $285*. 
"52 Monterey 4-dr., $310. 
OLDSMOBILE—'57 (88) Fiesta, $2,350°*; 
—— conv., $1,.740°; 2-dr., $1,635°. 


"56 (88) 2-dr., $1,300°. 

"54 (88) Super 4-dr., $835°. 
PLYMOUTH—'57 Savoy (8) 4-dr., $1,125°*. 
"55 Savoy (6) 4-dr., $700°. 

"54 Savoy (6) 4-dr., $230. 
SPONTIAC—'58 Chieftain 4-dr., $2,025*. 
‘S7 Star Chief Catalina 4-dr., $1,610*. 
"56 Chieftain Catalina 2-dr., $1,070*. 
"S4 Chieftain (8) 4-dr., $475*. 
BLER—'57 Custom (8) 4-dr., $1,210*. 
—— os Commander (8) 4-dr., 
5. 





Woman Dealer 
, ‘ins Plaudits 
Of Competitors 


' AKRON. — Mrs. Margaret Leigh- 
ley, owner of Spot Motor Co. 
(Dodge), has succeeded so well in 
one of the most competitive busi- 
nesses that her firm does an annual 
business of more than a million 
dollars (the 1957 figure) and is 
highly regarded by fellow dealers. 


on Mrs, Leighley, a 20-year veteran 
otive t@ in auto retailing, is treasurer of the 
our qu@ Akron Dodge Dealers Assn. and 
ort b treasurer and a director of the 


Akron Auto Dealers Assn. 


Although she is turning more at- 
tention to running the dealership, 
which she bought in January after 
two years as general manager, she 
still likes to sell cars. Last year, 
she said, she sold between 60 and 70 
units and referred more to the 
sales staff. 

Her biggest compliment—an in- 
dication of how fellow dealers re- 
gard her—came from a competitor 
after losing a sale to her: 

“Margaret is a tough ‘salesman’ 
who speaks a man’s language in a 
league where that’s the only kind 
that counts.” 





(Continued from Page 60) 


MISCELLANEOUS—’55 Ford pickup, $560. 
'49 Chevrolet pickup, $160. 


NEW YORK 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 7. 

Despite pending new car announcements, 
used car market continues to be steady 
on clean and sharp cars. Rough and off 
cars softer. Sold 102 cars out of 151 con- 
signments. 


BUICK—’58 RM Hardtop, $2,800* (ps). 

’57 Special Hardtop, $1,610* (ps). 

’56 Special Riviera Hardtop, $1,210. 

°55 Special conv., $800*. 

"54 Super Hardtop, $625*; Special 2- 

dr., $480*. 

’52 Special 4-dr., $120*. 

*51 Special Hardtop, $110*. 
CADILLAC—’53 (62) 4-dr., $490° (ps). 
OHEVROLET—'57 Bel Air (6) Hardtop, 

$1,550; conv., $1,350°; Bel Air (8) 
sports coupe, $1,515*; 4-dr., $1,485*, 
$1,445* (ps), $1,400° (ps); Two-ten 
(8) 4-dr., $1,335*, $1,300°, $1,275°; 
Two-ten (6) 2-dr., $1,190, $1,150; 4- 
dr., $1,140. 


’56 Bel Air (8) Hardtop, $1,185*; conv., 
$1,145; Two-ten (6) 2-dr., $835, $830; 
One-fifty (8) 2-dr., $825*. 


"55 Two-ten (8) 2-dr., $790*°; One-fifty 
(8) 2-dr., $520. 

"54 Bel Air 4-dr., $525; conv., $485; 
2-dr., $325. 


°53 Two-ten 2-dr., $325; One-fifty 2-dr., 


$310. 
"52 4-dr., $195°. 
DeSOTO—'57 Adventurer Hardtop, $1,950* 
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(ps). 
’55 Fireflite Hardtop, $800* (ps), $775* 


(ps). 
DODGE—’55 Royal Lancer Hardtop, $770* 
(ps), $625*; Coronet (6) 2-dr., $590. 
*53 Coronet (8) 2-dr., $155; Coronet (6) 
4-dr., $125. 
"52 Coronet 4-dr., $275. 
’51 Coronet 4-dr., $115. 

FORD—’57 Fairlane (8) conv., $1,465*; 
Hardtop, $1,350* (ps); Custom (8) 
4-dr., $1,250°. 

56 Fairlane (8) conv., $1,100* (ps); 
Custom (8) 4-dr., $750. 
’55 Fairlane (8) conv., $835*; Country 


Squire (6) station wagon, $700*; Cus- 
tom (6) 4-dr., $435*. 


’54 Country (6) station wagon, $670*, 
$600. 
’53 Main (6) station wagon, $340. 


"52 2-dr., $255°. 
LINCOLN—’54 Capri Hardtop, $565* (ps). 


MERCURY —'’'56 Monterey 4-dr., $970*, 
$905*, $850; Hardtop, $870*; Mont- 
clair Hardtop, $940* (ps). 

55 Monterey Hardtop, $550*. 

'54 Monterey Hardtop, $415. 

NASH—’53 Statesman 4-dr., $225. 

OLDSMOBILE — °57 (98) conv., $1,990* 
(ps). 

’54 (88) Holiday Hardtop, $735° (ps); 
(98) Holiday Hardtop, $715*° (ps), 
$690° (ps). 

PLYMOUTH—’'56 Savoy (8) station wagon, 
$915, $870. 

"55 Savoy (8) 4-dr.. $610*°; Savoy (6) 
4-dr., $465. 

’51 Savoy station wagon, $110. 


PONTIAC—’57 Safari station wagon, $1,- 
610° (ps). 
"56 Chieftain Hardtop, $905*. 
"55 Star Chief 4-dr., $870*; Chieftain 


4-dr., $665°. 

*54 Chieftain Hardtop, $275*. 

"53 Star Chief Hardtop, $310*; Chieftain 
4-dr., $240. 

"52 station wagon, $200*; 4-dr., $155*; 
2-dr., $130°. 

STUDEBAKER—’5S Statesman 4-dr., $1,- 

080. 








“No, they are not last year’s 
. . . things aren't that 





’55 Commander station wagon, $570°. 
’53 Champion 4-dr., $160. 
* * * 


—Auctions in Brief— 
Arena Auto Auction, Sale every Tuesday 
(Oct. 7). Market very good. Percentage 
excellent. Sold 416 cars from 597 consign- 


ments. 
> * * 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 
nesday (Oct. 8). 


area have created an extra heavy demand 


for good clean cars. 
* * * 


INDIANAPOLIS, IND. 

Ken Schaefer Auto Auction. Sale every 
Thursday (Oct. 9). Weather: rain and 
warm. No change this week, Consignments 
off. Terrific demand for good cars, Prices 
remained steady as 91% of the cars 
changed hands. 

* * 


ATLANTA, GA. 

Dixie Auto Auctions. Sale every Tues- 
day (Oct. 7). Consignment was good with 
lots of nice clean merchandise offered for 
sale. Percentage selling was way above 
the average even with a slight decline in 
prices on the ‘57 and ‘58 models. 


BIRMINGHAM, ALA. 

Dixie Auto Auctions. Sale every Monday 
(Oct. 6). The sale moved at a rapid pace 
with buyers bidding very briskly for the 
nice units that were offered for sale, Price 
wise it is very much the same with no 
noticeable drop. Percentage selling remains 
above the average. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Oct. 10). In spite of the introduction 
of the new models, the market here is 
holding up unusually well with 78% sold 
today. Sold 78% of 656 cars registered. 

* * * 


FARGO, N. D. 

Tri-State Auction Co., Inc, Sale every 
Thursday (Oct. 9). Weather cold and 
raining. Market holding firm. Sold 82 units 
from 124 units entered. 

* * 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (Oct. 8). Sold 66 cars from 106 


Tobacco markets in this/| cars entered. 





Texaco P 1 


proved the finest anti-freeze 


... another top-performing Texaco product! 


HERE’S WHY! Texaco PT Anti-Freeze is one 
more example of the fact that Texaco provides its 


Dealers with top-quality products. 


Texaco scientists developed and tested more than 
a thousand formulas before they were satisfied 
that PT is beyond doubt the finest anti-freeze sold. 
They proved that PT is the only anti-freeze that 
best protects all the different metals and rubber in 


vy 


cooling systems. 


Texaco backs up its Dealers with powerful, con- 
tinuous advertising and promotion of its products 
and Texaco Dealer services — national magazines, 
newspapers, TV and radio, billboards, station 


displays. 


It all adds up to this — Texaco Dealers keep a big 
edge over competition, and Texaco is a good com- 
pany to trade with. Ask any of the 43,000 Texaco 


vr 


as 


Dealers throughout the U. S. A. and Canada. 





A SOLID FUTURE is one of the advantages of 
being a Texaco Distributor or Dealer. Proof: 683 
of our Distributors have been with us for 20 years 
or more; 20,096 Texaco Dealers 10 years or more. 
There may be an opportunity for you. Get in 
touch with the nearest Texaco Division Office. 


THE TEXAS COMPANY 


DIVISION OFFICES: Atlanta, Ga.; Boston 16, 
Mass.; Buffalo 5, N. Y.; Butte, Mont.; Chicago 4, 
Ill.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, 
Tex.; Indianapolis 1, Ind.; Los Angeles 5, Calif.; 
Minneapolis 3, Minn.; New Orleans 16, La.; New 
York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 






@ SAFE-T CHECKS AGAINST FREEZE-UPS 
@ SAFE-T CHECKS AGAINST BOIL-AWAY 

@ SAFE-T CHECKS AGAINST EVAPORATION 
@ SAFE-T CHECKS AGAINST FOAM 

@ SAFE-T CHECKS AGAINST CORROSION 

@ SAFE-T CHECKS AGAINST HOSE-ROT 

@ SAFE-T CHECKS AGAINST RUST 

@ SAFE-T CHECKS AGAINST DEPOSITS 
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Auto Markets 


(Continued from Page 20) 


car registrations amounted to 69,- 
464, compared with 117,670 in the 
1957 period. New-truck registra- 
tions were 3,866 in 1958 and 6,467 
in 1957. 

Used-car sales totalled 8,317 in 
September, compared with 9,716 a 
month earlier. Nine-month totals 
were 80,781 this year and 108,646 
last year. 

Used-truck sales numbered 441 
in September, compared with 354 in 
August. There were 3,729 sold in 
the first nine months, compared 
with 6,005 in the year-ago period. — 
(Robert M. Lienert.) 

+ * 


* 


San Antonio 


In spite of efforts to clear 1958 
stocks before the arrival of new 
models, new-car registrations in 
San Antonio and Bexar County 
dropped from 1,317 in August to 
1,157 in September, a decrease of 
nearly 12 percent. 

Chevrolet led in new-car regis- 
trations, with 426, compared with 
312 for Ford. Others were: Buick, 
84; Plymouth, 58; Pontiac, 45; Olds- 
mobile, 44; Dodge, 38; Mercury, 34; 
Chrysler, 18; Cadillac, 13; Vauxhall, 
13; Rambler, 11; Opel, 10; a 
10; Willys, 8; MG, 7; Imperial, 
DeSoto, 3; Edsel, 3; sacteeetion 
3; Lincoln, 2, and miscellaneous, 9. 

While registrations of U. 5.- 
built cars showed a loss for the 
month, the number of imported 
cars increased from 46 in August 
to 49 in September. 

Dealers in San Antonio believe 


Current Prices on U. 





top, $3,518. Electra 225-—4-dr. 
(6-window hardtop), $4,300; 4-dr. 
. 4,192. 
standard on Invicta, 
225. Power steering and power 
standard on Electra and Electra 


ILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
, $5,080; 2-dr. hardtop, $4,892; conv., 
Sedan de Ville 4-dr. hardtop (6- 
$5,498; Sedan de Ville 4-dr. hard- 
$5,498; Coupe de Ville 2- 
Brougham 


window), 
(4-window), 
hardtop, $5,252. Eiderade— 

4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—i-dr. hardtop, $6,233. Seventy-Five 
—f-pass. sed., $9,533; limousine, $9,745. 


CHEVROLET — (Prices are for six-| 
add $118.) 
2-dr. eed.. 


. sed. 
_— hardtop, $2,599; conv., 
then Wagons —2-dr. 2-seat Brookwood, $2.- 


571; 4-dr. 2-seat Brookwood, $2,638; 4-dr. 
2-seat Parkwood, $2,749; 4-dr. 
Kingswood, $2,852; 4-dr. 2-seat Nomad, 
$2,897. 

(V-8 std.), $3,875. 

DODG Six—4-dr. sed., $2,- 
586.50; 2-dr. sed., $2,515.50; 2-dr. hard- 
top, $2,643. Corenct V-8—4-dr. sed., 


50. 

$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
sasaee, $3,068.50; —— hardtop $2,990. 

Custom Reyal—4-dr. $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. Pt Ee $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, #.- 


-dr. sed., $2,704; 
2-dr. sed., $2,633; 4-dr. hardtop’ $2,844; 
2-dr, hardtop, $2,768; conv., $3,080; 4-dr. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 

, $3,200. Star Chief—4-dr. sed., $3,- 


Super sed., $1,920; 2-dr. 
seat Deluxe stat, wag., $2,060; 2-dr. 2-seat 


| 4-dr. 
| wag., 


| $3,214; 


| hardtop, $3,675; conv., 


| 2-dr. 
3-8 e a t | $2,735; 


p cpe. or conv. | hardtop, $3,425; 


—Oapri—4 
wag., $2,145. Deluxe Six—4-dr. | dr. hardtop, $4,951; 2-dr. 


that the advent of new American 
models will boost registrations in 
October and contribute to a better 
showing for the remainder of the 
year. 

New-truck registrations numbered 
134 in September, compared with 
186 the previous month. By makes, 
they were: Chevrolet, 43; Ford, 39; 
GMC, 24; International, 20; Dodge, 
3: Mack, 2; Willys, 2, and White, 
1.—(J. H. Reed.) 


e. * 


Indianapolis 


18 percent decline featured 
in Indian- 


An 
new-car ae. 


Lambretta Signs 


Texas Distributor 


NEW YORK.— Overseas Motors 
Corp., Fort Worth, has been named 
Southwestern distributor of Lam- 
bretta motor scooters and three- 
wheel commercial utility vehicles, 
according to A, Sinclair Gray, gen- 
eral manager of Innocenti Corp., 
U. S. importer of the scooters. 

Overseas Motors will distribute 
the Lambretta products in nine 
Southwestern states. The firm dis- 
tributes Rolls-Royce, Jaguar, MG, 
Morris and Austin-Healey cars in 
the area. 

The Southwestern states are Ar- 
kansas, Colorado, Kansas, Louisi- 
ana, Nebraska, Mexico, Oklahoma, 
Texas and Wyoming. Gray said 
Overseas Motors will operate train- 
ing schools for dealers in the area. 


sed., $2,008. Super Six—4-dr. sed., 
hardtop, $2,343; 4-dr. 2-seat stat. 
$2.562. Custom Six—4-dr. sed., $2,- 


4-dr. 2-seat stat. wag., $2,677. Rebel 


| ¥-s- Gunso 4-dr. sed. $2,398; 4-dr. 2-seat 


| stat. wag., $2,692; Custom 4-dr. sed., $2,- 
|}513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
| Stat. wag., $2,807. A - 
| 4-dr. sed. "$2,587: 4-dr, 2-seat stat, wag.., 
| $2,881. Custom—4-dr. sed. $2,732; 4-dr. 
hardtop, $2,822; 4-dr. 2-seat stat. wag., 
$3,026: 4-dr. 2-seat hardtop stat. wag.. 
$3,116. 


1968 MODELS 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
4-dr. 2-seat stat. wag., $3,616; 4- 
3-seat stat. wag., $3,503. Saratega— 
4-dr, sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 

CONTINENTAL—4-dr. sed.. $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 

DesoTo Firesweep —4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 


dr. 


| 4-dr, hardtop, $3,234.50; 2-dr. hardtop, $3,- 
Firefiite 


177.50; conv., 
sed., $3,582.50; 


$3,488.50. — 4-dr. 
4-dr. hardtop, $3,731; 2-dr. 
$3,972; 4-dr. 2-seat 
stat, wag., $4,030; 4-dr, 3-seat stat. wag., 
| $4,172. Adventurer—2-dr. hardtop, $4,071; 
}conv., $4,369. (TorqueFiite standard on 
| Firefiite and Adventurer. Power brakes 
standard on Adventurer.) 
-dr. 


sed., $2,592; 2- 


dr. 


4-dr. hardtop, $2,863; 2-dr, hard- 
$3,028. Corsair—4-dr. 
'2-dr. hardtop, $3,346. 
Citation—-4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., 801, Station 
—Roundup —2-cir. "2-seat, $2,876. 

4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 

FORD — (Prices are for six-cylinder 
models. For V-8s add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Oustem 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. -dr, sed, 


top, $2,805; conv., 


: 2-dr, hardtop, 
lame 500-——4-dr. sed., $2,427.72; 2-dr, 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8 “standard), $3.- 
162.69. Station — 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 
Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr.. 3-seat 
Country Squire, $2,793.90, Thunderbird — 
(V-8 standard)—2-door hardtop, $3,630.85; 
conv., $3,913.85. 
IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr, hardtop, $4,945; 2-dr. 


hardtop, $5,388 ; 
conv., $5,758.50. LeBaron—-4-dr, ‘sed., $5,- 
968.50; 4-dr, hardtop, $5,968.50. (Torque- 
Fite, steering, power brakes stand- 


power 

ard on all models.) 

LINCOLN. dr. sed., $4, 4- 
hardtop, 


$2,268 ; | 


| 081, 


|hardtop, $3,495. Park Lane—4-dr. 
| $4,118. Station Wagons—2-dr. 2-seat Com- 


$5.603. (TorqueFlite and power steer- | 


| 485.50; 








apolis and Marion County during 
September, with the total falling to 
1,368 from 1,672 a month earlier. 


For the first nine months of 1958, 
the total was 17,250, compared with 
21,599 in the 1957 period. 

September registrations by 
makes were: Ford, 323; Chevrolet, 
257; Oldsmobile, 141; Plymouth, 
123; Pontiac, 85; Buick, 79; Ram- 
bler, 65; Dodge, 61; Cadillac, 31; 
English Ford, 27; Mercury, 26; 
Studebaker, 18; Volkswagen, 17; 
Edsel, 13; Volvo, 11; DeSoto, 9; 
Hillman, 9; Lincoln, 9; Chrysler, 
8; Metropolitan, 6; Opel, 6; Vaux- 
hall, 6; MG, 5; Imperial, 3, and 
miscellaneous, 30. 

New-truck registrations amounted 
to 128 in September, compared with 
210 in August. The nine-month total 
was 1,747 this year, compared with 
2,021 a year ago. 

September registrations by makes 
were: Ford, 47; Chevrolet, 35; In- 
ternational, 17; White, 9; Dodge, 6; 
Willys, 5; Divco, 2; GMC, 2; Auto- 
car, 1; Reo, 1; Volkswagen, 1, and 
miscellaneous, 2.—(C. L. Kern.) 

= 


Boise, Id. 


September registrations of new 
cars numbered 224 in Ada County 
(Boise), Id., compared with 199 in 
the previous month. 

Imported cars accounted for 18 
percent of total sales. 


By makes, registrations were: 
Chevrolet, 53; Ford, 47; Rambler, 
20; Oldsmobile, 15; Plymouth, 13; 
Volkswagen, 12; Renault, 10; Mer- 
cury, 8; Pontiac, 6; Cadillac, 5; 
Dodge, 5; Buick, 4; Hillman, 4; 
Studebaker, 3; Chrysler, 2; Edsel, 
2; Willys, 1, and miscellaneous, 14. 

New-truck registrations num- 
bered 86 in September, compared 
with 54 in August. By makes, they 
were, Chevrolet, 39; Ford, 24; In- 





Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbe-Drive, 
power steering, power brakes standard on 
all models.) | 
MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., §3,- 
Montclair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hard- 
hardtop, $3,867; conv., 


top, $3,944; 2-dr. 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- | 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-O-Matic, power | 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 
PACKARD — 4-dr. sed., $3,212; 
hardtop, $3,262; 4-dr. 2-seat stat. 
$3.35. Hawk — 2-dr. 


2-dr. 


ard on all models.) 

PLYMOUTH—(Prices are for six-cylinder 
models. For V-Ss, add $107.) Piaza—4-dr. 
ved., $2,169; 2-dr. sed. $2,117.50: bus, cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
vr. sed., $2,254.25; 4-dr. hardtop, '$2.- 
399.50; 3-dr, hardtop, $2,328.50. Belvedere 
—4-dr. sed. $2,439.75; 2-dr. sed., $2,388.50; 





| i-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 


tien Wagons (Suburbans)—2-dr. 2-seat De- 
tuxe, $2,431.50; 4-dr. 2-seat Deluxe, §2, 
2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, §2,747; 4-dr. 2-seat Sport, §$2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 
STUD 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat. 
wag., $2,055. Champion 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695, Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; ‘Golden Hawk V-8 2-dr. hardtop, 
$3, 282, (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 








A Quality Dealer— 
left, 
Redwood City, 
“quality dealer 
award” from J. E. Seeh, Dodge San Fran- 


Ferris Miles, Inc. 
Calif., 


Ferris Miles, 
(Dodge-Plymouth), 
receives Chrysler Corp.'s 


cisco regional manager. Miles is chairman 
of the National Dodge Dealer Advisory 
Conference. 


ternational, 13; Willys, 5; GMC, 3; 
Dodge, 1, and Studebaker, 1. 


* * > 


Sioux City, Ia. 


New-car registrations in Wood- 
bury County (Sioux City), Ia., in 
September totalled 199, compared 
with 238 in August, a drop of 16 
percent. 

Registrations by makes were: 
Ford, 59; Chevrolet, 50; Oldsmo- 
bile, 18; Plymouth, 16; Pontiac, 
13; Buick, 10; Rambler, 8; Volks- 
wagen, 5; Lincoln, 4; Cadillac, 
3; Chrysler, 3; Mercury, 3; Dodge, 
2; Studebaker, 2; DeSoto, 1, Edsel, 
1, and Isetta, 1. 

New-truck registrations num- 
bered 32, down one-third from the 
previous month’s 48. By makes, they 
were: Ford, 13; International, 9; 
Chevrolet, 7; Diamond T, 2, and 
Volkswagen, 1. 

7 = > 


Atlanta 


Sales of new cars and trucks 
were up slightly more than one 
percent in Fulton and De Kalb 
Counties (Atlanta) in August over 
the previous month. New car regis- 
trations totalled 2,208; new trucks, 
332. 


By makes registrations of new 
American cars were: Chevrolet, 
645; Ford, 398; Plymouth, 231; 
Oldsmobile, 152; Pontiac, 86; 
Buick, 77; Dodge, 77; Cadillac, 
76; Rambler, 48; DeSoto, 33; 
Chrysler, 32; Mercury, 32; Stude- 
baker, 10; Edsel, 9; Imperial, 7; 
Willys, 2, and Lincoln, 1. 
Foreign cars registered were: 

Volkswagen, 44; Renault, 44: Simca, 
40; Vauxhall, 13; Hillman, 10; Eng- 
lish Ford, 7; Jaguar, 5, and miscel- 
laneous, 129. 

New trucks were registered as 
follows: Ford, 99; Chevrolet, 94; 
International, 50; Volkswagen, 27: 
Dodge, 23; GMC, 16; Mack, 13; 
White, 4; Willys, 3; Diamond T, 1; 
English Ford, 1, and miscellaneous, 
1.—(E. C. Bash.) 


New Orleans 


New-car registrations in New 
Orleans for September totalled 1,- 
259, compared with 1,347 in August 
and 2,285 for the corresponding 
period of last year. Truck sales 
amounted to 203 in September, 
which was 26 units better than 








— 


August, but 94 less than the like 
month of last year. 

New-car sales by makes were, 
Chevrolet, 488; Ford, 285; Buick, 
82; Plymouth, 60; Pontiac, 53; Olds- 
mobile, 40; Mercury, 37; Volks- 
wagen, 36; Cadillac, 21; Vauxhall, 
19; Studebaker, 16; Rambler, 13; 
English Ford, 13; Edsel, 11; Metro. 
politan, 10; Austin-Healey, 9; Dodge, 
8; MG, 8; Lincoln, 7; Renault, 6; 
DeSoto, 5; Triumph, 5; DKW, 5; 
Packard, 1, and miscellaneous, 16, 

Truck sales by individual makes 
were: Ford, 74; Chevrolet, 68; In- 
ternational, 23; GMC, 13; Volks- 
wagen, 12; Mack, 7; White, 3; 
Dodge, 2, and Diamond T, 1.— 
(Gordon Hebert.) 

* 


* * 


Louisville 

New-car sales for Louisville and 
Jefferson County in September 
totalled only 931 units, compared 
with 1,138 in August. 

The record showed Ford, 238; 
Chevrolet, 209; Plymouth, 97; Olds- 
mobile, 67; Buick, 57; Pontiac, 28; 
Dodge, 20; Rambler, 20; English 
Ford, 19; Cadillac, 17; Edsel, 15; 
Chrysler, 12; DeSoto, 9; Volkswagen, 
9; Studebaker, 7; Vauxhall, 6; Lin- 
coln. 6; Renault, 5; Metropolitan, 
4; Willys, 4; Imperial, 3; Packard, 
2, and miscellaneous, 20. 

The nine-month total was 10,196, 
compared with 14,489 in the 1957 
period and 19,985 in record 1955. 

The September total for new- 

truck sales was 152, compared 
with 153 in August. The nine- 
month total was 1,259, compared 

with 1,604 a year ago and 1,952 
in 1955. 

September registrations were: 
Chevrolet, 47; International, 38; 
Ford, 35; Volkswagen, 7; GMC, 5; 
English Ford, 2; Mack, 2; Dodge, 
1; White, 1; Willys, 1, and miscel- 
laneous, 13.—(A. W. Williams.) 

+ * = 


Providence 

A total of 886 new cars were 
registered in Providence during 
August, compared with 1,052 in 
July. 

By makes, registrations were: 
Ford, 259; Chevrolet, 213; Plymouth, 
84; Rambler, 50; Oldsmobile, 38; 
Buick, 31; Cadillac, 25; Dodge, 23; 
Pontiac, 19; Chrysler, 17; Mercury, 
15; Volkswagen, 12; DeSoto, 9; 
Lincoln, 2; Edsel, 1; Studebaker, 
1, and miscellaneous, 85. 

New-truck registrations num- 
bered 59, compared with 83 the 
previous month. 

By makes, they were: Ford, 26; 
Chevrolet, 14; International, 7; 
Mack, 5; GMC, 3; Volkswagen, 2; 
Dodge, 1, and miscellaneous, 1.— 
(Thomas L. Forbes.) 


Baltimore 
A total of 1,770 new cars were 
sold in Baltimore during August, 
compared with 2,018 the previous 
month, according to figures com- 
piled by the Automobile Trade 
Assn. of Maryland. 

By makes, August registrations 
were: Chevrolet, 561; Ford, 342; 
Plymouth, 226; Oldsmobile, 94; 
Dodge, 82; Rambler, 70; Buick, 
56; Pontiac, 52; Chrysler, 48; 
Cadillac, 44; Mercury, 36; DeSoto, 
28; Volkswagen, 14; Triumph, 12; 
Hillman, 11; English Ford, 10; 
Renault, 7; Fiat, 7; Studebaker, 
6; Imperial, 5; Edsel, 3; Lincoln, 
3, and miscellaneous, 53. 
New-truck registrations amounted 

to 200, compared with 186 a month 
earlier. Registrations by makes 
were; Chevrolet, 65; Ford, 30; In- 
ternational, 26; White, 16; GMC, 9; 
Mack, 9; Dodge, 8; Willys, 3; 
Brockway, 2; Diamond T, 1, and 
miscellaneous, 31.—(Kate Savage.) 
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In the Letterbox 


in Automotive News is routine and 


expected. 

The issue of Aug. 18, however, 
is the most exciting AUTOMOTIVE 
News I have ever received. Each 

e and article in the service sec- 
tion should be “must” reading for 
dealers, general managers, office 
managers, service managers, sales- 
men, clerks and porters. I have 
prought several stories to the at- 
tention of several dealers and am 
saving the issue for future refer- 
ence. 

I feel like starting a movement 
to give a citation by the automobile 
dealers of America to AUTOMOTIVE 
News. 

Keep up your splendid work.— 
Saut Ross, Detroit. 


* * * 


U. C. Theft Reported 


The following is for your infor- 
mation and may be of value to 
every dealer in the state as we 
understand it happens sometimes: 

A white man about 35 years old 
by the name of William E. Morgan, 
from Bailey, N. C., came to our 
used-car lot in Wilson, named 
Pioneer Motors Inc., on Aug. 25th 
and spent some time looking over 
a 1954 Buick Century hardtop, blue- 
and-white color with license No. 
DK5403, North Carolina plates. 

He seemed very interested in it 
and the sole man on the lot allowed 
him to drive the car around the 
block alone to see if everything was 
all right, this after they had got 
together on the price. 

The man never came back and 
investigation showed that though 
he lived sometime in Bailey with 
an uncle, his daddy lived at 409 
Polk St. in Raleigh, and he hung 
around Spring Hope also. 

This was reported and is in the 
Aug. 25 weekly theft bulletin of the 
N. C. Department of Motor Ve- 
hicles, file 65017, motor No. or rather 
serial No. 6A1057831. This party has 
served time once before for a theft 
of a car, and it is possible he has 
now skipped into Virginia or South 
Carolina. 

Other dealers too, can, as a result, 
be on the lookout for him for pos- 
sible future schemes of a similar 
nature—J. J. Farris, president, 
Thomas-Farris Motors, Inc. 


NoSPIN in Demand 


In your Aug. 25 issue there ap- 
peared an article written by Joseph 
M. Callahan, headed “Thornton’s 
New Locking Differential,” which 
contained several inaccurate state- 
ments concerning our NoSPIN Dif- 
ferential. 

Inasmuch as we have had some 
adverse reaction from the field, we 
would like to present the facts to 
enable you to publish a correction. 

We were particularly disturbed by 
the last paragraph in the first col- 
umn and the next paragraph on 
Page 26, Col. 3. 

The differential referred to here 
by Ray Thornton was manufactured 
by Thornton Tandem Co. under li- 
cense from C. F. Gobright, Inc., 
the owner of the patent, and was 

d in our gear case only till 
August, 1943, at which time it was 
superseded by our own Model 1G1 
on which we secured U. S. Patent 
2329059. 

Ray Thornton had no part in the 
design or patenting of this basic 
unit. It was known as the Thornton 
Automatic Locking Differential 
(simply because the name of our 
company was Thornton Tandem 
Co.) until late in 1946 when the 
name was changed to NoSPIN Dif- 
ferential at about the same time the 
company name was changed to De- 
troit Automotive Products Corp. 
This trademark “NoSPIN” has 
since been registered with the U. S. 
Patent office. 

The NoSPIN Differential has not 
been succeeded by the Non-Spin 
(as stated by Mr. Callahan in the 
first paragraph on Page 26) nor by 
any other unit. On the contrary, it 
is more in demand today than ever 
before for use in trucks, various 
Military vehicles and special equip- 
Ment such as shuttle cars for coal 
Mines, fork lift trucks, heavy road 

ding equipment, etc. 

About 50 manufacturers of special 
eet have adopted our No- 

as standard or optional 
equipment for vehicles requiring 


(Continued from Page 12) 








positive traction as opposed to the 
semi-positive action of the friction 
type differentials referred to by 
Ray Thornton when he said he “got 
around” his own patents.—J. J. 
Krauss, president, Detroit Automo- 
tive Products Corp. 


Anybody Got a Dagmar? 


Of all the 2,500-odd automobiles 
built in this country, there seems 
to be only one of which none can 
be found. Not even a museum, no 
old-car collectors, no one in the} 
home of the factory, Hagerstown, 
Md., seem to know of any of these 
cars being in existence. 


Yet there were some 600 built| 
between 1922 and 1926. The Dagmar | 
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very beautiful all-aluminum body, 
brass radiator with all-brass trim, 
and brass rims around the dash- 
board instruments. The all-disc 
wheels protruded from the extra 
large hub, like the Phantom 
models of the Rolls-Royce. The 

Dagmar itself looked like a very 

extreme Packard car. 

Why doesn’t some company or- 
ganize and build a beautiful sports 
car like this fabulous car, and like 
the wonderful Mercer, Stutz, Mar- 
mon, Pierce-Arrow and hundreds 
more gone by the wayside? Not to 
mention the all-immortal Packard, 
which is just breathing its last in 
the land of plenty where people 
do not want or do not understand 
quality, or both. 

Anyway, the hand-made quality 
cars have all gone by the wayside. 

It might pay us to employ Ger- 
mans and/or other real mechan- 
ics to come here and build a 
quality car. Surely we must not 
be the only one without such cars 





was the successor of the old Craw-| 
ford Automobile Co. of Hagerstown. | 
Yet there are some of the old) 
Crawford cars still to be found in| 
collector’s hands. 

This Dagmar car was a very 
fabulous car. It was an assembled 
car with a Continental engine, a 


now. Then, too, other countries 


build expensive cars. The Rolls- | 


Royce is still the large handsome, 
expensive car. They don’t cut on 
quality, workmanship, etc. They 


Why can’t we do that? 
If anyone knows of the where- 


| Brown-Lipe transmission and a Continental engine. — 


take pride in what they produce. | 
|abouts of a Dagmar car, I sure| would many collectors.— Roy M. 
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Beauty from Bygone Era— 


This is a 1926 model Dagmar, a custom-built car resembling the old Packard. The 
$3,500 cor was manufactured in Hagerstown, Md., and this model is shown on the 
floor of Penn-American Motors, Philadelphia. At the wheel is Miss America of 
1925. The Dagmar, built from 1922 to 1926, had a 138-inch wheelbase, four-shift 








would like to know about it. So| Brooxs, West Palm Beach, Fla. 












Available 
in pints 
and quarts 


manufactured by 


RINSHED-M 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 





NOW AVAILABLE 


TO REFINISHERS 


ASON COMPANY 





IN A COMPLETE RANGE 
OF GM ’59 CAR COLORS 


Alpha-Cry! is identically the same luxurious material 
used on General Motors original equipment. 


It is a true acrylic . . . not a lacquer . . . with outstanding 
gloss retention, depth of color, and overall durability 
never before achieved! 


The sensational new acrylic finish is being used on all 
GM '59 models . . . and Alpha-Cryl is now available in 
both pints and quarts, in the complete range of colors 
for every GM ‘59 model. 


R-M Alpha-Cryl colors, undercoats and thinners pro- 
vide positive compatibility of material when you 
refinish or repair a General Motors car. 


CALL YOUR R-M JOBBER 


Ri CO., 5935 Milferd Ave., Detreit 10, Mich. 


[_] Rush me the name of my nearest R-M Jobber handling Alpha-Cryl. 
[_] Send me further information about Alpha-Cryl. 
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Correspondent George L. Glaser Writes ... 


Auto Letter from Europe 


Quantity 


PRO DUGTION 
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GREY IRON) GASTINGS 


ONE OF JHE NATION'S 
LARGEST AND MOST)MODERN: 


VSI oN) FOUNDRIES) res 


wi Pani 


PARIS.—The finest auto products 
of U. S..and European makers were 
presented in sparkling fashion at 
the 45th Paris Automobile Salon. 

Chrysler Corp. and American 

Motors Corp. exhibited their en- 
tire 1959 lines. GM showed the 
new Cadillac, Oldsmobile and 
Buick, while Ford Motor Co. was 
represented only by the new 
Thunderbird convertible. 

Studebaker-Packard Corp. intro- 
duced its new small car, the Lark, 
which drew favorable comments 
from show visitors. Willys displayed 
its line of Jeeps and Jeep station 
wagons. 

Renault unveiled its Floride, a 
convertible designed by Ghia of 
Italy for the Dauphine series. 
Brissonneau is building the bodies 
and the car is being assembled by 
Lotz at Creil, with Renault supply- 
ing all mechanical parts. 

* = * 


Renault Ups Compression 


HE compression ratio has been 

raised to 7.75 on the small 4CV 
Renault. The firm is turning out 
300 of these cars daily. 

The Dauphine, France’s major 
contribution to the European 
Common Market, also has a 
higher compression ratio and a 
new distributor with vacuum con- 
trol, resulting in less gas con- 
sumption. 

Renault’s larger car, the Fregate, 
has new foam-rubber seats, grille 
and tail lights. Fifty of these cars 
are produced daily. 

Citroen has lengthened its sta- 
tion-wagon bodies, and one model 


You can’t beat AMMCO 
facts and figures! 


EXCLUSIVE 
double taper arbors. No 
sticking — no pounding. 


TREMENDOUS 
2%” HARDENED AND 
GROUND SELF-LUBRICATED 
SPINDLE for maximum ri- 
gidity. 


EXCLUSIVE 


features two children’s seats which 
ean be folded up. The firm is still 
using the hydro-pneumatic spring- 
ing with great success. 

The hard-to-get Peugeot still is 
available with or without the clutch 
pedal. The firm uses the Jaguar 
type electromagnetic automatic 
clutch. Peugeot’s big problem is 
building enough cars to fill the 
demand. The waiting time for de- 
livery still is about 18 months. 

* + 


* 


Simca Continues Vedette V-8 


~~ is continuing the Vedette 
V-8 with long-stroke, side-valve 
engine. The various models are 
called Ariane, Beaulieu, Chambord 
and Presidence, the latter an exec- 
utive model. 

V-8 models for 1959 feature | a 


Black Winds Up 
39-Year Career 

. o . 
With Spring Firm 

BRISTOL, Conn.— William J.) 
Black, on special assignment for| 
the general manager of the BGR| 
division, Associated Spring Corp., 
since last March, has retired after 
39 years of service. 

Black had been sales manager | 
prior to receiving the special as- 
signment. His assistant sales man- 
ager, Fred Adams, retired in July. 

George C. Sessions, who joined 
the division in 1957 as marketing 
manager, was named to succeed 
Black as sales manager. 

John B. Barr, a sales representa- 
tive, was promoted to sales super- 
visor to assist Sessions. 


O’Madigan Joins 


Saco-Lowell 


BOSTON. — Saco-Lowell Shops 
has appointed Daniel O’Madigan jr. 
general sales manager of its new 

automotive and 
agricultural parts 
division. 
O’Madigan, for- 
merly sales direc- 
tor for Stude- 
baker-Packard 
will be based a 


Detroit, national 

headquarters of 

the division. He 

will be assisted 
by Anthony L.| 
D. O’Madigan jr. Barclae, automo-| 
tive sales representative for the past 


| three years. 


new type of overdrive called 
“Rush-matic” and operated 
through hydraulic controls. 

The four-cylinder Aronde P-60 is 
available in more versions since 
Simca opened its new plant in 
Poissy. Cars built at this plant are 
equipped especially for the market 
in which they will be sold. 

The Facel Vega, powered by a 
Chrysler V-8 engine, now is equip- 
ped with British Dunlop disk 
brakes. The Vega comes in two- 
door and four-door hardtops. 

- * * 


Austin A-40 Bows 
HE Austin A-40, built by British 
Motor Corp. and designed by 
Pinin Farina, the Italian stylist, 
was shown here for the first time 
and the reception was good. 


In addition to the production 
cars, the show featured a num- 
ber of special sport and luxury 
coupes. Farina exhibited a Cad- 
illac convertible in classical, 
chromeless straight lines. 


The show also had its usual share 
of buses, trucks and truck equip- 
ment. 


Pe) ae 
fo Car s! 


CRUSHPROOF’S 


patented F-250 fitting fit 
tightly over curved downspout 
of twin tailpipes on all 195% 
passenger Cars. ($4.75 a pair) 


For fast, sure removal of dead! 
monoxide fumes from cars service 


Protective Boots enciose 

Spindle, Cross Slide, and 

Lead Screw against chips 
dirt. 


EXCLUSIVE 


INFIMATIC* FEED allows 
feeds anywhere from .002” 
te .020”. Permanently 
lubricated. *T.M. 


in ; 
Saco-Lowell also announced the a 

appointments of Henry A. Jewell, 

|formerly purchases director, Long ONLY CRUSHPROOF OFFERS 

|Mfg. division, Borg-Warner Corp., 

as procurement and material direc- @ Five sizes of tubing for cars 

tor, and Albert F. Koepcke, for- and trucks. 


EXCLUSIVE 


_o- Boring Bar 
lamp. Cross Feed Support 
a rigid 32” diameter. 


EXCLUSIVE 


hexagonal Boring Bar. 
Only fits the right way. 


WEIGHT 
335 pounds NET (less 
Cabinet and Grinder) for 
vibrationiess accuracy, 
perce finish, and rugged 
jong life. 


merly with Borg-Warner’s central 
division, as industrial and public 
relations and acvertiaing director. 


Rowe Is Appointed 


GMAC Vice-President 


NEW YORK.—W. Harold Rowe| 
has been elected a vice-president | 
of General Mo- | 
tors Acceptance 
Corp. 

Rowe joined 
GMAC in Aug, 

1957, as truck fi- 

nancing manager 

and will continue 

with this respon- 

sibility. Prior to 

joinmg GMAC he 

had been vice- 

president of Yel- 

low Mfg. Accept- W. H. Rowe 
ance Corp. with headquarters in 
Detroit. 


Hubcap Marking Pushed 
By Milwaukee Jaycees 
MILWAUKEE. — The Milwaukee 
Junior Assn. of Commerce is spon- 
soring a drive to have motorists 
etch their car serial numbers on 
hubcaps to reduce hubcap thefts. 
The drive, backed by police offi- 
cials in the city and nearby areas, 
started with a hubcap-marking dis- 
play at the Milwaukee auto show. 
Auto dealers, service station oper- 
ators and others doing business 
with motorists are now being urged 
to promote the program. 


Fittings for all cars ever mad 
with twin tailpipes. 

@ Tubing in any lengths, special 
adapters, and door fittings. 


@ Complete assembly sets for 
service stations. 


ALL MADE OF 
HIGHEST QUALITY NEOPRE 


FIVE TUBING SIZES, including (left) an 
asbestos-lined 4-inch tubing for trucks. Next 
is 3%" 1.D. tubing, then the 3”, 2%" and 2” 
for passenger cars. 


CRUSHPROOF used in the factories 
of most new car manufacturers 


All products made on 
patented apparatus 


Write us for Catalog and 
nearest distributor 


CRUSHPROOF 
TUBING CO. 


McCOMB, OHIO 





You'd be 

hooping if 

up too, with 

59 new 
advertisers 
just 


since July ty i ’ 


that’s 
vitality! 


ad A POST 


29 million sae r exposures 
for your ad page in 
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Blaushild Signs Chrysler-Simca Franchise— 


David L. Blaushild, seated, right, president of Blaushild Motor Co., Shaker Heights, 
O., became the first dealer in the U. S. to sign a Chrysler Corp.-Simca dealer agree- 
ment. The sales pact was signed in Detroit as Chrysler dealers met to review the 
new 1959 models and map sales plans for the coming year. Seated at the left as 
Biaushild signed the agreement is E. C. Quinn, general sales manager, Chrysler 
Corp. Looking on in the rear, from left, are E. M. Braden, central marketing area 
director, Chrysler Corp.; Tom Cornell, Chrysler regional manager, and Elmo L. Joseph, 
Simca sales manager for the central area. 
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Auto Washington 





(Continued from Page 13) 


far declined to stock curved 
parts.” 

George P. MacNichol jr., presi- 
dent of L-O-F, contended that no 





3 Jeep Salesmen 
Win Coast Trips 


TOLEDO. — Expense-paid Holly- 
wood vacations for two were won 
by three dealers in a summer Jeep 
sales contest sponsored by Willys. 

The three top winners were Ray 
Nuxoll, general manager of Rocky 
Mountain Jeep, Inc., Denver; Pat- 
rick F. Viscome, Biltmore Motors, 
Inc., Rye, N.Y., and Frank Rich- 
etta, Lennox Garage, Easton, Pa. 

They and their wives will speed 
a week in Hollywood and will 
watch the filming of the Willys- 
sponsored “Maverick” television 
series at the Warner Brothers film 
studios. 


legislation was needed for the flat 
glass distribution industry. 

Noting that L-O-F does not own 
retail stores, as does Pittsburgh 
Plate Glass, MacNichol said Pitts- 
burgh Plate’s integration “is not 
necessarily a threat to L-O-F, al- 
though it is admittedly strong and 
aggressive competition.” 

“Apart from individual cases of 
hardship, which are regrettable in- 
cidents of business, we believe that 
in the long run efficiency and econ- 
omy in the distribution of flat glass 
products will be preserved by the 
continuation of the present com- 
petitive system at all levels of dis- 
tribution,” MacNichol said. 


* * * 


Blames ‘Depression’ 


SS from independent 
auto glass replacement dealers 
before the subcommittee last sum- 
mer might have been more a result 
|of the “depression” than anything 








GENERAL MOTORS AIR CONDITIONING BY HARRISON 
CHEVROLET, PONTIAC, OLDSMOBILE, 





COOLS 


BUICK AND CADILLAC! 


} Comfort with a capital “C”’! That’s what Harrison Air ConditioningT 
means in the brilliant new 1959 General Motors cars . . . with 


Custom “under-the-hood” Air Conditioning for all GM cars and the thrifty 


ih “‘under-the-dash” Cool-Pack for Chevrolet* and Pontiac. And in winter, 


passengers can count on snug satisfaction and safety with Harrison 
heaters and defrosters. Harrison also contributes to peak engine and 


é transmission efficiency with heat control products that range’ from 
radiators and thermostats to all types of oil coolers. So, if you have a 


{tCompressor by Frigidaire 
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HARRISON RADIATOR DIVISION OF GENERAL MOTORS, 


*Also available on most 1959 Chevrolet trucks. 
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cooling or heating problem, look to Harrison—makers of top-quality 
automotive temperature-control products for over 48 years. 
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NEW YORK 


wrong with the competitive system 
in the industry, he said. 

Asked by Long whether he 
thought independents should be 
able to get glass at the same price 
as GM dealers, the L-O-F president 
said his company sells glass to 
General Motors at the same price 
it sells to other customers and can’t 
“police” what happens after GM 
takes over. He said there’s a big 
question whether many more auto 
dealers will go into the glass re- 
placement business as a result of 
the cut prices because most are not 
equipped for this operation. 

A note of warning was injected 
in the hearings by Assistant At- 
torney-General Victor R. Hansen, 
chief of the antitrust division of 
the Department of Justice. 

After giving the history of a 1948 
consent degree settlement of a Fed- 
eral antitrust suit against PPG and 
Libbey-Owens-Ford, Hansen added 
that “current activities of the anti- 
trust division make it necessary 
for me to restrict the scope of my 
statement. I would thus not con- 
sider it appropriate to indicate 


what ‘evils’ still exist in the flat 
glass industry.” 
With this statement, Hansen 


hinted that competition in the glass 


industry again is under study. 
+ > = 


Branching Out 


NDER changed standards, the 

National Labor Relations Board 
is now exercising jurisdiction in 
cases involving automobile dealer- 
ships doing a gross volume of busi- 
ness of $500,000 or more. 

Under the old standards, NLRB 
asserted jurisdiction only over 
dealerships having direct inter- 
state purchases of $1 million or 
more or indirect interstate pur- 
chases of $2 million or more, or 
direct interstate sales of $100,000 
or more. 

This narrows the “no man’s land” 
of jurisdiction, in which no agency 
or court can settle disputes, but it 
hardly is a satisfactory solution to 
NADA. 

The dealer association, it was 
learned, will continue to work for 

| legislation permitting state courts 
| to exercise jurisdiction over labor 
| disputes involving most car re 


tailers. 
i * * . 


| Swivels Popular 


= 100 women delegates to the 
second annual Congress on Bet- 
| ter Living here were polled on their 
reactions to 12 makes of 1959 auto- 
| mobiles, and 40 of them said they 
liked the swivel seat best. 

| The homemakers saw the new 
models in a private showing be- 
hind a Washington hotel, and got 
a chance to poke around them to 
their hearts’ content. Then they 
were asked which features they 
liked most. 

Runner-up to the swivel seat 
was exterior styling, with 20 per- 
cent naming it first. Eleven per- 
cent chose paint, another 11 per- 
cent liked the elimination of 
chrome and 6 percent named 
comfort features. 

More than six out of ten dele 
gates were of the opinion that man- 
| ufacturers should make available, 
| particularly to women, much more 
information about their cars. 

The three-day meeting on home- 
makers’ problems and ideas was 
|sponsored as a public service by 
McCall’s Magazine. 


Youngstown Sets 
Crackdown on 
Sunday Violators 


YOUNGSTOWN, O.—City officials, 
prompted by new and used-car 
dealers, are cracking down on 
used-car dealers who have been 
open on Sundays in violation of the 
Ohio. Sunday-closing law. 

Representatives from about 20 
new and used-car dealers protested 
the Sunday opening of four used- 
car dealers and complained to the 
city prosecutor, Irwin I. Kretzer. 
The dealers feared the practice 
would spread, unless checked. 

One of the violators made men- 
tion to the law’s exception and 
testified he remained closed on 
Saturdays. However, Kretzer 
pointed out that the violator re- 
mained open on Friday nights and 
therefore could not be classed as 4 
Person conscientiously observing the 
Sabbath of his religion, since his 
religion proclaims the Sabbath be- 
gins at dusk on Fridays. 
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‘29 Price Boosts Average 2.6% 


(Continued from Page i) 

its new Lark models are not com- 

able with anything the company 
offered in 1958. 

+ * oe 

ORD retained its price advan- 

tage over Chevrolet, but a more 
noteworthy result of the ’59 figures 
is that Plymouth is within a few 


charges. 


door sedan is $2,098, compared with 
$2,273 for Ford; $2,283 for Plymouth 
and $2,301 for Chevrolet. All prices 
mentioned in this article and the 
accompanying tables include Fed- 
eral excise tax and dealer handling 


In the medium-priced field, Edsel 





dollars of Chevrolet throughout the 
line. 

Plymouth is below the cham- 
pion on several models, giving | 
Plymouth dealers their best price 
position in many years. 


Rambler has a price edge on 
all three of the above-mentioned 
makes, but the AMC entry lacks 
the styling and the size of its com-| 
petitors. 

Rambler’s 


| 2550 Webster. 
Barrie jr., 
manager; 





lowest-priced four-| tary. 


Leasing Firm Opens 
OAKLAND, Calif. — Western 
| States Lease Corp. has opened at 
Officers are John 
president and general 
Edward J. Goldie and 
Bill L. Jackson, Jackson-Goldie 
Ford Sales, vice-presidents; Charles 
A. Smith, Broadway Motors, treas- 
urer, and Joseph Martin jr., secre- 


Ford Motor Co. Prices—'59 vs. '58 


EDSEL 
"59 Ranger vs. "58 Ranger 
$2,592.00 
2,519.00 
2,678.00 
2,593.00 
"68 Pacer 
$2,735.00 
2,863.00 
2,805.00 
3,028.00 
"59 Wagon vs, "58 Wagon 
... $2,971.00 $2,933.00 


"59 Corsair vs. 


4-dr., 2-seat Villager ...... 


(Prices are for V-8 models. 
$96.50 for six-cylinder ‘59 Villager Wagon.) 


FORD 
For V-8s, add $118 to "59 prices.) 
‘58 


(Prices are for six-cylinder models. 


Custom 300 
4-dr. Sed. 


Fairlane 
4-dr. Sed. ; 


Fairlane 500 
4-dr. Sed. 
KN ‘ 
4-dr. Hardtop 
2-dr. Hardtop 
I it cenit siecle 
Retractable Hardtop (V-8) 
Wagons 
2-dr., 2-seat Ranch 
A-dr., 2-seat Ranch 
2-dr., 2-seat Country Sedan 
4-dr., 2-seat Country Sedan 
4-dr., 3-seat Country Sedan 
4-dr., 3-seat Country Squire 
Thunderbird (V-8) 
2-dr. Hardtop ‘ 3,630.85 
RNIN -nccs.sdensatndeatindnionetei ; 3,913.85 


LINCOLN-CONTINENTAL 
, "58 

$4,951.00 
4,951.00 
4,803.00 


$2,109.00 
2,055.00 
1,967.00 


2,275.00 
2,221.00 


2,427.72 
2,373.72 
2,498.72 
2,434.72 
2,649.88 
3,162.69 


2,396.76 
2,450.76 
2,503.24 
2,557.24 
2,664.24 
2,793.90 


*—Because of extensive changes in equipment, the ‘59 and ‘58 Continentals are 
include radio, 
heater, white sidewalls, tinted glass, power vent windows and six-way power seat. 

Automatic transmission, power steering and power brakes are standard on all 


not compared pricewise. Items made standard on °59 Continentals 


Lincoln and Continental models. 


MERCURY 
58 
Monterey onesees 
2,652.00 
2,840.00 
2,769.00 
3,081.00 


3,236.00 
3,365.00 
3,284.00 


3,944.00 
3,867.00 
4,118.00 





Wagons 
2-dr., 2-seat Commuter 
4-dr., 2-seat Commuter 
4-dr., 2-seat Voyager 
4-dr., 2-seat Colony Park .... 3,932.00 


3,035.00 
3,105.00: 
3,635.00 
3,775.00 


(Automatic transmission is standard equipment on Voyager, Colony Park, Mont- 
Power brakes and power steering also are standard on Park 


clair and Park Lane, 
Lane.) 


Increase 


38.00 


Deduct $83.70 for six-cylinder "59 Rangers; deduct 


Increase 


$164.00 
164.00 
165.00 


136.00 
136.00 


102.28 


72.00 
72.50 


87.00 
87.50 
88.50 


109.50 
110.00 
158.00 
157.00 





has a four-door sedan at $2,683.50, 
which is less than many of the 
“luxury” models of Ford, Chevrolet 
and Plymouth. 

Pontiac’s four-doors start at 
$2,704; Dodge at $2,707; Buick at 
$2,804; Mercury at $2,831.50; Olds- 
mobile at $2,902; DeSoto at $2,904, 
and Chrysler at $3,204. 

Imperial and Lincoln did a com- 
mendable job of matching Cadillac, 
whose price leader (if there is such 
a thing in that class) is $4,892. Lin- 
coln’s prices start at $4,902.10, and 
Imperial’s at $4,909.50. 

Summaries of the prices an- 


nounced last week appear below. 
* * a 


Ford 

| pepe hiked its prices a healthy 

5.51 percent. The figures start 
at $2,132 for the Custom 300 bus- 
iness sedan (up $165) and extend 
to $3,969 for the Thunderbird con- 
vertible. The prep fee on all mod- 
els is $40, compared with $25 last 
year. 

As expected, the Fairlane 500 
series is priced below the Chev- 
rolet Impala line. Ford’s Galaxie 
series, to appear in December, 
will undoubtedly be above the 
Impalas. 

| This maneuver worked exception- 

ally well for Ford in 1957. That 

year, the division straddled the Bel 

Air (then Chevrolet's top line) with 

|its Fairlane and Fairlane 500 series. 
> ° . 


Edsel 


| 

INE Edsel models will be avail- 
able this year, compared with 
|18 in its introductory season. The 
| Ranger series remains, and the '58 
Pacer line now bears the Corsair 
tag. 

Prices are up only 2.31 percent 
and run from $2,629 to $3,072. The 
prep fee is $40, up $5. 

Edsel prices are quoted with V-8 
}engines, but a six is available on 
Rangers and the Villager station 
| wagon. Ranger sixes are $83.70 less 
|than V-8, and the wagon is $96.50 
less. 





| 


Mercury 


ERCURY has moved out of Ed- 
sel’s back yard by dropping the 
| Medalist series. There are 15 mod- 
els in the Monterey, Montclair, 
| Park Lane and Station Wagon ser- 
ies, compared with 22 last year. 

Prices climbed 2.98 percent. 
They start at $2,767.50 and end 
at $4,206.50. 

A sizable increase in the prep- 
aration charge contributed to Mer- 
|}cury’s price boost. Last year, all 
|models carried a $35 fee. For ’59, 
| this item ranges from $55 to $85. 


Lincoln-Continental 


INCOLN held the line in its 
swank Premiere series, but a 
$30 boost in the preparation charge 
(it’s now $90, the same as Cadillac 





Sixty-Twos) resulted in an increase 
of $29.20 in the sticker price of 
Premieres. 

The standard Lincoln series 
went up a bit more. The two-door 
hardtop at $4,902.10 is up $99.10, 
and four-doors are $5,089.60, up 
$138.60. The overall boost was a 
meager 1.49 percent. 

Due to extensive additions of 

(Continued on Page 68, Col, 1) 


Hemphill to Open 


Deal in Houston 


HOUSTON.—The largest Ford 
dealer in Texas, Hemphill Ford 
Center, of San Antonio, will oper- 
ate in Houston. 

Austin Hemphill, company presi- 
dent, said Jim Sanders will direct 
the Houston operation, which will 
be under the name of Hemphill 
Ford. 

Hemphill’s investment will be 
about $675,000, Hemphill said. Ap- 
proximately $400,000 of this will go 
for construction of showroom facil- 
ities, with the balance paid for the 
franchise, stock, equipment and in- 
ventory of Hull-Dobbs Ford Co. ‘in 
Houston, which is non-operative. 
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Lambretta's Three-Wheel ‘Surrey’— 


The Lambretta “Surrey,” a three-wheel convertible passenger vehicle which will 
retail for approximately $1,290, has been introduced in this country by Innocenti 


Corp., New York. 


The vehicle is powered by a single-cylinder, 150 c.c. two-cycle 


engine, which gives it a top speed of 45 m.p.h. and a gas consumption rate of 75 
miles per gallon. The vehicle is intended primarily for use at resorts, airports, amuse- 
ment centers and other places where short-haul transportation is required. 


Stop Seeking Price F avors, 
FTC Orders Jobber Group 


WASHINGTON.—Midwest Ware- 
house Distributors, Inc. Kansas 
City, and its 21 jobber members in 11 
states have been ordered by the 
Federal Trade Commission to stop 
inducing and accepting illegal price 
advantages from suppliers of auto- 
motive products. 

In its complaint alleging viola- 
tion of the Robinson-P atman 
Amendment to the Clayton Anti- 
trust Act, the FTC charged that 
the jobbers used the organization 
as a mere bookkeeping device for 
facilitating illegal price discrim- 
inations, 

Midwest Warehouse is operated 
by the jobbers as a buying group 
and is not the purchaser of their 
supplies as puported but serves enly 
as an agent through which they are 
billed and pay for their purchases, 
the complaint said. 

Through their combined buying 


|power, FTC said, the jobbers de- 


manded and got discounts not made 
available to competitors, and re- 
placed suppliers not granting dis- 
criminatory prices. 

The FTC adopted a hearing ex- 
aminer’s earlier decision based on 
an order agreed to by the FTC 
Bureau of Litigation and the or- 
ganization and members. 

The agreement is for settlement 
purposes only and does not consti- 
tute an admission by the respond- 
ents that they have violated the 
law, the FTC said. 

Eugene T. Wanderer, manager of 
Midwest Warehouse, said the or- 
ganization and members “were de- 
lighted to learn” of the FTC ap- 
proval of the settlement. 

“All of us are perfectly willing 
to cooperate with the FTC and to 


Bice ri 


5 sd 4 


Dodge Hosts Royalty— 


Royalty came to Chrysler Corp.'s Dodge 
assembly plant in Hamtramck, Mich., when 
Prince Norodom Sihanovk of Cambodia 
and his wife, Princess Sorya, toured the 
plant and saw some of the first ‘59 Dodge 
cars roll off the assembly line. One thing 
which especially caught their eye during 
the tour was the company’s new swivel 
seats. The princess gave her hosband a 
demonstration of how they operate. 


| adhere to the terms of the volun- 
| tary order to which we agreed,” 
| Wanderer said. 
| The following jobbing firms also 
| were named in the order: 
Auto Parts Co., St. Louis; Auto 
Tire & Parts Co., Inc., Cape. Gir- 
ardeau, Mo.; Barron Motor, Inc., 
Cedar Rapids, Ia; Cummings & 
Emerson, Inc., Peoria, Ill.; Dakota 
Iron Store, Sioux Falls, S. D. 
Eagle Machine Co., Inc., Indian- 
apolis; Foster Auto Supply Co., 
Denver; Hermann-Brownlow Co., 
Inc., Springfield, Mo.; Kuehn Bay- 
miller Co., Omaha; Motor Equip- 
ment Co., Wichita, Kans. 
Motor Service Co., Minot, N. D.; 
Motor Supply Co., Des Moines; 
Motor Supply Co., Pueblo, Colo.; 
National Bushing & Parts Co., 
Minneapolis; Paul Automotive, 
Inc., Lansing; Quanrud, Brink & 
Reibold, Inc., Bismarck, N. D. 
Red Rooster Sales Co. Ince., 
Grand Island, Neb.; Standard Bat- 
tery & Electric Co., Waterloo, Ia; 
Stickney’s, Inc., Sterling, Colo.; Tri- 
angle Supply Co., Inc., Moberly, 
Mo.; United Wholesalers, Inc., Sioux 
City, Ia. 


Riley Is Appointed 
Head of Thompson 


Auto Division 


CLEVELAND.—Thompson Prod- 
ucts, Inc., has announced a major 
organizational move designed to 
enhance the company’s position in 
the automotive parts industry. 

According to H. A. Shephard, op- 
erations vice-president, the move 
involves the regrouping of five man- 
facturing divi- 
sions to combine 
all of the com- 
pany’s automotive 
original equip- 
ment and replace- 
ment parts activi- 
ties in the U. S. 
under a single 
operating head. 

Edward P. 
Riley, a Thompson 
vice - president 
who previously 
directed the Tapco group of divi- 
sions, has been named to supervise 
the company’s automotive division. 
Stanley C. Pace, a vice-president 
who has been assistant manager 
of Tapco, succeeds Riley as man- 
ager of that operation. 

Vice-President James H. Cool- 
idge, who directed the company’s 
automotive replacement operations, 
will become chief fiscal officer when 
Thompson’s merger with Ramo- 
Woolridge Corp. becomes effective 
Oct. 31. The firm will be known as 
Thompson Ramo Woolridge, Inc. 

Divisions affected by the realign- 
ment are the valve, light metals 
and replacement divisions in Cleve- - 
land; the Michigan group, with 
manufacturing operations in Cleve- 
land and plants in Warren, Detroit 
and Portland, Mich., and the Ram- 
sey Corp., wholly-owned subsidiary. 





Edward P. Riley 
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are $65 to $90, compared with last | the lowest-priced four-doors in its 
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"99 Price Boosts Average 2.6% 


cent. The range is $2,142.75 to $3,-| their cars this year, but the lowest- 


(Continued from Page 67) 


equipment, it is difficult to compare 
the ’59 and ’58 Continentals. Among 
the items that have been added to 
the standard list are radio, heater, 
white sidewalls, tinted glass, power 
vent windows and six-way power 
seat. 

The prep charge is $115; the same 
as Cadillac’s Sixty Special. 

Continental’s new Town Car is 
$9,981, and the new limousine is 
$11,074. 

= > * 


Plymouth 


_ Chevrolet, Plymouth has 
dropped its lowest-priced series 
name. The Savoy now is at the 
bottom of the line and the Belve- 
dere is in the middle. 

Both the Savoys and Belvederes 
have some equipment that was 
optional at extra cost on last 
year’s lowest and middle series. 


Plymouth prices are up 4.47 per- 


130.75. 

Ten models are available only as 
V-8s, including the Fury series, the 
Sport Fury “super” line and four 


wagons. 
* = * 


DeSoto 


pea buyers will pay an aver- 
age of 4.35 percent more for 





Warehouse Men 


‘To Hear Hicks 


CHICAGO.—Charles R. Hicks, 
secretary of the Automotive Parts 
Rebuilders Assn., will be a guest 
speaker at the Automotive Ware- 
| house Distributors Assn.’s annual 
| convention Nov. 2-3 in Kansas City. 

Hicks, general manager of Accur- 
ate Parts, Inc., Kokomo, Ind., will 
|discuss “How Rebuilt Exchange 
|Parts May Be Profitably Handled 
Through Warehouse Distribution.” 














AVAILABLE TO NEW 


CAR DEALERS ONLY! 





The 1959 Surrey! 


AMERICA'S NEWEST OLD CAR 
Traffic Picks Up In A Hurry If In 


Your Show Room 


The Surrey Features— 


* All steel body 
* 8 H. P. engine 
*® Electric starter 
* 35 M.P.H.—65 mi. per gal. 


There's A Surrey! 


* Directional signals 
* Sealed beam lights 
* Polished brass lamps 
* KD kit available 


* Mfgd. by E. W. Bliss Co. (Canton, Ohio Plant) 


Contact One of These Established Distributors for An 
Exclusive Surrey Franchise! 


Midwest: S. H. Arnolt Inc., 163 Ohio St., Chicago, It. 

Michigan and Canada: Utica Motors c/o T. S. Ponthan, Utica, Mich. 

N. Y. State: Wm. Tunkey Chevrolet Inc., 5100 Broadway, Depew, N. Y. 
Florida: E. A. (Ted) McDonell, 3356 Atlantic Blvd., Pompano Beach, Fla. 
Mad., Del., S. Car., N. Car., W. Va., Va.: Jack Pry Ltd., 1539 14th St. N. W. 


Washington, D. C. 


If there's no distributor in your territory, contect: 


DYER PRODUCTS Co. 


514 Second Street, S. W. 


Phone GL 3-9161 


Canton, Ohio 





sories. 


Send check or Money Order for $7.00 for 
To — Dealers Costs—1959 


Waco, Texas 





P.O. Box 1312, Dept. B12 





1959°°" DEALERS COSTS 


Complete COSTS data on all American and Foreign cars with options and acces- 
Chevy, Ford, Dodge pickups included. Book is accurate for all next year, 
so order now, today, and take advantage of this first of the year bargain price. 


| 

| 

| 

| 

| 

each book desired. : 
Amount | 

No. of Books 
| 

| 

| 

| 








priced Firesweep series is up less 
than 3 percent. 

Dealer prep fees run from $55 to 
$75, compared with $45 to $55 in 
58, and some 16 equipment items 
have been made standard here and 
there throughout the line. 

Padded dash, electric clock, 
windshield washers and bumper 
guards now are standard on Fire- 
flites and Adventurers, and power 
steering also has joined the Ad- 
venturer list. 

Firedomes now have wheel covers 


and padded dash, among other new | 


items. The new standard equipment | 
is estimated at about $11 to $25 on | 
Firesweeps, $54 on Firedomes, $81 | 


to $127 on Fireflites and 
Adventurers. 
DeSoto had intended to make 


$292 on 


automatic transmission standard on | 


Firedomes and to add power brakes 
and power steering to Fireflites, 


but plans were changed before! 


prices were announced. 
~ + * 
Chrysler 
| ‘eine are up 3.09 percent and 
range from $3,204 for the Wind- 
sor four-door hardtops to $5,748.50 


for the 300-E convertible. Prep fees | 


Chevrolet to 
Plant Additions 
On West Coast 


LOS ANGELES.—Additions total- 
ling more than 300,000 square feet 
of space will be put into operation 
at Chevrolet’s assembly plant in 
Van Nuys, according to Edward 
M. Cole, general manager. 


He made the announcement at a 
preview of Chevrolet’s 1959 line for 
West Coast newspaper, magazine, 
radio and television representatives. 

Cole said one 210,000-square-foot 
addition will accommodate final 
processing of cars and trucks, A 
60,000-square-foot unit will be used 
for material storage and truck-cab 
fabrication. 


An office building containing 12,- 
000 square feet of space will be in 
use by Nov. 15, Cole said. 


He said unofficial sales figures 
show Chevrolet leading its nearest 
competitor by more than 220,000 
passenger cars and 33,000 trucks. 
Chevrolet's market share was 28 
percent, highest since 1934, he 
added. 

Cole pointed out the although 
registrations in California for the 
first eight months were off about 
23 percent from 1957, Chevrolet 
sales were down only 4.4 percent. 

He added that Chevrolet’s pene- 
tration of the low-price market in 


n 


California has increased from 36.9 | 
percent in 1957 to 45.6 percent this 


year. 


Wasil to Assist 
Rambler Dealers 


DETROIT.—Promotion of Stanley 


W. Wasil to national business man- | 


agement manager of the automo- 
tive division has been announced 
by American Mo- 
tors. 

In his new po- 
sition, Wasil will 
direct the busi- 
ness management 
program of assist- 
ing Rambler deal- 


their operations. 

Wasil, a 21-year 
weteran of the 
automobile indus- 
try, has been busi- 
ness management manager of 
AMC’s New York zone since he 
joined the company in 1955. He 
entered the auto industry in 1937 
as a regional supervisor with Gen- 
eral Motors Holding Corp. 


Rupert (Id.) Dealers 
Organize Association 


RUPERT, Id.—The Rupert Auto- 
mobile Dealers Assn. has been or- 
ganized, and Oliver Hanzel (Chev- 
rolet) was chairman of the forming 
committee. The purposes of the 
group are to discuss mutual prob- 
lems and to set up a closer control 
of credit. 


Stanley W. Wasil 


4 


ers to improve) 








year’s $55-$65. 

Windsor models went up only 
$75, and power brakes joined 
automatic transmission and 
power steering as standard equip- 
ment on Saratogas and New 
Yorkers. 

The Windsor, convertible, a new 
model for ’59, is priced at $3,620. 
* * = 


Imperial 
MPERIAL’S Custom models went 
up $71, and Imperial now has 





Windsor 


*—Power brakes are standard on ‘59 
these models have been adjusted according 


toga, New Yorker and 300-E models. 


Firesweep 





been adjusted accordingly. 
standard on ‘58 and ‘59 
‘58 and '59 Firefiite. 


ment on all '58 and '59 models.) 


$107 on '58s. 






2-dr., 2-seat Deluxe 
4-dr., 2-seat Deluxe 
4-dr., 2-seat Custom 


(V-8 engines are standard equipment 


Convertible 
Wagons 

2-dr., 2-seat Custom 
4-dr., 3-seat Custom ..... 


See ener eeeeeeeeeceseeceens 


Chrysler Corp. Prices—’59 vs. ’58 


CHRYSLER 


I BIN, perttcierensermnenirensinhonenenl $3,204 $3,129 +$ 75 
GH Gir, TRRBGOOID onneccscncccecesccccsscesscesesseese 3,353 3,279 + 
GE, TIOOED secvcseszvccienescesenscresencemene 3,289 3,214 + 
COTEVOTETIED oscssencecccescsscscseccecnccscssseoeses SABO —_Ctnewsecevecee eo 
4-dr., 2-seat Wagon .............00000 3,691 3,616 + 
4-dr., 3-seat Wagon .............cccc0 3,878 3,803 + % 
Saratoga* 

GS BENIN  pretcsermensomecennnstmsintesaonsates 3,966 3,857.80 + 108.20 
GHG, TRRBGIIODD cccccossescecserccccecccescoscecesee 4,104 3,994.80 + 109.20 
BaGP, TRGIOID  cxcccsesceccocccveccsscosssesesore 4,026 3,917.80 + 108.20 
New Yorker* 

ME, TE. « ccessessniceenccsserscsossevennsomoeansets 4,424 4,334.30 -+- 89.20 
I III icricrthinsiteiciinncienpiontsininte 4,533 4,433.30 + 89.70 
DG, TREC ecco ceccccncccccccccscsccnscensve 4,476 4,386.30 + 89.70 
ene 4,889.50 4,300.30 + 89.20 
4-dr., 2-seat Wagon ........................ 4,997 4,907.30 + 89.20 
4-dr., 3-seat Wagon ..................0000 5,212 5,122.80 + 89.20 
300-E 

De TEI erericceccccccnceserceccesescnsssces 5,318.50 5,173 + 145.50 
Convertible 5,748.50 5,603 + 145.50 


Automatic transmission, power steering and power brakes are standard on Sara- 


a $2,318.50 + $85.50 
Gy TIED sncinesctcisnensesececetioons 3,038 2,953 + 85 

a EEE 2,967 2,889.50 + 77.50 
SED ehetncciscssnsccesseserscesesenesncccees 3,315 3,218.50 + 96.50 
4-dr., 2-seat Wagon ........................ 3,366 3,266 + 100 
4-dr., 3-seat Wagon ........................ 3,508 3,408 + 100 
Firedome 

lin a iresias epamanticoucemndeni 3,234 3,085 t 149 
ee 3,234.50 163.50 
BER, TION ccccncecoccccsnecerccccnseseccscense 3,341 3,177.50 tT 163.50 
III siniastsssstecbiosibiibinimmecieuiatintl 3,653 3,488.50 164.50 
Fireflite 

iit hanicrianitiebtagsennsinsinnsiiinatiia 3,763 3,582.50 + 180.50 
Es CIID cassceninissecveesscsnmmrcinseion 3,888 3,731 + 157 
Se EID Senstesinssesensinmnwnnentonnite 3,831 3,675 + 156 
I Faia cea raeeniteaies 4,152 3,972 T 130 
4-dr., 2-seat Wagon ........................ 4,216 4,030 136 
4-dr., 3-seat Wagon ................00000 4,358 4,172 + 186 
Adventurer* 

IED xcasianstisnpataseussenneanesecticin 4,427 4,177.30 + 249.70 
EE 4,749 4,475.30 -+- 273.70 


*—Power steering is standard equipment on ‘59 Adventurer; prices of "58s have 
Automatic transmission and power brakes also are 
Adventurer, and automatic transmission is standard on 


IMPERIAL 





(Automatic transmission, power steering and power brakes are stan 


PLYMOUTH SIX 


(The following prices are for six-cylinder models. For V-8s, add $119.50 on ‘59s, 
The V-8 engine is not available on the "59 Savoy 


PLYMOUTH V-38 


engines are not available on these models.) 


class. 


The division held the line in 
the Crown series, but a $15 in- 
crease in the prep fee (from $75 
to $90) hiked the sticker total 
slightly. The LeBaron four-doors 

| are up $134.50 each. 

Imperial’s overall increase 
amounted to only 1.1 percent. The 
range is from $4,909.50 for the 
Custom two-door hardtop to $6,103 
for the LeBarons. 





Saratoga and New Yorker; ‘58 prices of 


ly. 












4,338.50 


5,632 
5,632 
5,383 











5,968.50 
5,968.50 














coupe. ) 






"58 Plaza 
$2,169 











on the following ‘59 models. Six-cylinder 






+$ 52.25 
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$500,000 Is New Standard 


Design for Selling 


The most dynamic sales tool yet of- 
fered. A Training Manual, Work Or- 
gonizer, Prospecting System, and Per- 
manent Follow-up System, all in one 
compact powerhouse for selling, that 
can be carried under the salesman's 
erm. Contains fifteen fingertip con- 
trolied sections with everything needed 
for a sales-packed work day. 


board set up new minimum stand- 
ards for retail and nonretail con- 
cerns, office buildings, intrastate 
transportation operations linking 
interstate commerce, public utili- 
ties, transit systems and defense 


Introductory Trial Offer contractors. 


* * 


Auto Talks Continue 


Or THE factory front, Chrysler 
Corp. reported its first day of 
uninterrupted production last Mon- 
day (Oct. 13) since it began assem- 
bling its 1959 line of automobiles 
in mid-August. 

Local walkouts have kept the 
corporation’s production from 
speeding up, even after Chrysler 
and the United Auto Workers 
reached a contract agreement 
several weeks ago. 

As Automotive News went to 
press last week, the UAW was 
negotiating with Chrysler on a con- 
tract covering 8,000 office workers 
and engineers, with General Motors 
Corp. on the local plant level, and 
with American Motors Corp. on a 

|contract covering 13,000 workers. 
| General Motors reported it 
|reached local agreements at 47 
plants covering 101,662 workers. 
Another 79 plants with 173,338 em- 
ployes still were on strike over local 
issues. The first assembly plant 
pacts were reached at the Oldsmo- 
bile Lansing plant, Buick Flint 
plant and the Wilmington (Del.) 
|B-O-P plant. 

The UAW said that where local 
agreements have not been ratified 
today (Oct. 20), the international 
will step into local talks. 

A spokesman said the interna- 
tional will review the local issues 
to see if they justify further strikes 
by the locals. 

American Motors and the UAW 
still were negotiating and both 
sides were confident a new agree- 
ment would be reached before the 
contract expired at 10 a.m. on Fri-| 
day (Oct. 17). 

> 
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Regular price including 


Special Introductory price 
including supply of forms 


SAVINGS 


For Limited Time Only—One (1) 
to a dealership. 


Try it. You'll want more! 


Automotive Enterprises 
1100 North Woodward Avenue, 
Birmingham, Michigan 


D & M TRUCK TOP CO. steesers 


11186 Petoskey Ave. Detroit 4. Mich Webster 3-1613 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 





Dealers Sign Pact 
N DEALERSHIP news, the 
East Bay Motor Car Dealers 
Assn., with headquarters in Oak-| 
land, Calif.. has reached an agree-| 
ment with three shop unions after 
several months of negotiations. | 
The association, representing 50 | 
dealers in cities on the east side | 
of San Francisco Bay, granted 
10-cent hourly raises retroactive 
to June 1. 
The unions involved are the East 
Bay Auto Machinists, Local 1546; | 
CALL US NOW— Teamsters Automotive Employes | 


MUseum 4-6969 R . | B . 
ambler Boosts 
EMKAY, INC. Output Again | 


6850 Cottage Grove Ave. “- 
Chicago 37, Iilinois As Sales Soar 


DETROIT.—A “major break- | 
through” for the compact car was 
claimed last week by American 
Motors, which reported that Ram- 
bler dealer orders, customer orders 
and production are all running at 
record highs. 

Roy Abernethy, vice-president of 
auto distribution and marketing, 
said dealers have ordered 72,400 
Ramblers, worth $203 million, for 
the period through Nov. 30. At this 
time a year ago, he said, orders 
totalled 35,607. 

Retail deliveries in the first 10 
days of October, he said, were up 
227 percent over a year ago, total- 
ling 8,395, compared with 2,564 in 
the year-ago period. 

E. W. Bernitt, automotive opera- 
tions vice-president, said AMC 
Plants in Kenosha and Milwaukee 
will boost 1959 production next week 
by 13 percent to 1,150 units daily 
from the present 1,020. It is the 
fourth output boost since produc- 
tion of 1959 models started the last 
week in August. 

The new increase will require a 
= shift in some operations, he 
said. 

AMC plans to build 100,000 of the 
1959 models by the end of Decem- 
ber, Bernitt said, compared with 
51,322 new models in the compa- 
rable period of last year. 


@ Relieve Your Inventory! 
® Step Up Sales Volume! 
® Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 
Cers Are Loceted 
In Your Area 








Natioawide Automotive Leasing 
Service 


GET THE MOST 
FOR YOUR MONEY 


WITH A M ANLEY 


THE PIONEER IN 


WRECKERS 
3 to 20 
Ton 


wc-3 
Wwc-10 
© 3 Ton to 20 Ton models available 
from stock 


Still Only $350.00 Factory 


State and Local Taxes Extra 


Manley—A Division of 
Dougias Motors Corp. AN10-21 
1234 N. 62nd St., Milwaukee, Wis. 
Please send detailed information 


NLRB Widens Scope 
Over More Dealers 


(Continued from Page 3) 


Union, Local 78, and Auto Painters 
Union, Local 1176. 

In Des Moines, members of Ma- 
chinists Lodge 254 voted to reject 
an offer from the Des Moines Auto- 
mobile Dealers Assn. which would 
have ended a two-week strike at 13 | 
dealerships. 

William F. Fenton, Machinists 
business agent, said the mechanics 
turned down the offer by a four to| 
one vote. He said the union plan-| 
ned to submit its original proposal | 
to the association. 

Fenton said the union is propos- | 
ing wage increases of 16 cents this 
year, 14 cents in 1959 and 10 cents 
in 1960—a 40-ceft increase over | 
the present basic pay of $2.36 an 
hour. 

> > = | 

Union Seeks Wage Hike 
[oa association offer, rejected by | 
the union, proposed increases | 

of 14, 12 and 10 cents—a 36-cent 
increase over the three-year period. | 
Fenton also said the union is 
seeking 6% cents an hour toward 
medical and hospital insurance 
and certain vacation provisions. | 

Holmes, association president, 
said the dealers’ offer set aside no 
sum for insurance but that such 
a suggestion would be considered 
if the union accepts the wage scale. 

In Portland, Ore., Fred Bauer 
Chevrolet, Inc., has asked for an 
injunction to halt picketing of its 
building pending the outcome of a 
labor dispute now before the 
NLRB. 

The Automotive Employes Coun- 
cil of Portland has filed legal ob- 
jections in opposition to the in- 
junction in circuit court. 

The NLRB also ordered an elec- 
tion among the employes at Marks 
Motors (Studebaker) in Portland. 
The workers will vote for East 
Burnside Auto Workers, unaffili- 
ated; Machinists Lodge 24; or for 


neither. 
wu 





WUDEL Hydraulic Jacks make removing and installing 
simple, one-man 
pocketbook prices are $141.00 for +700 Jack and 
$259.00 for #711 Jack, complete with adapters fitting 
every automatic transmission. 


transmissions a 


shown has adjustable corner 


of any pan. The Powerglide Adapter accommodates all 


“did you say 
‘Anglicized’”’? “no, I said ANODIZED ! 


Anodized aluminum from 


Good show all the same, though... because this 
tough, strong automotive trim doesn’t pit, peel or 


| corrode. Your story is simply smashing when you 


mention anodized trim of Aicoa® Aluminum. It’s 


nationally advertised! 


ALCOA ALUMINUM.. 


ALUMINUM 


a .emrmue comrear oF smeeren 


- FOR GLEAM AND GO! 


SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 
by $ 


(Lorger shops, multiply number mechanics 


We hove the “KNOW HOW atta 


a non-prod "A 


DEL Gawk 


TRANSMISSION JACKS 


#400 WITH 
#401 WALL SHELF 


Low Cost VIXEN Cleaner- 
Tester Speeds Up Your 
Spark Plug Jobs 


UNMATCHED QUALITY AT 
$42.50 for bench model. Smart 
styling and brawny appear- 
ance. Double filter bag sepa- 
rates dirt from cleaning com- 
pound. Comparator plug tester 
for proved test. Recessed glass 
mirror for better vision. Handy 
drawer for small parts and 
tools. 


#711 JACK 


job. Easy-on-your- 


The Universal Adapter 
jaws which fit the corners 


Powerglide models since 1950. Additional versatility of 
the #700 Jack is provided by the new #63 Truck 
Cradle Adapter, at extra cost. 

The pumping handle rotates a full 360°. The adapter tilts 
forward to'90°, backwards 20° and sideways 22°. Freely 
pivoting rolling wheels for speedy servicing. Economical 


Stand #70 with Jack #700 


is adjustable to allow con- SPARK PLUG CLEANER AND TESTER 


venient working heights under hoists or in service pits. 


No. 711 Vertical Two-Stage Lift raises from a low of 32” 


No. 401 Wall Shelf for Noe. 400... 5.95 


to full 72” height in 64 strokes. 


#70 STAND 
AND #700 JACK 


#63 TRUCK CRADLE 


No. 12 VIXEN Spark Plug Cleaner 6.50 
No. 34 VIXEN Tester only 
No. 135 VIXEN Cleaner and Tester 29.50 


See your jobber or write for free bulletin. 


EDMUND J. WUDEL MFG. CO. 


' 6082 Ferguson Drive, 


Los Angeles 22, Calif. 
#80 ENGINE SUPPORT BAR 
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age sound competitive practices” 
among dealers. 

As part of its quality dealer 
program, Gordon announced a 
new GM training program for 
retail sales managers and sales- 
men. It will include meetings with 
dealers, courses for retail sales 
managers and for experienced 
salesmen, and basic training in 
salesmanship for new men. 


Gordon said the new program 
“will provide fundamental training 
in salesmanship and thus will 
strengthen the product training 
programs of the car and truck 
divisions.” 

A pilot program is planned for 
November in Detroit and will be 
established progressively at all 30 
GM training centers as soon as 
practical thereafter. 

* * = 


ONNER told the dealers, “The 

economy is now expanding and 
the opportunities for good business 
are increasing. The low point of 
the recession was reached last 
spring, and the recovery has now 
proceeded far enough to bring a 
revival in consumer confidence.” 

As this confidence gains 
“strength and vigor,” he said, 
“further improvement in indus- 
trial activity and employment is 
certain to occur. This should 


for all of us in 1959.” 


Gordon noted that personal in- 
comes are at record levels, personal 





New Chiefs Speak Out... 
GM for Dealer Security 


(Continued from Page 1) 
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engine which rumor has it will be|to get a good feel of what the|to an experimental “space age in- 





savings are large and ample credit 
is available to good risks. 

In all, he said, consumer finances 
are in “excellent condition” which 
should strengthen the public’s con- 
fidence in the future. This confi- 
dence has been given an additional 
boost, Gordon said, “by a slowing 
down of inflationary trends and the 
fact that labor negotiations in our 
industry were peacefully settled .. . 
on a sound and constructive basis.” 

* + aa 


Not Committed Yet 


GM IS continuing its studies on 
introducing an American- 
made small car but has “not yet 
reached the point of no return” on 
a decision one way or the other, 
Donner told newsmen. 

On the small-car issue, Gordon 
told the press conference: 

“We aim to give the American 
car buyer the kind of transporta- 
tion he demonstrates he wants. 

“We are moving forward, but 
are still weighing the pros and 
cons, We are taking a hard look 
at the whole small-car idea—at 
the European imports, at why 
people buy them, at costs, at all 
the factors involved.” 

The pair recalled how GM had 
prepared to produce a small car 
after World War II and then 
shelved the plans. They did not say 
exactly when the company would 
reach the time of decision on cur- 
rent small-car plans. 

Donner made a reference to GM’s 


division of management duties dur- | 


ing the small-car discussion. When 


asked about plans for an aluminum | 


Ve 


COATS 


ree N 


MODEL 





used on the GM small car, Donner 

replied with a smile: 
“Oh, they don’t tell 
things like that.” 
+ aa 


me about 


> 


pate! forecasting sales of 
5.5 million cars in 1959, said, 
“And you can either put in or leave 
out the foreign cars.” Gordon called 
his 5.2 million guess “a highly con- 
servative engineer’s assumption.” 

In the truck field, R. C. Wood- 
house, GMC truck and coach divi- 
sion’s general truck sales man- 
ager, forecast 1959 domestic and 
export sales of 1.1 million trucks 
in 1959. 

Woodhouse noted that sales in 
1958 are likely to total 730,000 to 
740,000 units in the domestic mar- 
ket plus 160,000 units for export. He 
expects sales next year to show 4 
21-percent increase to 900,000 units 
in the domestic market and 200,000 
for export. 

The GMC official said truck sales 
would be boosted by a pickup in 
business generally, the revival of 
the home-building industry, the 
stimulation of the highway-building 
program and increased purchases 
by governmental units. 

o = > 


Seeks Bigger Share 
EN Donner was asked if GM 


expected to increase its share 
of the car market in 1959, he said: 
“No company would be worth 
its salt if it didn’t expect to do 
better in the year ahead.” 
Then he added a note of caution: 
“You don’t pay dividends on ex- 
pectations.” 
The GM chairman said that the 
company’s four car lines which 
have been introduced so far (Chev- 


rolet was not shown until last 
Thursday) have been “enthusias- 
tically” received but, because of 


strikes, “we have not had a chance 


TIRE 
eV is: 





TIREMAN 





STILL ONLY 


+] ? y 30 Paid 


COATS PROVEN BEST. ..COSTS LESS 





ADDRESS INQUIRIES 
DEPT. 535 


GENERAL OFFICE: 12 Depot Square, Engelwood, N.J. 


MIDWEST OFFICE: 56 West Maple Street, Chicago, Ill. 
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market is.” 
* + = 


E SAID he was confident that 
disputes over local issues which 
have stopped production at 80 GM 





4. F. Gordon 


FP. G. Donner 


plants can be quickly resolved 

Donner said the new contract 
with the UAW is noninflationary. 
He said that cost-of-living pay 
boosts “simply follow the price 
trend as it has been reflected in 
the Bureau of Labor Statistics’ 
consumer price index.” 

Concerning the other key cost 
factor in the contract, Donner said: 
“And, if productivity rises at the 
rate of 2% percent a year, as the 
contract anticipates, then the an- 
nual improvement factor will not 
be inflationary either.” 

> = > 

HE GM chairman said that no 

further price increases are being 

considered for 1959 GM products 
as a result of the signing of the 
contract. 

Speaking at the luncheon for 
business leaders which tradition- 
ally precedes the opening of Mo- 
torama, Donner urged business 
and Government to take the “cal- 
culated risks” necessary to insure 





continued dynamic economic | j 


growth. 

Economic progress results from | 
“constructive change” and “the 
process of change is the process of | 
risk-taking,” Donner said. 

“There is, I am convinced, a need | 
for our government officials to take | 
calculated risks and, in times of | 
doubt about the direction of eco-| 
nomic trends, to give the benefit of 
the doubt to policies which encour- 
age investment,” he said. 

“Our national well-being may be | 
better served by maintaining con- 
ditions favorable to a high rate of 
growth than by imposing unwar- 
ranted restrictions which carry 
false promises of economic secur- 
ity.” 


7 > 

Dynamic Change 

UTLINING his views on “the 

dynamics of change in a com- 
petitive economy,” Donner told the 
business leaders that “the essential 
quality of a dynamic economy is 
change—constructive change.” 

“A ‘free enterprise system’ is a| 
system that encourages and re-| 
wards ‘enterprising’ people—people | 
who are not content to remain 





static,” he said. a ie 


Pointing out that change involves 
risk-taking, he said, “It is the re-| 
sponsibility of management to take 
risks in the hope of profit by bring- 
ing new products and new services 
to the customer.” 

Gordon said constructive 
change was exemplified by the 
automobile industry’s annual | 
model change, dramatized in the 
Motorama. 

“If it had not been for the an- 
nual model change, the automobile 
as we know it today would not be | 
produced in volume and would be 
priced so that relatively few could 
afford to own one,” he said. 

“Our customers would have no 
incentive or reason to buy a new 
car until their old one wore out. 
Not only would this reduce the 
demand for new cars but it would 
drastically curtail the supply of 
used “cars.” 





j_yeom. said the recent changes 
in GM’s top executive ranks 
mean no change in the corpora- 
tion’s basic concepts and policies. 

He said the “continuity of man- 
agement policy” in General Mo- 
tors was emphasized by the 
presence in his audience of four 
of the five men who have served 
as GM chairman or president 
during the last third of a cen- 
tury. They were Alfred P. Sloan 
ir, C. E. Wilson, Albert Bradley 
and Harlow H. Curtice. All four 
continue on the GM board. 

The Motorama of 1959 features 
GM’s new automobiles and other 
products with attractions ranging 
from Broadway stage entertainers 


—- 


spired” car. But it was the first 
Motorama in which no “dream 
cars” were shown. 

Major displays include: 

1. The first showing under one 
roof of all five of GM’s 1959 lines 
of cars—Chevrolet, Pontiac, Olds- 
mobile, Buick and Cadillac. The 
cars constitute a GM “first,” since 
this is the first time in GM history 
that all five car divisions have 
offered completely new models 


simultaneously. 
= * * 


Show Firebird Ill 
2 FIREBIRD IlI—an experi- 

* mental car designed around 4 
single stick control system which 
eliminates the steering wheel, brake 
pedal and accelerator. The experi- 
mental, gas turbinepowered GM 
car is making its public debut at 
the Motorama. 

3. The entry into the industrial 
show field of Maurice Evans, 
famed actor, producer and direc- 
tor. 

Thirty-one production model cars 
and approximately 50 other exhibits, 
many of them demonstrating ad- 
vances in automotive research, en- 
gineering and styling, were dis- 
played. 


YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


. when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. 


Be sure to stock, display and 
sell Woir’s Heap, the Oil with 
Nature’s Miracle Molecule—100% 
Pure Pennsylvania. It’s the supe- 
rior premium quality motor oil 
that makes the difference. 


@ Lower oil consumption 


@ Smoother engine perform- 


ance 
® Satisfied customers 


Advertising Brings 
Best Results? 


The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 
Dealer” by 
Martin H. Bury. 
This valuable 
book, now in its 
second printing, 
has been ac- 
claimed the 
“bible” of its field. Order now with 
coupon. If, after 10 days, you are 
not convinced that this book merifs 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 
“The Automobile Dealer" 


0 | enclose check covering books at 
$5.20 each 


C) Send books C.0.D., plus postage 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





























Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Oct. 18, Week, Oct. 11, October, Oct. 19, Oct. 18, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** ...... 6,170 3,080 5,861 15,020 $1,295 148,073 
EEE ceccreeescessscveesesese 6,170 3,080 5,861 15,020 76,389 148,073 
CHRYSLER CORP. .... 12,650 21,640 7,745 22,296 1,014,151 444,060 
SUID. icssecssnivivmecsinels 600 1,725 329 1,203 98,943 38,039 
IGT cccccccecsessecoseee 350 461 231 6380 31,893 9,422 
ae 500 2,717 586 1,353 98,625 27,051 
EID centocessencscscseosersesese 3,100 5,613 2,890 6,220 242,218 84,390 
Plymouth. ................... 8,100 §=11,124 3,709 12,840 542,472 284,658 
FORD MOTOR*** ......... 24,625 17,095 19,602 48,595 1,504,747 822,685 
a 925 1,271 534 1,704 46,650 10,308 
IDES ccnssnsssscccsecepeccsnsenentes 23,300 13,419 18,803 46,071 1,196,396 708,894 
0 340 344 265 760 29,604 18,474 
EE) ccsccecceccoscvecsesoove 60 TEE easstocnse 60 231,653 85,009 
GENERAL MOTORS ... .......... ae 8,455 2,143,677 1,531,362 
SEEIIEG ‘nuscenscsavcuscceveevesvewseus  eseusesese ee ene 1,640 307,395 163,591 
a Oe 541 «121,128 93,230 
a er 3,893 1,150,799 910,308 
DEED tinicscuniectscsen setsocuve ee sedition 1,356 299,339 218,664 
Pontiac jenmeet 2,136 wastiaean 1,025 265,016 145,569 
ESE 1,898 2,362 1,626 4,376 59,030 28,029 
Packard salilin aS: cee» <Combide 4,644 1,745 
Stadebaker .................... 1,898 2,349 1,626 4,376 54,386 26,284 
Total Cars, U. S. ........ 45,343 72,180 34,834 98,742 4,802,900 2,974,209 
*Revised 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Oct. 18, Week, Oct. 11, October, Oct. 19, Oct. 18, 
195% 1957* 1958* To Date 1957* 195% 
CHEVROLET . : 7,359 , 1,694 274,385 198,489 
DIAMOND T 140 124 139 416 4,507 4,460 
DIVCO . iilidiallnliimenieietial 80 60 70 191 2478 2,203 
EY \aiiindbslabsibbedbetlMiteantet 1,100 1,232 706 2,009 62,368 42,386 
I Tita ines tecrninciatailll 6,235 5,061 5,952 13,657 277,598 169,408 
GMC i iets 750 1,643 doin 1,128 53,523 45,004 
INTERNATIONAL ...... 1,868 2,383 1,898 4,825 99,168 73,367 
MACK*** .. cetenentinaitions 300 350 270 597 14,552 11,581 
STUDEBAKER.  ............... 220 186 216 567 7815 7,347 
WHITE*** 415 328 418 1,057 15,576 13,392 
WILLYS ‘ nto ee 1,700 2,128 6,364 48,254 69,142 
MISCELLANEOUS** .. 70 62 70 183 3,701 3,671 
Total Trucks, U.S. ... 13,148 20,488 11,867 32,688 863,925 641,450 
Total Cars, Trucks, 
ene tiennei wee S8491 92,668 46,701 131,430 5,666,825 3,615,659 
Total Cars, Trucks, 
Canada ... . 4,395 3,096 5,294 12,773 333,836 274,723 
Grand Total, 
Cars and Trucks, 
U. S. and Canada .... 62,3886 95,764 51,995 144,203 6,000,661 3,890,382 


"Revised 


**"Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 


*""Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U, 8. totals include cars and trucks for military orders. 





To Improve Sales Climate .. . 


Dealer ‘Crusade’ Urged 


By George E. Toles 
Staff Correspondent 


ROCHESTER, N. Y.—Ethical| 


tial due to reduced sales of 1957-58 


| models. 


3. A more optimistic atmosphere 


automobile dealers must start a/|@mong car buyers and the public 
crusade to create a better selling|in general. 


atmosphere by sound business prac- 
tices, honest advertising and profit- 
able returns on services to the 
public. 

John G. Dorschel, president of 
Dorschel Buick, Inc., Rochester, 
and newly elected president of 
the New York State Automobile 
Dealers Assn., expressed those 
opinions in an interview with 
Automotive News. 

Dorschel said he believes business 
will be better for the automobile 
dealer in 1959 because of these 

ors: 

1. Styling appeal. 

2. Accumulation of buying poten- 


_— 


Kuehn Rambler Builds 


MILWAUKEE.—M. L. Kuehn & 
Sons (Rambler) is constructing a 
new building at W. Hampton and 
N. Green Bay Aves. The firm has 
been located at 3701 N. Green Bay 
Since 1919, but that building must 
be torn down to make way for an 
expressway. 





4. The fading of the recession. 
“However,” Dorschel warned, 
“this does not mean we are 
going back to the order-taking 
days. Salesmen and dealers must 
aggressively pursue the buyer, 
romance him and give him after- 
sale service to keep his loyalty. 

He said he feels both the public 
and the manufacturer are taking 
a second look at the dealer to see 
if he is legitimate, a sound busi- 
nessman and an asset to his com- 
munity. 

Dorschel said the “wheel and 
deal” and “razzle-dazzle” opera- 
tions, and the accompanying un- 
ethical advertising, appear to have 
had their day. 

“These dealers have created illwill 
and mistrust for the whole industry, 
and they will not be missed by 
honest dealers,” he said. 

“The price labelling bill will help 
this by removing the inflation and 
mistrust from both the price of the 
new car and the tradein,” he said. 
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3 Millionth of °58 Due... 





GM Car Output Nil, 


But Others 


Step Up 


(Continued from Page 1) 


weeks that weekly ouput records 
have been smashed. 


The other small-car producer, 
Studebaker, also moved ahead last 
week with an output of an esti- 
mated 1,898 units, up 272 units from 
the 1,626 cars turned out a week 
earlier. 

ra * + 
_— division, working a six-day 
week at eight of its 13 car- 


Bidding Fights 


Flare in Dixie 


Jacksonville Balks 
At Speedy Patrols 


By L. D. Bray 
Staff Correspondent 
JACKSONVILLE, Fla—Sealed 
bids, open bids and specifications 
of police vehicles have enlivened 
the meetings of two county com- 
missions in the South. 


In Jacksonville, authorization of 
a call for bids on new cars for 
the Duval County Patrol has been 
deferred because the specifica- 
tions reportedly eliminated all 
but two auto manufacturers. 


Commissioner Ray Greene ques- 
tioned the need for specially- 
equipped, high-speed police cars 
and asserted that the fast vehicles 
increase the danger of fatal acci- 
dents. 


In Mobile, Ala., the County Board 
of Revenue voted to buy seven| 
trucks from seven dealers after a 
brief argument over whether sealed 
bids should be required. 


Jacksonville’s Green argued that 
when a patrol car pursues a 
speeder, both cars are endangering 
lives. 


He said he saw no reason for 
high-speed chases since patrol cars 
can radio ahead for another car 
to intercept the speeder. 

Other commissioners agreed 
that the specifications should be 
rewritten to include more makes 
so that competitive bidding might 
cut the cost of the cars. 

Duval County Police Chief W. S. | 
Johnston has submitted a request | 
for 36 new cars, six more than are | 
currently in operation on a rental | 
basis. The commission asked that 
bids be sought on new ’58s and) 
new ’59s in both the 30 and 36-| 
car lots. 

It was hoped that the cost of! 
the cars would not exceed the 
$110,000 now allotted for rental and 
maintenance. The county rents its | 
patrol cars from local dealers who | 
supply all maintenance and insur-| 
ance. The cost is $82.50 per month | 
per vehicle plus 6% cents per mile. | 

In Mobile, each of seven deal- 
ers was assigned a used county 
truck and was asked to bid on 
replacing it. When the price quo- 
tations were read, Commissioner 
Joseph R. Mitternight argued 
against buying trucks without 
first taking sealed bids. 

Another board member said that 
would mean giving the whole order 
to one man. He said he wouldn’t 
be willing to do that. 

Chairman Leroy Stevens de- 
clared: “I’ve been on the board 16 
years and we’ve never asked for 
sealed bids on trucks before. We’ve 
always tried to divide it and give 
everyone a shot at it.” 

Mitternight said he didn’t mind 
dividing the business but he still 
wanted sealed bids. 

Forty minutes later the board 
opened sealed bids at its regular 
meeting. The prices were the 
same as in the earlier open bids. 
Mitternight then moved that the 
board buy a truck from each 
dealer who submitted a bid. 

The net bids were: Massey Chev- 
rolet Co., Citronelle, $1,595 for a 
pickup; U-J Chevrolet Co., $3,020; 
Scott-Luttrell Truck & Tractor Co., 
$2,965; Johnson Chevrolet, Inc., $2,- 
950; Hotz GMC Trucks, Inc., $2,- 
982; DeVan Motor Co., Citronelle, 
$2,956, and DeVan Motor Co., 
Mobile, $2,950. All but Massey’s were 
two-ton trucks. 








assembly plants, upped its output 
from 18,803 units the previous week 
to an estimated 23,300 units last 
week, while Edsel, assembled at 
Ford’s Louisville plant, hiked its 
production from 534 units a week 
earlier to an estimated 925 last 
week. 


In other Ford Motor operations, 
Lincoln, working only five days, 
upped its output from 265 units 
a week earlier to an estimated 340 
assemblies last week, and Mer- 
cury, getting into production on 
59 models for the first time in 
mid-week, produced 60 cars last 
week. It had been down for 
changeovers since Aug. 30. 
Chrysler Corp. hiked its output 
from 7,745 units the previous week 
to an estimated 12,650 last week as 
a result of heavy production gains 
at Plymouth. 

+. 


* *x 
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raised its output from 3,709 units 
a week earlier to a 10-week high 
of 8,100 units last week, while all 
other Chrysler Corp. units except 
DeSoto also showed output gains 
over the previous week. 

A breakdown of Chrysler op- 
erations showed Dodge with 3,100 
assemblies last week, compared 
with 2,890 a week earlier; Chrys- 
ler up from 329 to 600 units; Im- 
perial up from 231 to 350 units, 
and DeSoto off from 586 to 500 
assemblies. 

Sizable production boosts at Ford, 
minor gains at Dodge and the re- 
turn of GMC to work after having 
been down due to labor trouble a 
week earlier, helped :boost truck 
output to an estimated 13,148 units 
last week. That compares with 11,- 
867 assemblies a week earlier and 
20,488 units during the same week 
a year ago. 

A loss of a workday due to the 
Thanksgiving holiday on Monday 
dropped vehicle output in Canada 
to an estimated 4,395 units last 
week. That compares with 5,294 
cars and trucks a week earlier and 
3,096 vehicles during the week 
ended Oct. 19 a year ago. 

The return of S-P to operations 
helped give the Canadian car man- 
ufacturers 3,432 assemblies last 
week, compared with 4,124 units a 


LYMOUTH, with its Evansville | week earlier. Truck output totalled 
(Ind.), Newark (Del.) and De- | 963 units last week, compared with 
troit plants back in operation, | 1,170 a week earlier. 


Tire Firms’ Stores, Dealers 
Sell Most Replacement Units 


NEW YORK.—Tire company 
stores or dealers take top places as 
retail outlets favored by the tire- 
buying public, it was found in a 
marketing study on automobiles 
and tires conducted under the spon- 


|sorship of Look magazine. 


The survey shows that of all 
retail channels used by purchas- 
ers of new replacement tires for 
private passenger cars, the tire 


company store or dealer was the | 


source of one out of three tires 

bought last year. 

The second largest number of 
tires, 26 percent, was purchased at 
gasoline service stations, followed 
by 14 percent at mail order retail 
stores or catalog offices, 7 percent 
at chain automotive supply stores, 


|5 percent at local independent auto 


supply stores, 5 percent at garages 
specializing in repairs and 4 percent 
at new or used car dealers. 


|. The information on channels of 


retail tire distribution is part of a 
large number of findings brought 
to light in the 22nd annual “Na- 
tional Automobile and Tire Survey” 
conducted for Look by Alfred Politz 
Research, Inc. 

The survey also reveals a marked 


|increase in the number of new re- 


placement tires bought for private 
passenger cars within the preceding 
12-month period. From 42,600,000 
tires bought in 1956, sales jumped 
to a total of 49,100,000 tires bought 
last year. 

Since the number of private 





Cars for Schools— 


Twenty-six 1959 Pontiacs valued at more 
than $100,000 are presented to Pontiac 
area high school driver education pro- 
grams by S. E. Knudsen, left, Pontiac gen- 
eral manager. Accepting car keys quring 
a civic “salute to industry” parade was 
Dana Whitmer, Pontiac superintendent of 
schools. 





passenger cars on the road has 
increased by only 1,300,000 in the 
same period, the increase in new 
replacement tire sales, which is 
above normal expectancy, may be 
a reflection of the high percent- 
age of aging cars now in use. 


The survey also disclosed that 


| slightly over one-half of the private 


passenger cars on the road today 
are five years old or older. 


The figures for annual mileage 
clearly show that the younger peo- 
ple do more driving. With the na- 
tional average at 7,758 miles driven 
a year, drivers under 26 averaged 
9,466 miles in 1957, the 26-35 age 
group averaged 8,383, the 36-45 age 
group averaged 8,136 and the group 
from 46-54 rolled up an average of 
7,769. 

The lowest figure appears in the 
group 55 and over, which drove an 
average of only 5,454 miles in the 
last year. 

The figures on family makeup 
bring out the fact that the pres- 
ence of children in the home 
tends to increase a family’s mile- 
age above the national average. 
In households with children, mile- 
age averaged 8,065 miles a year 
where the youngest child was 
under 10 years old and 8,72 
where the youngest child was 10 
to 19 years of age. 

Geographic region also is shown 
to have an influence on mileage. 
The North Central States, for in- 
stance, have the highest median 
mileage of 8,185, and the North- 
eastern States the lowest with 7,- 
730. 


GM Unit Offers 
Stronger Beam 
For 2-Lamp Cars 


ANDERSON, Ind.—GM’s Guide 
Lamp division has announced an 
improved sealed-beam headlamp it 
says produces “more light, aimed 
right” for autos that do not have 
the four-lamp headlighting system. 

Byron L. Stewart, Guide Lamp 


general manager, said the seven- 


inch lamp will provide more light 
and better illumination in the 
lower beam for two-headlamp ve- 
hicles. The new ‘lamp carries the 
trade name, “Guide T-3 Powerbeam 
50 Headlamp.” 

The lamp will be made available 
to distributors Nov. 1 through AC 
Spark Plug, Stewart said. 

A car equipped with the new 
lamps is given 100 watts of power 
on the lower beam, an increase of 
20 watts over the older seven-inch 
lamps, Stewart said. It is produced 
in both 6 and 12-volt sizes and is 
interchangeable with all headlamps 
on cars that have the two-lamp 
system. 
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Past and Present— 


Tail fins and Cadillac have been synony- 
mous since 1948, the year Cadillac intro- 
duced this controversial rear-end styling 
to the automotive industry. 
Carol Borgeson poses between two Cad- 


iMac tail fins—the 1948 version and the | 


new 1959 design. Until the introduction of 


the fin, stylists had concerned themselves | 


more with the front end and side treat- 
ment of their automobiles. 


Uninsured New Vehicles 





Here pert | 





Face $15 Fee in Virginia 


RICHMOND, Va.—Buyers of new | 
cars and trucks in Virginia are now | 
required to pay a $15 fee if they) 
cannot prove that they have in-| 


sured the vehicles. 


The fee will not be refunded if 
the vehicles are insured later. State 
officials said the fees do not con- 
stitute insurance on the vehicles. 


Obituaries 


Romano Albertini 
UPPER DARBY, Pa.—Romano Albertini, 
founder and owner of Albertini Ford, died 
Oct. 5. He was 68. 
* 





Clayton G. Wohimacher 
SEATTLE.—Clayton G. Wohimacher, 52, 
an automobile dealer, died here of a heart 


attack. 
. > > 


Gordon G. Fullerton 
BOSTON.—Gordon G. Fullerton, 57, pres- 
ident of G. G. Fullerton, Inc. (Chevrolet), 
Winthrop, Mass., died Oct. 11. Long prom- 
inent in the auto industry in New England, 
he was the Chevrolet dealer in Winthrop 
for 30 years and was active in automotive 
industry renee wee 
* 


Knox 


in 1914, died Oct. 8 He was 


72. Mr. JF was a member of the 
first General Motors dealer council, which 
was established in 1927 


William Reed Coughtry 
KANSAS CITY.—William Reed Coughtry, 
Buick engineer who helped 
the Dynafiow automatic trans- 
died Oct. 12. He was with Frank- 
Car Co. and Brown-Lipe Gear 
before joining GM in 


William L. 


1 
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HELP WANTED 


POSITION WANTED 





EXPERIENCED SALES MANAGER. Real 
leader to take full charge of GM's finest 
dealership. Lifetime opportunity for right 
man. Give full, ‘confidential particulars 
to Box 8602, c/o Automotive News, De- 
troit 7. 


SALES MANAGER — Experienced 


in all 
phases of automobile business. Will back 
up 14 years’ of experience with best of 
references from dealers and finance com- 
panies. Willing to relocate. Box 8589, 
c/o Automotive News, Detroit 7. 





EARN $10,000 PLUS per year selling Gen- 
eral Motors’ two best lines, Chevrolet, 
Buick and also used cars, Our. facili- 
ties are finest in the state, situated in 
fast growing area of more than 100,000 
population, All benefits including retire- 
ment plan, ideal schools and recreation. 
Need three ambitious, quality men. Write 
Jack Gridley, Ashton Chevrolet-Buick 
Co., Box 158, Provo, Utah, Give experi- 
ence. 





| SALES MANAGER for most modern Pon- 


tiac dealership, established 30 years. Ag- 
gressive man under 45 to buy-in and 
run business. Real blue sky. Potential 
400-500 cars. Only A-1 men to apply. 
Confidential. Box 8603, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER for a 400 new car 
dealership in a central New York area. 
Must be able to organize department and 
carry out policies on a business manage- 





ment basis. This is a long established 
dealership with a splendid reputation. 
State qualifications in writing to Mr. 


Mills, 400 Syracuse-Kemper 
Syracuse 2, New York. 


PARTNER-MANAGER in well established, 
very modern Pontiac dealership with po- 
tential of 500 cars, Lifetime opportunity 
for younger man to take over in time. 
Strictly confidential, Box 8604, c/o Auto- 
motive News, Detroit 7. 


Building, 





CHRISTIAN AUTO DEALER will manage 
your business while you are on vacation. 
Former ‘“‘Big 3’’ dealer—Best of refer- 
ences. I’m available in December, Jan- 
uary, February. Phone or write: Glenn 
Walraven, P. O. Box 25, Marion, Ohio. 
2-4135, 2-5708. 


GENERAL MANAGER — Good organizer, 
volume operator, married, reliable and 
responsible. Thoroughly experienced in 
all phases of dealership operation. Have 
outstanding proven ten year record of 
very successfully and profitably manag- 
ing large, 2,000 new car metropolitan 
dealership. Factory approval and max- 
imum operating results assured. Will buy 
part interest if available, and if you 
desire. Will keep confidential. Box 8592, 
c/o Automotive News, Detroit 7. 

PARTS MANAGER-—Eight years’ experi- 
ence in AMC and GM, Single, 27 years 
old. Have factory references. Desire 
Southern California, LA area, or pos- 
sibly Arizona. Health requires that type 
climate. Can relocate easily. Box 8605, 
c/o Automotive News, Detroit 7. 


ACCOUNTANT—Business Manager, inter- 
ested in associating with a large volume 
dealer. Can operate efficient office, fur- 











nish detailed breakdown of operations | 


and aid in curtailing and controlling ex- 


penses. Familiar daily operating control. 
Box 8606, c/o Automotive News, De- 
troit 7. 





USED CAR MANAGER. Must possess in- 
tegrity, imagination and industry. Travis 
Cadillac-Pontiac, Box 88, Peoria, Iili- 
nois. 





Ford Dealer and 
Lincoln-Mercury-Edsel- 
Taunus Dealer 
Needs immediately 


GENERAL SALES MANAGER 
USED CAR MANAGER 


Excellent, permanent positions for qualified 
men at these rapidly expanding dealerships 
in southern Florida's loveliest and fastest grow- 
ing city. We insist on the very best in char- 
acter, experience and record of achievement 
and will pay top salaries and bonuses for it. 
lf you qualify, write today! 


Box 8607, c/o Automotive News, Detroit 7. 


okt hl 


ON WANTED 


SALES REPRESENTATIVE desires auto- 
motive product or service that has repeat 
sales and requires full time work. Have 
been successfully selling non-repeat prod- 
ucts to auto dealers and service stations 
in New Jersey and Philadelphia, Pa. 
areas. Am well qualified and have excel- 


SALES REPRESENTATIVE avaliable — 
Seasoned in industrial sales with produc- 
tion and non-productive purchasing back- 
ground as buyer for one of the ‘Big 
Three,"’ desires to represent reliable line 





ARE YOU CONSIDERING 


RETIREMENT, 
SELLING OUT? 
| have 20 rs' experience with GM and 
Ford, both Financial and Casteeato can i 
have some money to invest. Prior to a buy-in, 
buy-out, | want to secure training by 
dealer and management 
for about a year. Prefer i@ point loca- 
tion, Ford o Chevrolet, 250- —- a 
per year, New land or 
states oun, Booty ee 8599, </o date 
tive News, % 














SALES MANAGER—Truck sales manager, 
now employed as general sales manager 
in Ford dealership, wants position in 
either Arizona or Southern California. 
Have 15 years’ experience in both cars 
and trucks. Prefer Ford dealership out 
of a metropolitan area. Can furnish A-1 
references and proof of my ability. Box 
8609, c/o Automotive News, Detroit 7. 

USED CAR MANAGER, age 32, dynamic, 
proven ability. Presently with large met- 
ropolitan GM dealer. Not looking for any 
blue sky, desire position with a chal- 
lenge. All inquiries answered. Box 8610, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FRANCHISE HANDLING GENERAL 
MOTORS, central Pennsylvania. High 





shop volume. Partnership dissolving — | 


priced for quick sale. Financing avail- 
able. Principals only. Box 8565, c/o Auto- 
motive News, Detroit 7. 


| FOR SALE: Dealership handling Buick in 


Chicago—600 car potential. Reasonable 
rent. Only necessary to buy equipment 
and parts. State qualifications and avail- 
able capital. John W. Stokes & Co., 1775 


Broadway, New York 19, New York. 


CALIFORNIA DUAL HANDLING GM — 
located in Central Valley area: approxi- 
mately 200 new sales per year; high 
profit record, including 1958. No used 


cars or accounts receivable to buy. Mod- | 


ern facilities, favorable lease. Reply with 
business experience and banking refer- 
ences. Box 8591, c/o Automotive News, 
Detroit 7. 


HANDLING GENERAL MOTORS DUAL, 
Western Pennsylvania, 150 car potential. 
Good equipment and facilities. No used 
cars or accounts to buy. Present owner 
wants to relocate. Write Box 8593, c/o 
Automotive News, Detroit 7. 


EXCEPTIONAL OPPORTUNITY — Alma 
mobile homes meet the growing need for 
quality low-cost housing. Priced to sell 
in volume. Designed with outstanding 
features, instant appeal. Established car 

can add the profitable Alma 
Franchise with a minimum investment. 
Immediate delivery. Phone Ken Mitchell, 
920-Alma, Michigan, Alma Trailer Co. 





APPLICATIONS ACCEPTED 
for Goggomobil franchises for Oklahoma, 
Kansas, Missouri, Arkansas, Lovisiana, 
Tennessee, Mississippi. Contact: 


KIRKWOOD IMPORTERS 
Goggomobil Distributors 


1020 N. Kirkwood Rd.. Kirkwood 22, Missouri 
Phone: YOrktown 5-1204 





DEALERSHIP WANTED 


WANTED: CHEVROLET DEALERSHIP, 
Metropolitan New York, 500 or better 


potential. Ample capital and twenty 
years background should assure factory 
approval. Replies in strict confidence. 


Ready to act immediately. Will rent or 
purchase property. Box 8531, c/o Auto- 
motive News, Detroit 7. 


HAVE $500,000 CASH immediately avail- 
able to buy dealership with large volume 
new car sales potential. My proven rec- 
ord of successfully managing large oper- 
ation assures factory approval. Your 
reply will be kept strictly confidential. 
—- —_ c/o Automotive News, De- 
ro ° 








WANTED TO PURCHASE 


Would like to purchase Chevrolet Dealership 
for cash in the Los Angeles, California 
area, Will have factory approval. Box 8585, 
c/o Automotive News, Detroit 7. 














DEALERSHIP WANTED 
CHEVROLET DEALERSHIP desired in 


Florida, west or southwest area, Have 
cash and can obtain factory approval. 
Replies strictly confidential. Box 8567, 
c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED—"BIG THREE’ 


—in southeastern Florida. Will pay cash 
and lease or buy facilities. Factory ap- 
proval assured. Strictly confidential. Box 
8595, c/o Automotive News, Detroit 7. 





CHEVROLET DEALERSHIP WANTED in 
New England. Just returned from the 
West Coast where I successfully ran a 
large volume Chevrolet dealership. Have 
factory approval and necessary cash to 
handle a 400-1,000 car dealership. Will 
act immediately. No real estate desired. 
All replies confidential. Box 8601, c/o 
Automotive News, Detroit 7. 








WANTED TO PURCHASE 


Would like to purchase Chevrolet Dealership 
for cash in the Delaware Valley area. Will 
have factory approval. Box 8584 c/o Auto- 
motive News, Detroit 26. 








NEW LINES WANTED 
NATIONAL SALES ORGANIZATION 


AVAILABLE for manufacturers of Auto- | 
motive and Marine equipment who want | 


the services of an experienced executive 
with a national sales organization, calling 
on automotive equipment jobbers, marine 
jobbers and volume buyers. If you have 


items of merit and can produce in vol-| 


ume, write us today. C. D. Scariett Co., 
P.O. Box 5202, Lansing 5, Michigan. 


DEALER SERVICES 


STOP LOSING NEW CAR SALES! 
cover how much your competitors’ cars 
really cost. The book, “AUTO COSTS,”’ 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip- 


DEALER SERVICES 


— 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing, 
Get low, money saving, financing rate, 


Take immediate delivery. 
We specialize in such transactions on a sim 
plified, no trouble, without recourse basis fe 
officers and enlisted personnel of pay grade 
ES and above. 














MILITARY MILITARY $100 A. 
FINANCE CO. ACCEPTANCE Corp, > 
502 Tioga Bidg., P.O. Box 2m Dine, 
2020 Milvia San Antonio, Texa; e 
Berkeley 4, Calif, CApitol 6-21 Sorte 
THornwall '3-7423 Cnt 

“Worldwide Financing for Military . 
Personnel” ; 
ey 
FORD FLEET DELIVERIES —" 
We are interested in securing Ford dealen GO 


all over the U. S. for Pre-Delivery Service on 
Ford Branch Transfer Fleet Deliveries for a 
flat rate of $25 per unit. We will reciprocate 
doing the same service for the same rate, 
Contact us at once. 


ROBINSON FORD, INC. 


















LA 





























ment. Used by dealers and banks nation- | 
wide, Order your ‘59 edition today for 
only $10—three year subscription $18 | 















(including all supplements), AUTO) 
Cc 


Box 224, Dept. 3Z, New York 


i, N. ¥. 





Let Us Be Your 
Eastern Warehouse 


located in New York City. Now wore- 
housing for large automotive accessory 
manufacturer. Daily shipments by common 
carrier to all points—Maine to Florida— 
to Midwest. We handle only automotive 
items. We'll pack, ship, invoice — you 
name it, we'll do it. Box 8608, </o Auto- 
motive News, Detroit 7. 








@ © TWO ESSENTIAL SERVICES ®@ © 
INVENTORY SERVICE 








Air Force Cadets 


Ne Dewn Payment 
36 Months to Pay 
low Bank Retes 
We handle ali branches of the service, tech 


sgts. and officers. No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 


CA 3-6356 2625 Broadway 
San Antonio, Texas 


H. K. Williams, Manager 

ot DETECTIVE we INC. 

irs operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources, Write for loss 





























































































































Broad & Christian Sts., Philadelphia 46, Pa. 2- 
PEnnypacker 5-9200 2 
BUSINESS OPPORTUNITIES 1 = 
MIAMI BEACH MOTEL—Deluxe ocean. 
front—Income from rooms only, $268,- 
100.59, plus income from cocktail lounge, Ay 
coffee shop, TVs. CPA books available 
This is not a distress sale, but a real Mi 
bargain at only $480,000 with $180,000 
cash, Reasonable land rental. Strictly v 
confidential. Daytora Beach oceanfront— 512 
25 beautiful units, owners two-bedroom 
apartment, good, close-in location, good 
income. Below the market at $210,000 
South Georgia motel—25 4juality units on —_—" 
three national highways. 1957 income 
$71,922.85. Price $245,000 imcludes fully === 
equipped restaurant now leased. Require 
| $70,000 cash. Harry Elmore, Mote 
Broker, 2011 8S. Atlantic Ave., Daytona 
| Beach, Florida. 
v 
CAR — TRUCK 
RENTAL FRANCHISES OPEN V 
New York Metropolitan area. ’ 
Aladdin Car Rental System Sed« 
Contact: Globe Car Rental, Inc. 
| 229 N. Franklin St. Hempstead, New Yous Worl 
| Vv 
| all 
anc 
| Can You = 
| 
NET nh 
$50 to $75 A Day § «< 
| ($12,500 te $18,750 per year) s 
Working at your present job? 5 
IF NOT —_ 
|| this advertisement is important |} —— 
to you. : 
ANY GOOD AUTOMOBILE MAN CAN 
START THIS PROFITABLE ONE-MAWN 
|] RECESSION-PROOF BUSINESS ON AN 
INVESTMENT OF LESS THAN $1.000. 
You Provide a Service Needed by Al- 
most Every Automobile Dealer . . . and Ur 
you get well paid for it. de 
You regroove his slick tires, quickly and 
|| perfectly with an amazing, portable, elec- lo’ 
|] tric machine. THE HONEYCUTT AUTO- fa 
|] MATIC TIRE REGROOVER that precisely 
|| duplicates . . . in minutes . . . any stand- 
ard automobile or truck tire through Ww 
11:00 x 22. 
The Business is Waiting for You. Ur 
As an automobile man, you know that in 
the dealer can't sell his used cars with t 
slick tires. sm 
You and your machine can provide the 
deep tread and safe traction that the 





dealer's customers demand. 

Because you offer the cheapest way out 
for the dealer, your service is always in 
demand. You have a ready made market 
of almost unlimited potential. 


Te Get inte This Business, You Buy Only 
the Machine. 


You pay for no franchise, but you get the 
benefit of the experience and accumulated 
know how of men in all 48 states who 
are making $50 to $75 a day every work- 
ing day. 

The Machine Pays for itself—Out of 
Profits—in 90 Days. 


Just think! Your entire capital investment 






















































is usually returned within three months. St 
Because the machine is a proven, high a 
income producer, it is easy to finance, in 
and your initial capital investment may m 


be considerably less than $1,000. 


We Show You Hew te Gain High In- 
come, Independence, and Security. 

A good man with automobile experience 
and a little push and hustie, can create 
for himself the finest one-man business 
in his community, It's a proven fact—Let 
us give you full information. 


WRITE—WIRE—CALL 


HERMAN SMITH CO. 


1803 Dallas Ave. Houston 3, Texas 
Phone CA 7-9545 
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year) 
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ly and 
, elec 
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$100 REWARD—SKIP, 1958 Plymouth Bel- 
yedere four-door sedan, dark blue, light 
blue trim, Serial No. LP2E020892, Motor 
No. LP8080567, Kansas tag No. GE 8799. 
Car in state of Washington week of 
September 28. Call collect CIT, Topeka, 
CEntral 4-0433 for hold suthority. 


CARS FOR SALE 





ATTENTION 
LAMBRETTA DEALERS 


2— 150 cc Scooters 
2— Commercial Vans 
1— Commercial Pickup 


Brand new. 
Available at 20% off dealer net. 


MARCUS MOTORS, INC. 
512 W. Chicago Ave., 
EXport 7-5030 








DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS | 


1959s,-1958s,-1957s,-1956s. 
Sedans—Convertibles—Karmanns 


Shipped 
World's Largest Independent | 
Volkswagen Operation 


ond Exp Serviced, ~ whitewall tires— 

An U. Parte. Contact our 

can for Details. 

. —se, Kinsie, Chicago. 
yadhars os ow versey For information call, 


8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 


Also 
Panels, 


ups, 
Export industrial Corp., S. A., 
Hambur 








POrter 4-4421. 


3600 Market St. 


f Ave. 
East Chicago, Ind. | ee 





BUICK 


by the 
power steering, 





o w. 


Dtleware 7-7272 








1, Germany 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 


OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
radio, heater, 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 


HERTZ RENT-A-CAR 
Chicago, IIlinois 





i 


200 1958 MODELS 
WHOLESALE IN MIAMI 
CHEVROLETS - FORDS - RAMBLERS 


BUICKS - CADILLACS 
HARDTOPS AND CONVERTIBLES 


Driven only 7,000 to 8,000 miles. 
Fully equipped. Delivery arranged. 
MORSE AUTO RENTAL 


7726 N.E. Second Avenue 
Plaza 7-2425 


Miami, Florida 





RAMBLERS NATIONALLY | 


ECONOMY MOTORS 
Wilmington, Delaware 
Rambler Sales and Service 








USED TAXICABS 
Priced from $300 to $400 Each 
‘57 FORDS, CHEVROLETS, PLYMOUTHS 


EMKAY MOTOR SALES, INC. 


Brooklyn, New York 


STerling 3-8970 





















SUPERS, 


padded 


write or wire 


Kinzie 


Don Miller 








DEALERSHIPS AVAILABLE 








ATTENTION 


CAR AND TRUCK DISTRIBUTORS 


Unusual opportunity for distributors now handling foreign cars, 
domestic cars and trucks; desirous of adding foreign, lightweight, 


low-cost, 


famous company. 


WE SEEK limited number of distributors. 


highly dependable truck, manufactured by world- 


Truck on market soon. 


Urge immediate response as decisions will be made shortly. Send 


information about your experience and facilities. 
strictly confidential. 


Room 705 
10 Rockefeller Plaza 
New York 22, N. Y. 





CARS FOR SALE 


All replies 
















1000 USED TAXICABS 
FORDS - PLYMOUTHS - DODGES 


1956 - 1957 - 1958 


Standard and automatic transmissions. Some with power steer- 
ing. Finest selection in the United States. Good bodies, good 
motors, good tires. Brand new tires optional at very low cost. 


From $200 


F.0.B. Philadelphia, Pa. or New York City. 


Phone, write, wire 


SID LAVENE 


John Bartram Hotel 


Locust & Broad Sts., Suite 529, Philadelphia, Pa. 
1100 


Phone: Kingsley 6- 
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CARS FOR SALE 





FORD FLEET DELIVERIES 


Let us handle your uirements on the East 
deliveries, branch 


= a for you. Call Ken Wil- 

—" POrter 4-4421. 
ROLLING MOTORS & Market Sts., 
Wilmington, Delaware, "les Sales and 
Service. 














RAMBLERS 


leasing co. or 


RAMBLERS 


We'll make authorized 
fleet deliveries on ‘59 Ramblers—for fac- 
tory D & H plus $25.00. In metropolitan 
New York, Jersey and Connecticut areas. 


RAMBLER DIVISION 
MONARCH MOTORS CO., 
i 


M. C. “Joe” Gale, President 
300 Great Neck Rd., Long Island, New York 
(35 Minutes from Midtown New York City) 
Call HUnter 2-3630 
Ask for Mr. Bella or Mr. Gale 


1956 
PLYMOUTHS 


Automatic transmission, good tires, 


good mechanically. These are not high- 
mileage cabs, and have been in serv- 
ice only 12 months. 


CLOSE-OUT .. . ONLY 
60 LEFT! BEST BIDS 
ACCEPTED, LOTS OF 10 





PARTS FOR SALE 

$3,000 WORTH of Nash and Rambler 
parts, Will accept any ridiculous offer. 
Also special Nash tools. P.O, Box 229, 
Watertown, New York. 





English Ford Parts 


All parts in stock 1948-1958, Specify 
model with complete description. 
department open 24 hours a day, 
woah. Priority shipment on unit 
ART MOTORS, INC. 


stu. 
2708 Portage St. Kalamazoo, Mich. 
Phone: Fi 5-3603 


ar and 
ipping 
7 days a 
lown orders. 





ACCESSORIES FOR SALE 





New Auto Radios 


New, Factory-Sealed Cartons, 
Transistor Powered 


1957 CHEVROLET Custom Manvel........ $32.95 
1957-8 PLYMOUTH Custom Manval....$32.95 


SCOOP! Imported VOLKSWAGEN 
Custom Radio. From 1955-57 


Write for complete catalog of RCA licensed 
auto radios for American and foreign cars. 


Fast C.O.D. shipment F.0.B. New York 


LIBERTY AUTO RADIO 


191 E. 161 ST. New York 51, N. Y. 
LUdiow 711! 





TRUCKS FOR SALE 


M215 GMC 6x6 TRUCKS with winches 
and bodies, ran less than 2,000 miles— 
$3,500. Parts also. Used series 42 Cadil- 
lac engines $50, including 12V starters 
and generators. Hydramatics $20. Ray 
Roberts Implement, McKinney, Texas. 
LI 2- 2849. 


1955 FORD F600, W45 ‘Holmes Wrecker; 
1954 GMC 450 W45 Holmes Wrecker; 
1953 Ford F700 W45 Holmes Wrecker. 
Write or call: Bill or Marvin Fishel, 





Vandeventer Auto Sales. 717 So. Vande- 


venter, St. Louis 10, 
FRanklin 1-1750. 


FOR SALE—1i1912 REPUBLIC fire truck, 
hard rubber tires, primer type ignition. 
Good running condition, fire pump works 
—<does not have ladder and hoses. Price 
$650. 1930 Model A hearse with 10,000 
miles. Excellent condition, new black 


Missouri, Phone: 





Contact Bill Curry at 


CURRY | 
CHEVROLET . 


3300 Broadway * New York City 
ADirondack 4-6000 





AVAILABLE WITHIN 30 DAYS! 
1957-1958 N.Y.C. TAX! CABS 
Ford - Chevrolet - Plymouth - Dodge 
Prices Guarantee Profitable Dealer Interest 


FLEET OWNERS SALES 


18 Winthrop Rd., Port Washington, N. 
Tele: PO 7-6275 Cable Add: ‘AUSTEX 





" CARS WANTED 








MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 





WE BUY 
FOREIGN CARS 
NEW OR USED. ALL MAKES, ALL MODELS, 
INCLUDING DISTRESSED MERCHANDISE. 
Box 8600, </o Automotive News, Detroit 7. 





1959 ORDERS 
BEING PLACED 


All Makes - All Models - All States 
New-car Dealers Interested in Volume 


Fieet Sales and Service, Contact: 


National Purchasing Department 
Rollins Leasing Corp. 
14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Piymouth Dealers 
Especially Invited 








Foreign Car Dealers!! 


NEW AND USED 
Don't egestien your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No s too small or too large for 
us to handle. Send for free wholesale list. 
Write or call Bernie Gay. 


JAN ROSS mores ¢ €o. 


Import Division, 380 E. 


Ohio 





PARTS FOR SALE 


NEW PARTS FOR ALL FORDS—Over 
5,000 items in stock. Spee-Dee Manufac- 
turing Co., 336 W. 63rd St., Chicago 21, 
Illinois. 

WE ARE DISMANTLING FOR PARTS— 
1958 Corvette, 1957 Corvette, 1958 
M.G.A., 1955 MG, 1958 Renault. We 
carry large stock of late model wrecks. 

Kaufman Auto Parts, Box 233, Montrose, 

New York, PEekskill 7-2393. 





finish. Price $475. McDowell 
Inc., Cresco, Iowa. 
s BUSES WANTED 

| WANTED—Good used school buses, 36-60 
passenger. Price must be reasonable. 
Linn-Baker Equipment Co., Lansing 3, 
Michigan. Phone: EDgewood 2-3814. 
WANTED TO BUY—Used school and pas- 
senger buses. St. John Transportation 
Co., Dayton, Ohio. 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable. brilliant colors. Write for sam- 


Motors, 








ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 
MISCELLANEOUS 





Keep Your Showroom Floors Clean! 


1959 Car-Diapers 


Thousands In Use Coast-to-Coast 


$14.50 each 


5% Discount Cash with Order 


STROUD AWNINGS 


Since 1910 
15511 Waterloo Rd. Cleveland 10, Ohio 





| FOR SALE—Two 1958 Remington 





BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax inctuded 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. Factory Net) 


.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 








Kardex 


Model RKPS5 Grey Robat—one in San 
Francisco, one in New Jersey—both prac- 
tically new—$1,500 each. For information 


write to Simca, Inc., 
New York. 


The “ORIGINAL YELLOW" 


Automatic Braking 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
“WRIST ACTION" — 95745 
Incidg. BRAKE HOOK-UP 

=f 4 Point 
TowKinG j:.cc0, °45% 


TRAIL-KING $37.50 

Fast Pickup & Delivery ia 

Auotente: Fits 2" Ball 
WE STOCK PARTS FOR 
RED ARROW TOW BARS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
40 So. Clinton St., Chic 6, il. 


For Fast, 
Leading 
Look in LUCAD. 





445 Park Avenue, 





Accurate Directions to 
U. S. Auto Auctions, Dealers 








Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 


———e—Oe OO Oe eae aw 


New Subscription Order; 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [J or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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